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This is the “Open Season” for 





EVEREADY Flashlights 


Are You Making a Killing? 


Eveready dealers have been circularized repeatedly and regu- 


larly on the advantages of pushing flashlights at this season. 


They have been told and sold on the marvelous Focusing 
Flashlight with the 300-foot range. In short, they’re all primed up 
for a visit from YOU with an order blank and a fast moving pencil! 


Have you seen the local newspaper 
campaign that is making it easier for 
the dealers to sell the Spotlight 
Type? It is also making it easier for 


YOU to sell the dealers. 


Get after them NOW. Start the 
order with Focusing Flashlights (Spot- 
light Type). The dealers are going 
to have a big demand for these par- 
ticular flashlights as Christmas _pres- 
ents. See that they order plenty. 


By the way, have all your dealers got the 
wonderful Spotlight Window Trim? 
This is an all-year-round window back- 
ground that ought to be in every store. 


If you will send us the names of 
dealers that haven’t this display, we 
will send it prepaid and write the 
dealer that you requested it. This will 
pave the way to the dealer’s good will 
—and orders. This is the peak season 


for flashlight orders—go to it! 


AMERICAN EVEREADY WORKS, of National Carbon Company, Inc. 
312 Thompson Avenue, Long Island City, N. Y. 
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NEXT MONTH 


7 HE series of interviews with prom- 
inent electrical manufacturers is at- 
tracting widespread interest in the indus- 
try. Frank B. 


best equipped writer in the country, to ob- 


Rae, Jr., is perhaps the 


tain for readers of THe Joppers SAtes- 
MAN, the views and ideas of these men who 
are largely responsible for electrical pro- 
gress. The interview for November, with 
F. J. Gottron, deals with some very impor- 
tant questions affecting jobbers and jeb- 
bers’ number of 


salesmen. <A _ limited 


copies of the interview with F. V. Burton 


are available for those who missed our 


September issue. 


EVELOPMENTS in Mazda 


manufacturing has given new impetus 


lamp 
to the use of electric signs. This is a field 
that offers great possibilities and one that 
neglected. W. E. 
in his article on 


is usually Underwood, 
“Shekels in Sign Light- 
ing”, in the November issue gives some 


interesting information that will boost 


your sales. 


AMES H. Collins, well known busi- 

J ness writer, contributes a very inter- 

esting article for November dealing with 

the various agencies salesmen can employ 

to boost business for their customers, and 
incidentally for themselves. 

Dr. Frank Crane, David 


other Joppers SALESMEN stars are striving 


Gibson and 


to make the next number one of our best. 
Watch for the special features incident 
to the fall meeting of the E. S. J. A. 
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Complete Candle Units 


The C-H Candle Length Socket is a com- 
plete candle unit with parts held rigidly in 
place. It was developed to take the place of | a aie age 
the candle fixture made up of several parts. = ‘7 Wicd | 


The Unit is as compact and rigid as a stand- 
| ard brass shell socket. The method of secur- 
| ing the candle shell in the cap insures rigidity 
| and at the same time maintains a pleasing can- 

dle appearance. This is in strong contrast 
with the usual loose, wobbly appearance of 
made-up candles. 





Push Button Switch Mechanism 
Included 


The push button switch mechanism includ- 
ed in the unit provides convenient operation, 
particularly desirable on wall brackets and 
portables. The majority of fixtures and wall 
brackets have more than one socket and the 
na push button mechanism gives individual con- 
ca trol of each candle. 


The Side Outlet Type Socket with rubber 
adapter has furnished means for making elec- 
| tric candles out of all kinds of candlesticks. 
| Since the cord enters the side of the cap, it is 

not necessary to wire through the candlestick, 
—which may be solid glass, china, metal or 
wood. Portable lamps, dresser lamps and 
brackets are similarly made up, the unit struc- 
ture lending itself to these many applications. 



































Catalog and further information on request 


THE CUTLER-HAMMER MFG. COMPANY 
| Milwaukee, Wisconsin 
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No Demand—But Sales Aplenty 


H. W. Bliven Believes the Small Order and the Small Sale Is the 


Solution of Present Problems in the Industry 


FTER talking with Harry Bliven, I somehow 
came away with the idea that there is more to 
business than the mere trading and bickering and 


routine time-killing which 
makes up the average man’s 
day’s work. 

‘“How’s business?” I asked, 
by way of starting the conver- 
sation. 

“Business is what you make 
it,’ replied Bliven. ‘The 
thousands of jobbers’ salesmen, 
dealers and contractors in this 
country have the electrical 
business in their own hands: 
it's up to them to say how busi- 
ness shall be.” 

Optimism ?—yes, but the ag- 
gressive, two-fisted optimism 
of the man who does things, 
not the mushy optimism of the 
man who tacks a “Keep Smil- 
ing” motto on the wall and 
then sits down with a phoney 
grin on his face to wait for 
times to improve. 

Bliven’s solution of the pres- 
ent business problem can be 
stated in two words—small 
or lers, 


He believes, and can come 


pretty close to proving, that there are enough pick-up or- 
devs lying around loose to keep this industry of ours 
Not all departments of the industry, 
of course, but from a jobber’s standpoint, losses in one 


hy tling full time. 


By FRANK B. RAE, JR. 














H. W. Bliven Says: 


USINESS is what you 

make it. Jobbers’ sales- 
men, contractors and dealers 
in this country have the elec- 
trical business in their own 
hands. It’s up to them to say 
how business shall be. 

The salvation of business 
right now is the small order 
and the small sale. 

Anybody who says there is 
no demand for wiring devices 
is right, but those who say 
there is no sale for them is 
asleep at the snap switch. 

* * * 


This is the second of a series of 12 
interviews with manufacturers. 

















line of goods can be pretty nearly balanced by attainable 
gains in a different line: 
customers can be offset by stimulating those who are buy- 


the lack of buying by inactive 


ing some things and should buy 
more. Big orders are scarce, 
mighty scarce, but they can be 
pieced out and the totals of 
sales approximately maintained 
by a much greater number of 
small orders. 

I can hear a good many of 
my readers grumbling a dissent 
to this proposition. They as- 
sert that business is rotten, 
net. Builders are not building, 
they point out, manufacturers 
are not manufacturing, and 
traders are not trading. But 
they forget one important fact, 
which is this—people are going 
right ahead living. And no- 
body in these times can live 
without electricity. It is true 
that the big operators who 
showered us with huge orders 
during the past five years have 
suddenly ceased so to shower, 
but old John G. Public is still 
alive and kicking. One of the 
things he is kicking for right 
now is electrical stuff. 


“Well,” says the average dealer, “he doesn’t come in 
and kick to me for goods.” No, nor do the ham and eggs 
climb up on your table and ask to be eaten. 

“Most sales,” says Bliven, referring to retail sales in 
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electric shops, “are made before the customer enters the 
store. It doesn’t take salesmanship to handle that sort 
of ready-made demand. Only when the salesman sells 
more than the customer comes in for can he consider that 
he’s actually made a real sale.” 

Which brings us to another 
point that Bliven made; name- 
ly, that small sales are quite as 
much a factor as small orders 
in meeting present conditions. 
Let us get this point clear. 
It’s important. 

Not long ago I was talking 
to the manager of an electric 
store—or rather, I listened 
while he talked. The burden 
of his wail was that there is 
not a wide enough margin in 
washing machines to enable the 
dealer to meet his overhead. 


How- 


ever, before leaving him I tried 


Maybe he was right. 


to buy a plural socket and a 
separable plug, but couldn't: 
he was “just out.” He was 
thinking, and trying to do 
business, exclusively in terms 
of big sales. 

Now, against this case let me 
Mr. Bliven, who is 


cite a store in the middle west 
Hubbell, Inc., presents 


that recently was remodeled to 
meet the present business con- 
ditions. Appliances brought in for repair are received 
and delivered at a counter alongside which is a glass- 
topped floor case filled with small wares. The shelving, 
or wall case, behind this counter carries boxed stock of 
the same items. Counter display cases and racks of vari- 
ous electrical accessories are maintained here—fresh and 
attractive. That one store, in a city of 191,600 people, is 
doing a business of just about twenty-five thousand dol- 
lars a year in lamps, flashlights, plural sockets, bell ring- 
ing transformers, current taps, feed-through switches, 
plugs, fuses, extension cords complete with guards, buzzer 
alarms, and all the many miscellaneous items which every 
Tom, Dick and Henrietta needs and wants and will buy if 
only they are given half a chance. And by “half a 
chance” I mean putting the items where they will be seen, 
carding them so that folk will get a glimmer as to what 
they’re for, and then following up the display with a per- 
sonal sales effort. 

These two examples give point to Bliven’s assertion that 
the small sale is as important as the small order. It isn’t 
that people do not want things; the point is that they’re 
not spending hundred dollar bills. And they won’t spend 
their one dollar and two dollar and five dollar bills unless 
the man with the merchandise meets them half way. But 
they will if he does. 

“It’s not impossible to add two or three dollars to every 
sale by a little constructive pushing of wiring devices,” 
declares Bliven. Wiring devices is Harry Bliven’s dish. 
As sales manager of Harvey Hubbell, he knows probably 
as much about them—how they can be sold as merchan- 
dise as well as for installation with wiring jobs—as any 





Harry W. Briven 


salesmanager of Harvey 


interview which can be applied by every salesman. 






















































man in the industry. To prove that these devices could 
be sold over the counter merely by displaying them int: | 
ligently, his company put out a counter case containing an 
assortment of plugs and such things, neatly boxed in liti), 

cartons carrying 
pictures and printed explana- 
tions. The result was thiat 
counter sales of these items 
quadrupled. To prove that 
people will even buy such con- 
veniences as soon as they know 
of their existence, his company 


descriptive 


began a series of popular mag- 
azine advertisements. The re- 
sult was a great many hundreds 
of inquiries. These two tests 
were made during the so-called 
slump. 


Any jobber can do regional- 
ly what the Hubbell people did 
nationally, and any dealer can 
do locally what the jobber does 
Advertise, display 
and push, and you will make 
sales of the small wares. Stick 


regionally. 


them under the counter or in 
the stock behind | the 
store, and they will stay there 
until the building boom comes 
Anybody who 


says there is no demand for 


room 


practical ideas in this aiid lan 

wiring devices is right, but 
whoso says there is no sale for them is asleep at the snap 
switch. 

In talking about the sales possibilities of these small 
wares, Bliven made a suggestion which ought to be passed 
along to every electric shop-keeper in the country, and 
that is—watch for opportunities to sell small wiring jobs 
for the wiring contractor. About half the wiring devices 
sold over the counter are utilized as makeshifts. A man 
lacks sufficient outlets, so he buys a plural socket. He 





lacks adequate wiring in his cellar or garage, so he buys 
an extension cord. A large percentage of the lamp cord 
sold is tacked around picture moldings and atop of base- 
boards to provide home-made circuits to piece out the 
woefully insufficient wiring originally installed by con- 
tractors intent upon whittling their bids. The sales of 
such make-shifts, declares Harry Bliven, should not be 
considered complete transactions; at a later date, or even 
while the customer is making the purchase, he should be 
urged to install permanent wiring and substantial outlets 
and controls. 

Here again we can all preach the gospel of small sales. 
During the past four or five years, no contractor /ias 
deigned to bother with these little extension jobs for there 
were not enough men and materials to take care of the big 
jobs offered. But now that the big business is nix, is 
time to cast about for small-unit, high-profit fillers. Even 
granting that building is dead and that the wiring busi- 
ness died with it, old John G. Public is still very much 
alive. He needs a baseboard outlet or two, a buzzer 
switch on the basement circuit to prevent his everlastingly 

(Continued on page 103) 
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The Appeal 


of a Contest 


Capable of Countless Applications to Meet Business 
Conditions in the Electrical Industry 


By JAMES H. COLLINS 


66 E want something that will interest magazine 


men, said the editor of an advertising jour- 
nal to the writer a dozen years ago. News 
items, special articles and other features had been tried, but 
none of them seemed 
to arouse interest. 


salesmen, clerks, mechanics, laborers, retailers, even cus- 
tomers, it is hard to beat the horse race—setting up a 
standard to be attained, and listing each contestant ac- 
cording to his sales, output, turnover, purchases. In every 

live human being 


there is the desire 





The writer went to 


to excel, and when a 





a news stand and 
bought copies of all 
the current maga- 
zines. Then an 
agate rule was ap- 
plied to each publi- 
cation’s advertising 
columns, and the to- 
tals arranged  ac- 
cording to quantity, 
the magazine hav- 
ing the most adver- 
tising taking top 
place. That made it 
a horse race. A 
horse race is irre- 
sistibly interesting. 
Magazine publish- 
ers and advertising 
managers were keen 
to see where they 
stood, and the fel- 
low whose publica- 
tion topped the list 
usually bought a 
chunk of advertis- ness subjects. 
ing space on the op- ; 
posite page and di- 
rected attention to 
his standing with a 
big black pointing 


finger. It was nearer in an early issue. 








standard is set up 
performance can be 
measured and com- 
pared with that of 
others. And the 
horse race has the 
further merit of 
providing an audi- 
ence to watch the 
performance. 

A Canadian street 
car company = em- 
ploys several “spot- 
ters” who are un- 
known to its con- 
ductors and motor- 
men. They are like- 
ly to board a car at 
Besides 


checking up the fare 


any time. 


register, they write 


James H. Collins a little report of 


what the conductor 


HIS is the fourth of a series of important and motorman are 
articles by the well known writer on busi- 
In this article Mr. Collins 
shows how the instinctive love of a race or 
contest can be capitalized in business. 
notable examples are recounted. 
Another article by Mr. Collins will appear 


doing—whether the 
car is on time, rules 
being observed, how 
Manv passengers are 
: treated, and so 
forth. These reports 
are posted on bul- 
letin boards at the 











fifteen years ago, 


car house, and the 








but this 


tabulation is run- 


monthly 


ning yet, and probably will run as long as magazines are 
published, 

Harrington Emerson says that, as soon as a standard is 
set up, people will try to reach it. Any standard will do, 
even a foolish one like small feet for Chinese women. 
Centuries ago that was established as desirable, and means 
Were immediately found for attaining it, and the more 
humane standard of big feet for Chinese women is today 
replacing it under many handicaps. 

\s an all-round mechanism for arousing interest among 





men read them 

eagerly. They read 
their own records and the other fellow’s, make compari- 
sons, and apply the corrective influence of chaff. The 
effect upon morale and courtesy is very definite. 

One of our toughest war jobs was shipbuilding. It took 
nearly a year after we entered the war to build shipyards, 
and in the spring of 1918 they still lacked morale. This 
was secured through a horse race—the riveting contest. 
A single riveting gang in one of the Eastern yards drove 
685 rivets in an eight-hour day. This was announced as the 
world’s record. Immediately another gang in a rival yard 

















THE JOBBER’S [A] SALESMAN 








drove 900, which was quickly beaten by a third gang ex- 
ceeding 1000. They were off! Riveters in British yards 
first discredited these Yankee records, as humanely im- 
possible—and then got busy and beat them. Within three 
months riveting became such a horse race on the Atlantic, 
the Pacific, the Gulf and the Clyde that it had to be 
diverted in the constructive channel of giving credit to the 
gangs that made the best weekly records. 

The horse race idea is good for both emergencies, and 
as a steady stimulus. The other day in a drug store of a 
well-known chain, the writer saw a slip on a cash register 
which read: 

“Medicine Department—Your sales quota for May is 
4046. Your daily quota is 155. A quota is something to 
beat, not to meet.” 

Employees of a Chicago bank some time ago were enlist- 
ed in a soliciting contest for savings accounts. They were 
divided into four teams, each officered by a captain. The 
teams were made up by putting names of employees in a 
box, each captain drawing in turn for the men on his 
team, a fair way of selection. Employees were told noth- 
ing about the contest, until handed an envelope indicating 
to which team they belonged, and listing prizes. To visual- 
ize the contest during its progress, a quota clock was built, 
also a large thermometer. The thermometer registered the 
progress of each team in securing accounts, and the clock 
registered the total number of accounts secured to date. 
This contest, one of several conducted by the same bank, 
and benefiting by previous experience, resulted in secur- 
ing 5,725 new savings accounts, with an average balance 
of $66 each. An odd point, suggesting something mystic 
in numbers, was the naming of the four teams, which were 
called the “Chicago,” “State,” “Bank” and “5,000” teams, 
embodying the name of the bank and the objective set for 
the contest—five thousand new accounts. The “5,000” 
team not only carried off most of the honors, but the ob- 
jective was exceeded by 725 new accounts. 

A valve factory was moved into a fine suburb, where it 


had two handicaps. Residents objected to a factory, a1 
employees had to ride nearly an hour to their work. A 
efficiency engineer was given the job of developing spir 
in this factory’s organization, and did it by the horse ra. 
method. A baseball team was formed and challenged t! 
local nine, which haughtily refused to play a team . 
mechanics. So another factory team was organized, an 
interest stimulated by a keg of beer, with a cool schoon + 
at the home plate for every player making a run. Pri 
ently every department of the factory had a ball team, 
and girls were going in for athletics. Within six mont), 
it was necessary to have a regular field day for employee:. 


The merit and demerit marking system used by man 
American railroads is another excellent form of hors: 
race, which may be applied as a stimulus in many other 
kinds of business. Good work, punctuality, steady attend- 
ance, and the like, are rewarded by credit marks, and 
mistakes by deductions from an employee’s record. Ap- 
plied to employees in a department store, this plan sets 
up an ideal of a hundred points for each kind of work. 
Sales people are allowed fifteen points for clearly filling 
out forms, ten points for punctuality and seventy-five 
points for equalling sales in the same month last year. One 
point is deducted for each mistake, for being late more 
than ten minutes and for each one percent decrease in 
sales, with an extra point credited for each one percent 
increase. The plan is modified to cover the work of deliy- 
erymen, bundle boys, inspectors, cashiers and so on. Cash 
prizes are given for the best records, and when errors, 
tardiness, falling off in sales or other undesirable condi- 
tions develop in the organization, they can be met and 
overcome by special prizes for better records in those par- 
ticular things. 

The contest is as old as humanity. Capable of countless 
applications to meet business conditions, it is ever new 
and potent. Its appeal, when well planned and conduct: d, 
is as unfailing as human nature itself. When in doubt 
make it a horse race—you won’t wear the idea out! 








summating the great merger. 


N.J. 





Eastern Jobbers Plan Huge Merger 


A> important merger of the principal electrical jobbers of New York City is an- 
nounced in press dispatches eminating from the eastern metropolis. 
vise of the plan is said to be the principal remaining detail standing in the way of con- 


The companies involved are all distributors of the General Electric Co. They in- 
clude E. B. Latham & Co., Royal Eastern Electric Supply Co., and the Sibley-Pit- 
man Electric Corp., all of New York City and the Tri-City Electric Co., of Newark, 


It is reported that E. B. Latham will head the new organization. No name for the 
company has been announced. Official statements regarding the plan and purpose 
of the new combine will not be made before Nov. 1. 


Federal 
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Figuring Factory Lighting 


Short Cuts for the Lighting Salesman That Will 


Help Secure the Business 


By W. E. UNDERWOOD 


HERE are several different ways of figuring out 
f: the size and brilliancy of the right lamps to use to 

light a particular factory and where to place the 
lighting units so that they will do the job most efficiently. 
If you are a mathematical wizard and enjoy long, in- 
volved calculations, the thing can be figured right down 
to a hair. We assume, however, that you are like the 
majority of people and that for sheer pleasure you would 
prefer penny ante or kelly pool to any and all mathe- 
matical diversion. If you are like most folks, you hesi- 
tate to tackle complicated calculations. It’s k. 0. to say 
that mathematical science is exact but there’s the matter 
of human frailty and the likelihood that after multiplying 
and dividing and 
adding and sub- 





tracting ten or 





fifteen times 


there will be 
mighty few in 


the class with 
the right answer, 
no matter how 
exact the science 
may be in theory. 

So, it seems 
that, in figuring 
factory lighting, 
we might just as 
well forget some 
of the niceties of 
and 


be satisfied with 


calculation 





foot-candles is about the highest practical intensity that 
is in anything like common use for general overhead il- 
lumination. The intensity of light to provide for a fac- 
tory, therefore, may be as low as five foot-candles or as 
high as twenty foot-candles, depending on the kind of 
work or manufacturing operations carried on in each par- 
ticular part of the plant. 

To further simplify the matter, you are on safe ground 
if you figure on five foot-candles for rough operations, 
work where speed and accuracy of vision cut little figure, 
and for storage spaces, corridors, etc. Under rough oper- 
ations would be classed foundry work, except core making 
or fine moulding; dipping, in a paint shop; or kiln drying 
in a pottery 
plant, fall within 
this class. 

The next gen- 
eral level of il- 
lumination inten- 
sity is ten foot- 
candles and this 
suitable 
level for the 


is the 











great majority 
of industrial op- 
erations. It is 
may be 
“Me- 
dium Class”. In 


included 


all medium bench 


what 
called the 


it are 


and machine op- 























an answer that is erations, ordi- 
close enough for nary automatic 
practical appli- machine work, 
cation and which ordinary  grind- 
may be deter- KEMENY ing, polishing, 
mined, if need buffing, forging. 
be, by a fellow Tue Foot-Canpite Meter Is THe Lignutinc SALEsMAN’s Best Bet welding, baking, 
who ran away candy making. 


from school to join a Wild West show and later became a 
jobber’s salesman or a contractor-dealer. 

The very first thing to determine is, what intensity of 
illumination is required for the factory which you wish 
to light. Experience tables showing foot-candles for 
virious industrial operations are available which indicate 
what is considered good lighting practice. Even such 
tables as these are constantly changing as the standard 
'' good lighting climbs upward, hauling all these values 
with it. 

Now, there are very few installations made these days 
lower than five foot-candle intensity and so far, twenty 


tensities for such operations is largely a matter of judg- 


preserving, textile operations on light colored goods, plat- 
ing, punching, knitting, stitching, trimming, sorting, 
dyeing, ironing, shearing, stamping, dry cleaning, leather 
working, rubber working, etc. 

Next in line come the finer operations which may re- 
quire fifteen or twenty foot-candles. These operations are 
such as work on dark colored cloth or leather goods, glass 
cutting, inspection processes, jewelry and watch manufac- 
turing, extra fine bench and machine work, engraving, 
lithographing and some printing operations. Whether to 
supply fifteen or twenty foot-candles or even greater in- 
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ment in which no table of figures can be of any great aid. 
It may even be advisable to try out various degrees of 
illumination as a test to determine what intensity to pro- 
vide. In some cases it may be necessary to supplement 
the general room illumination with localized units placed 
so as to provide an intensity of illumination as high as 
fifty foot-candles at the particular points where very fine 
or delicate work is done. Fortunately, such difficulties are 
not commonly met in solving the lighting problem of most 
factories. 

To sum up the matter of illumination intensities then, 
there is the low level of five foot-candles for rough work; 
the medium level of ten foot-candles for all average 
classes of work; and the high level of fifteen to twenty 
foot-candles or even higher intensities for fine or very fine 
work, 

The application of these ideas calls for a certain 
amount of horse sense and familiarity with industrial 
operations—nothing more high-brow than that. The one 
caution to observe is to err on the side of too much light 
rather than towards too little light, because the difference 
in expense between paying for too much light and paying 
for the lessened efficiency of workmen under too little 
light is tremendously in favor of too much light. 

Incidentally, as we have mentioned before, the ten- 
dency is constantly towards higher intensities so that if 
you provide too much light, time will doubtless rectify 
your mistake, while too little light today will be much too 
little within a vear or so. 

For all around practical purposes in providing general 
overhead lighting in the factory, the RLM standard dome 
reflector and the bowl enameled Mazda C lamp provide 
the best combination. In rare cases it may be necessary 
to supplement such lighting with angle reflector units 
along the walls or with dome or bowl type reflectors for 
localized lighting. Occasionally semi-enclosing glassware 
units are used for factory lighting where the danger of 
breakage is slight, but such installations are far from 
common. 

Therefore, it is reasonably safe to assume that nearly 
all new installations can be well taken care of with RLM 
standard dome reflectors and bowl enameled Mazda C 
lamps. 

Locating the Lighting Units 

The next question to be settled is how to locate the 
lighting units—how high to mount them; how far apart 
to space them; and just where to place the outlets. This 
means considering each room or bay of the factory as a 
separate and individual problem. Keep in mind that the 
higher the units are mounted within practical limits, the 
less costly the installation will be, inasmuch as the light- 
ing may be accomplished efficiently with fewer units than 
when the mounting height is diminished. 

For the new installation, the location of units is entirely 
up to the contractor or designer. Unless the ceiling is 
extremely high or there are obstructions that do not per- 
mit the lighting units to be mounted close to the ceiling, it 
is generally advisable to place the units as near to the 
ceiling as possible, which means an allowance of one foot 
for the depth or “drop” of the reflector. 

The term “mounting height’? means the vertical dis- 
tance from the center of the lamp filament to the “working 
plane.” And the ‘“‘working plane” is nothing more than 





the horizontal plane where the work is done—the plac: 
where the operator’s hands customarily carry on the work 
of making things. In a machine shop it is the level of 
benches and lathes and in practically all operations wher 
the operator sits or stands at a machine, table or bench: 
the working plane is two and one-half feet above the floor 
In a few cases the working plane is the floor level 
Examples of this sort are moulding operations where. the 
flasks are placed on the floor or the layout room of a boiler 
shop where the plates are marked out on the floor. 

Suppose that a particular factory with a flat ceiling 
were 16 feet high from floor to ceiling, the maximum pos- 
sible lamp mounting height would then be 16 feet minus 
21% feet, which is the distance from floor to working 
plane, minus one foot, allowance for drop of reflector 
from ceiling. The actual mounting height would be, 
therefore, 121% feet. 

Having determined the mounting height, it is no trick 
at all to find the greatest permissible spacing distance 
between units. Simply divide the mounting height by 
two and multiply by three. In the example above, where 
the mounting height is 1214 feet, the corresponding spac 
ing between units would be 18% feet. 

In the case of a plant which is already wired and ii 
which the job is to improve the lighting, it is necessary 
to tackle this question of spacing and mounting heiglit 
with reverse English. Here the spacing is already settled 
by the location of outlets in use, but there is nothing to 
prevent vou from changing the mounting height by raising 
or lowering the units. So, then, the thing to do is to 
measure the spacing distance, divide by three and multi 
ply by two and presto, you have the correct mounting 
height for your RLMs. Perhaps, though, you find that 
the roof or ceiling isn’t high enough to permit the units 
to be installed at the calculated mounting height, in whic!) 
case there’s nothing to it, if you are going to make a 
proper lighting job, but to tear out the old outlets and 
re-locate them as they should be to correspond with what 
ever mounting height you adopt. 

One important thing to remember in this matter of 
spacing distance and mounting height is that the max 
imum permissible spacing indicates the greatest distance 
between units that you may safely employ. There is no 
harm in placing the units somewhat closer together if th 
calculated spacing does not fit readily the dimensions 0/ 
the room. 

The next step is to spot the locations of units on tli 
floor plan of the room, with the idea that each unit wil! 
be the center of a square area of light, one side of whic! 


square is equal to the spacing distance between units. 


The diagram Chart 1, indicates a factory 120 feet long 
and 60 feet wide, divided by center supports and root 
trusses into twelve bays. Considering each bay of 20x}! 
feet as a separate lighting problem and assuming that 
a spacing distance of 10 feet has been found proper for 
the mounting height of lighting units, the dotted lines 
and circles, representing lighting units, in the second ba 
indicate how the outlets may be arranged to place ea 
unit in the center of ten foot squares. The rows of units 
nearest the walls are five feet from the walls and eac!) 
unit is presumed to light half of the space between 


} 


and the next unit. 


(Continued on page 90) 
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“Putting 


It Over” 


A Phrase That Has An Important Bearing on the Changeable 
Fixture Campaign 


By BEN TOUSLEY 


Electric Outlet Co. Inc. 


OT so very long ago I overheard a conversation 
between two well-known personages in the elec- 
He 


had been telling about the success recently gained by his 


trical industry. One was a sales manager. 


company in marketing a new item of merchandise. He 
waxed enthusiastic as he told the story. At the end he 
clapped the other on the back and exclaimed with a great 
deal of pleasure, “Believe me, Bill, J certainly put it 
over.” 

The other fellow? 
thought a great deal. He 


Oh he said nothing—perhaps he 
yas a jobber. “The man who 
gets things done.” 

* * * 

There is a great deal in taking pride in your accom- 
plishments, but there is a vast difference between doing 
simply that, and taking credit for the other fellow’s work. 
The job to which the sales manager had referred was a 
splendid piece of work, and his own part in its success 
was commendable. But, in his enthusiasm, he had over 
looked the fact that 
the little fellow in 
front of him—the job- 
ber—had accomplished 
equally as much in the 
great success. 

Behind the little in- 
cident in the merry-go- 


round of life, was a 
great deal more than 


the selfishness of this 
sales manager, and the 
unappreciated — efforts 
of that jobber. There 
were the unmentioned 
efforts of a vast army 
of jobbers’ salesmen 
scientific 
thor- 
ough network all over 
the United States. Ca- 
pable and efficient as 


spread in a 
and completely 





most of them are; ag- 
gressive almost to a 
fault, their place in 
the massive machinery 
of electrical merchan- : 
distribution is 
comparable to the lu- 


bricant of a well-oiled 


dise THis SHows How Srimpte Ir 


machine. They penetrate every knuckle-joint, ball-bear- 
ing and frictional point in the electrical machine. 

Without proper lubrication, a motor will break down. 
Without aggressive, enthusiastic jobbers’ salesmen, a cam- 





WILL 





paign will crack. There is no such thing as “putting it 
over’ nationally, without their co-operation. The manu- 
facturer or sales manager who fails to recognize this auto- 
matically becomes his competitor’s greatest asset. 

* * 
It will 


introduce a device which admittedly holds greater promise 


In the offing there is another great campaign. 


for light and lighting than any single electrical idea ad- 
vanced in years. I refer to Elexits. Providing as they do, 
for the finishing of all lighting outlets by means of a small 
receptacle and plate, and into which may be plugged all 
types of wall and ceiling lighting elexiliers (lighting fix- 
tures properly equipped with Elexit plugs), the possibili- 
ties of this device have appealed tremendously to the im- 
aginations of the different groups whose interests will be 
affected. 
facturers, fixture dealers, supply jobbers, architects, inte- 


These include contractor-dealers, fixture manu- 


rior decorators and the broad, vast home-building public. 
It has already been told that the devices will be manu- 
factured by eleven 

: competitive manufac- 

turers, and it is note- 
worthy that the devices 
have been brought to a 
stage of complete 
standardization with- 


out marketing any- 
thing that might be dis- 
advantageous to the 
user. 

Every jobber’s sales 
man should be as fa- 


miliar as possible with 


the details of install- 
ing Elexits and par- 
. ticularly so with the 


fact that Elexit recep- 
tacles can be installed 
either before or after a 
building is finished, 
without requiring any 
fittings or disturbing 
the 


sions for 


customary provi- 
attaching 
lighting fixtures. So 
=. simple is it to install 
Elexits that the 


tractor need only ob- 


REMOVE oR EXCHANGE con- 


BE To 
Fixtures WHEN “E exits” Are Usep 


serve a few ordinary 


requirements in the wiring of a building. 


It must be remembered by the jobbers’ salesmen that 
Elexits are designed not only as places for lights, but also 
(Continued on page 10+) 
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Stage Managing a Sale 


When the Actor Turns Salesman 
By INTERVIEWER 


OUR reporter knows a man who began life as a 
7 college professor, but found his eyes going back 
on him, and sought work on the stage as being 


something he could do without 
putting undue strain upon lis 


seen at work elsewhere. Now mix all those different im- 
pressions together into a sort of composite picture of your 
typical salesman; and then see if this word picture does 
not describe what you have in 
mind. First of all, the voice 








eyes. He played the same part 
in a first class road show for six 
years. Then, his sight having 
improved and there being no real 
future for him as an actor, he 
secured a position as a salesman 
with a stock and bond house, mak- 
ing good in short order. 

He attributes his present suc- 
cess largely to what he learned 
about influencing human nature, 
while working and studying as 
an actor. So I asked this actor 


ing picked 


early issue. 
them? 








HIS is the ninth of 
of a series of twelve 
pertinent pointers on sell- 


workers in the field and 
done into this form 
by Interviewer. The next 
article will appear in an 


pitched in an upper register— 
nasal tones, that is to say; words 
all run together and spoken with- 
out emphasis or inflection. Body 
poorly poised and weight im- 
properly distributed, standing 
upon one foot or the other, or 
leaning awkwardly against some- 
thing or over a desk. Hands rest- 
less, and a general air and de- 
meanor that is anything but calm, 
forceful and capable in the sug- 
gestion that’s put forth. 


up by our 


Do you like 














who turned salesman to explain 
his methods for the benefit of 
readers of THE JoBBeR’s SALESMAN. 
reported here as he gave them to me. 


His thoughts are 


“Suppose,” he began, “we take it as a working basis 
that your readers now are familiar with the subject of 
salesmanship as presented in books and articles upon that 
subject—you know, attention, interest, desire, conviction, 
and all that sort of thing. In fact, I suspect that they 
know more about those matters than I do. Anyway, I 
prefer to speak about the things which I brought with me 
into the selling game, when I Jeft the stage. 

“Now it soon becomes instinctive for those of the stage 
to suit their delivery—the manner of reading their lines 
—to the meaning that is intended and the impression it 
is desired to create. Indeed, in your modern theatre 
almost as much of the message is got across by the music, 
the poses and gestures of the actors, their garb, facial 
expression and tone of voice, as is conveyed by the spoken 
words themselves. Whereas, with salesmen it frequently 
is to be observed that the method of delivery is not at all 
in harmony with the impression the words they speak are 
intended to create. 

“Mind you, I’m not advocating that the salesman act 
his selling talk, for the methods of the stage purposely 
must exaggerate life as it really is, in order to carry 
across the footlights properly. But I do know, neverthe- 
less, that it pays for the salesman to pay intelligent atten- 
tion to such matters as pose, facial expression, carriage, 
the glance of the eye and tone of voice, when dealing with 
his customers and prospects. That is to say, not only 
what he says, but, also, all that he does and ‘looks’ should 
be studied for its effect. 


“Run over in your mind the general tactics of the sales- 
men that have called upon you, or those that you have 


“Now, in imagination, let's 
pass a magic wand over that poor 
fellow, imparting to him some of the tricks and talents of 
the actor. We'll be fair, of course, and not make him a 
mould of fashion and glass of form, but just what any 
man can attain to who will give time and effort to that 
end. And then what have we? 

“To begin with, we find that our man has discovered 
that his body is a beautiful piece of perfectly articulated 
mechanism; he has learned to walk, and stand, sit and 
move about with more grace and precision. Also, he has 
learned something of voice control, and his voice now is 
an instrument of considerable range and flexibility. His 
speech is now clear and distinct, rapid or slow, soft or 
thunderous, with a smile or a wee tear in it—just as suits 
his purpose. And all that his voice suggests, his face and 
eyes portray vividly. Also, his gestures and movement of 
the hands are fewer now, but more effective, for they 
have been studied and each movement is made for a defi- 
nite purpose. 

“One man’s guess is as good as another’s I suppose, 
and it’s mine that any salesman who is of just average 
ability regarding those things we have been talking about, 
can increase his business getting ability easily one-fourth, 
by paying attention to those t) »vs. For instance, when 
one reads a story the charact d scenes of that story 
are visualized unconsciously ; 0)}.: reads. If the story 
says that the hero stood upon ' yiano, in the dance hall 
after the big fight, and thundered forth his defiance of all 
who dared cast slander upon Madge, the beautiful piano 
player—well, it’s the most natural thing in the world to 
picture that scene as it would be done by people trained 
in the arts of voice and tricks of pantomime. Never do 


we picture such scenes as they would occur if played by 
dubs, or salesmen before that magic wand has been passed 
over them. 
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Taking Orders 


or Developing 


Accounts—W hich? 


By W. J. KREGER 


Reported by Thomas F. Chantler 


Ask the salesman what activity of the mercantile 
establishment is most important and it’s dollars to 
doughnuts he’ll say “Selling.” Ask the credit man, 
and you may confidently expect to be told that 
“Credits and Collections” are. 

Staging a battle-royal by a salesman, an accountant, 
a credit man could be counted on to develop an 
argument that would be convincing to at least two of 
the contestants. The winner, though, did he but 
search his heart, wouldn’t be so sure. Yet the ques- 
tion already has been settled quite fairly by numerous 
men. 


your question put me into,’ said Mr. Kreger. 

“Credits, sales, collections, accounting—not any 
one of them is constant- 
ly of the most impor- 
tance. But each may be 
at times, or all together, 
as I see it. 

“Now a business house 
frequently is likened to 
a ship upon the waters; 
so let’s take that simile 
to illustrate my thought. 
Let the engines stand 
for the sales; the com- 
pass for credits; the 
hull for collections, and 
the rudder for account- 
ancy. During fair weath- 
er and on summer seas 
any one, or all, of those 
things may be somewhat 
impaired without occa- 
sioning disaster to the W. J. 
whole. But when storms 
arise and the ship flies 
before the tempest—the 
most important thing is that upon which are safety of all 
happens to directly depend at the moment. 

“A faulty compass may lead the steersman to head 
straight for the rocks; a broken rudder makes the ship 
unmanagable—but a leaky hull may take the ship to the 
bottom before even those other calamities become opera- 
tive. So it is with business. The function upon which 
most at the moment depends is at that time the most 
important. Next time, some other department may be the 
one that’s in a position to make or break. 


66 j ET me-first of all get out of the dilemma that 


“Not all those responsibilities lie with the salesman of 
course; I don’t even want to suggest such a thing. Just 
the same, though, the salesman enjoys a unique opportu- 
nity to protect and promote the welfare of the house he 








KREGER 


Secretary, New York Jobbers’ Club; Secretary 
New York Electrical Credit Association I 


I found one such man in W. J. Kreger. He’s 
chalked up a good score as a salesman; and as for 
accounting—well, he can make figures jump through, 
roll over and play dead with all of the eclat of a ring 
master. Too, his position as Secretary of the New 
York Electrical Credit Association amply bespeaks 
his acquaintance with that important subject. 

So here are no unreasoned assertions about the 
relative importance of sales and credits. This man 
sees and knows both sides. His ideas will be helpful 
to all salesmen who are out to land the kind of ac- 
counts that pay dividends.—Reporter’s note. 


serves—and also his own. My viewpoint differs somewhat 
from that of most salesmen, I guess, for it’s qualified by 
experience with credits and collections, in addition to sell- 
ing. Anyway, if my 
ideas can be got across 
without appearing 
preachy, I'll be glad to 
explain them. 

“T was talking with a 
very capable jobber’s 
salesman no later than 
vesterday about certain 
credit matters having to 
do with his house. He 
complaining that 
business was off; said 
the stagnation was get- 
ting on his nerves. He 
invited my opinion, and, 
knowing something of 
the man and his meth- 
ods, I told him very 
frankly just what was 
in my mind. 

“‘Look here, Smith,’ 
‘You're saying 
business. 


was 


said. 

there is no 
Isn’t it true that you are sitting back and waiting for your 
old pet customers to come through with orders, just like 
they did during the war, while we were in a sellers’ mar- 
ket and had people begging for goods? How do you know 
that your customers, and those who might be customers, 
aren’t taking their cue from you? 

“*You’ve a strong personality, and when you say things 
people listen, especially when it’s something that you're 
aroused over. You know as well as the next man that this 
country is at bottom too sound financially for this depres- 
sion in business to continue much longer. So suppose that 
you went through your territory preaching as much, 


arousing your trade and pumping optimism into them 
(Continued on page 101) 
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A greeableness 1s the Diamond 
Among Virtues 





Agreeableness 


Is Worth Money 


By DR. FRANK CRANE 


F you are looking for an order it may in- 

terest you to hear what is the one quality 
which everybody the world over wants most. 

It is agreeableness. 

Agreeableness is the diamond among virtues, 
for it is the most precious and the rarest of all. 

It is worth money; for 
it sells more electrical 
goods, real estate, cigars, 
groceries, dry goods, au- 
tomobiles, typewriters, 
furniture and life insur- 
ance than any amount of 
smooth talk and convine- 
ing arguments. 

Just be pleasant, and 
you can walk away with 
a contract right under the 
nose of the man _ who 
knows it all. 

Smile! Not once in a 
while, so that you look like 
it hurt you when you 
force a grin. But get the 
habit. Smile to yourself 
when you're shaving, 
Then it will come natural 
when you use it trying to 
sell a washing machine. 

Be agreeable! And 
you'll be in demand. For in every walk of life 
they are crying for the agreeable person. 

Every wife wants that kind of husband, hus- 
band that kind of wife; children want agree- 
able parents, the workman an agreeable boss, 
the boss an agreeable workman, and everybody 
wants agreeable relatives. 

We want agreeable hired girls, hotel clerks, 
motormen, policemen, janitors, icemen, ushers, 
preachers, governors and bankers. 

Come, be agreeable, for you will have little 
competition and are pretty sure to succeed. 





An agreeable person lights up the room like a 
lamp. 

He is like the shade of a big tree on a hot day. 

He is like a drink of something that tinkles in 
the pitcher when you’re real thirsty. 

He is like love when you’re lonesome, bed 
when youre tired, a 
breeze when you're stif- 
ling, food when you’re 
empty, and money when 
you're broke. 

Be agreeable. Study to 
make people like you. 
Make love to the world. 

Life’s a mix-up, any- 
way, that none of us un- 
derstands. There are all 
sorts of inexplic- 
able thorns and tragedies, 
buffets and _ chagrins. 
And most people are a bit 
sorry for themselves. 
Hence, ugly. 

But you—you be agree- 
able. Try it, and see what 


happens. 
* * * 





This is the seventh of a 
series of inspiring editori- 
als written for. THE Jop- 
BER’S SALESMAN by Dr. Crane. Another will 
appear in an early issue. 





The sign of a healthy mind is the ability to laugh 
heartily. 

Laughter is a letting go. 

It releases the mind and relieves the tension of too 
much and too long thinking. How much better you feel 
after a boisterous laugh—yet how often do you enjoy 
one? Almost everyone can think back for months be- 
fore being able to remember the last real laugh he had. 
Most of us need a hearty laugh at least once a week. 


Copyright, 1921, by Dr. Frank Crane 
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Pictorial Review of Electrical Developments 



















©/nternational Film Service Co. 

Elmer A. Sperry of Gyroscope fame is shown here in his 
laboratory demonstrating a gyro-compass in operation with 
the earth’s axis. 


©International Film Service Co. 

The human bootblack will soon be a memory. 
This photograph shows an electrical shoe polisher 
in action. Press the button and your shoes are 
shined in a jiffy. 





©International Film Service Co. ©lnternational Film Service Co 
During the recent army maneuvers near Fredericksburg, An unusual photograph of a_ 1,000,000-volt 
Va., the portable type of wireless equipment was satisfactorily charge of electricity passing between needle 
used. points 9 feet apart. This is said to be the nearest 


approach to lightning yet devised. 
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Pictorial Review of Electrical Developments 











@Kadel & Herbert. 

A. new titanic electric locomotive said to be the heaviest 
and most powerful passenger locomotive in the world. It 
has just been placed in service by the Chicago, Milwaukee 
& St. Paul Railway. 









©lInternational F:lm Service Co. 
A new X-ray machine for use in dental offices 
which pictures the exact state of the teeth, thus 
avoiding much unnecessary exploring on the 
part of the dentist. 





@Underwood & Underwood. @Kadel & Herbert. 
One of the interesting exhibits in the recent New York Here is the interior of the largest clock in Europe. 
Electrical Exposition was the apparatus shown above for It is electrically operated and measures 75 metres 
testing insulation. high. An idea of the size can be gained by making 


comparisons with the man shown in the foreground. 











: 
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©International Film Service Co. Movie queens are sold on the idea of “Do It Elec- 

One of the important features of the steamer “Quest” trically.”. Mack Sennett girls are shown in_ their 

which will carry Shackleton, the explorer, on his 30,000- dressing room using an electric drink mixer (malted 

mile adventure is the wireless installation. Here is the milk). Electric irons, percolators, ete., are widely 
operator who will have charge during the trip. used in the Hollywood colony. 















@Underwood & Underwood. @International Film Service Co. 
And now we have the electric tooth brush in Though some were 300 miles away, thousands heard Miss 
the home. This looks like a good way to beat the Anna Case, grand opera soprano at the recent New York 
dentist at his own game. Electrical Show. Miss Case is shown singing into the wireless 


telephone. 
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@Underwood & Underwood. ©Kadel & Herbert. 
Here is an ingenius model of the solar system recently This electrical apparatus discovers whether the 
perfected by a British astronomer. qualities of fear or bravery predominate in candi- 


dates for the German police force. 














©International Film Service Co. @Underwood & Underwood. 
This view shows two of the largest and most power- Here is what is claimed to be the largest electrically 
ful searchlights in the world being tested. Each is operated shovel in the world. It is operated by on* 


rated at 1,200,000,000 candlepower. man and lifts 12 tons at one bite. 
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Thought Stimulators . .7>avin cwson 


HE longer I am in business, and the more criticisra 

of business that I read, the surer I become that a 

man must have had some actual experience in 
running a business before he is qualified to discuss in- 
telligently the problems of business men. 

Three-fourths of all that is printed about business is 
from the pens of writers who could not pass a primer 
examination on such matters as overhead expenses, cost 
accounting, turnover, mark-up. 

I have actually known of editors who could not tell 
you the difference between gross and net profits. 

It is a lack of knowledge, and not willful misrepre- 
sentation that is at the basis of most of the unwarranted 
attacks upon business. 


This condition is the result of a gradual change from 
man-power production, where the unit in the industry was 
small to machine-power production, where the unit is 
large. 

Back one hundred years ago, before the age of steam, 
the workman owned his tools. He was a separate and 
distinct unit. There was no definite line separating the 
employed and the employing classes. 

With the introduction of steam and the development 
of labor-saving machinery, it became necessary for capital 
to concentrate into large units. 

Today the vast majority of workers are cut off from 
any opportunity to own their tools. The result is that 
they think their interest has nothing in common with 
their employers’ interest. 

Couple this with the fact that those who are doing 
most of the writing in criticism of business are dis- 
qualified by lack of experience from fully understanding 
their subject, and it is no wonder that the statute books 
are clogged with laws that hamper business enterprises. 

The solution is not to be found in socialism. 

That would stifle progress by smothering individual 
initiative. 

Yet it seems to me that we must work out a way to 
give the ordinary man a real stake in the industry in 
which he works, other than that of merely drawing wages. 

This plan must contemplate that he will assume the 
losses as well as the profits, whichever way the tide may 
turn. 

It was recently pointed out that there are two million 
railroad employees in the United States. 

If each of these employees contributed $50 to a com- 
mon fund, there would be a sum available at the end of 
one year sufficient to purchase control of the New York 
Central lines. Under this plan the control of every line 
between Chicago and New York could be purchased in 
five years. 

Suppose this were done. Would it not be preferable 
to the Plumb plan, under which the public would own 
the railroads and the employees would manage them? 

Under co-operative ownership could we not expect bet- 
ter service than under government ownership? 

Or, let us take a smaller unit of industry. 





Suppose the molders’ union of some large city asked all 
its members to take one share of stock each in a co- 
operative company, formed to take over some existing 
foundry. 

These men could go out and hire a manager at a suit- 
able salary, and then let him develop the business, offer- 
ing employment to as many of the stockholders as he 
could use. 

You may smile, and think this would be a sort of 
musical comedy enterprise. I am not so sure. 

I understand it is working in England, Belgium and 
Italy today, and that the idea is spreading rapidly. 

If one-fourth of the industries of our country were 
co-operatively owned, I am inclined to think that this 
widely distributed ownership would serve as a balance 
wheel which would make life more bearable for the owners 
of the other three-fourths. 

In this way we would gradually develop thousands of 
men and women who would, in a small way at least, 
understand something of the problems of business, and 
should reflect itself in a 
lightened public opinion regarding business. 


this in time much more en- 


* * * 
OGER BABSON, the 


speech which I heard recently, made an important 


business statistician, in a 
distinction between the barometers of prosperity and the 
fundamentals of prosperity. 

The money rate, the exchange rate, commodity prices, 
bank clearings, the stock exchange, railroad earnings and 
failures are the barometers of the business condition of 
the country. 

They may be likened to the thermometer which the 
physician places under the patient’s tongue to record the 
temperature of the body. 

If the temperature is 104 deg. the physician knows the 
patient is dangerously ill, but he doesn’t know the cause 
of his illness. 

To determine the cause the doctor must know what the 
patient has been eating and what he has been doing. 

As 1920 passed out and 1921 came in, business in most 
lines was at a low ebb. 

Since then the immediate question has been how soon 
business would be on its feet and able to take the air. 
Personally, I think the turning point is here and that by 
the time this article is read, adjustments will have been 
completed. 

Attention should be directed, however, to the cause of 
our business illness. 

New England bricklayer 
When he starts to fall 


Mr. Babson says an average 
can lay 1000 bricks each day. 
below 1000, trouble is upon us. 

If you can imagine this bricklayer as representing the 
majority of the people of this country, you have all the 
data you need for identifying the cause of ups and 
downs in national prosperity. 

A year ago too many people were trying to get away 
with economic murder. 

Laziness, dishonesty and extravagance were replacing 


industry, honesty and thrift. 
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The great asset of a nation, as of an individual, is 
character. 

It makes no difference what the natural resources of 
a nation may be; if the people do not practice the simple, 
homely, economic and moral virtues ruin lies ahead. 

A business depression is nature’s way of giving a 
nation an old-fashioned spanking. If the punishment is 
applied quickly and severely the reform usually follows 
promptly. 

Those of us who had a “beating’’ coming have probably 
changed our ways, and for this reason I think that we are 
now building for solid business health. 

* * @ 
So of us have a way of doing quick-change acts 
without being conscious of it at all. 

We all know the type of man who is a model of polite- 
ness during business hours, but who goes home at night 
and acts like a Simon Legree around the house. 

Sometimes the role is reversed, and the Simon Legree 
of business is meekness itself at home. 

However, the point of this is the salesman who sells 
everything except himself. 

A sales manager told me that several of his men have 
a habit of leaving their mantle of salesmanship out in 
the hallway of the home office, along with their umbrellas 
and rubber over shoes. 

These men fail to make out proper reports for the 
people in the home office. When anyone asks them for 
specific information they get snarly. Pretty soon every- 
one in the office hates them. 

Now this is just a habit of mind. 
face customers and prospects day after day, and retain 
a never-failing good humor, can be just as pleasant dur- 
ing the remainder of his waking hours if he will only 
make the effort. 

None of us have any use for the salesman who is boast- 
fully trying to sell himself all the time, but we have even 
less use for the man who is so poor a master of himself 
that he “lets go” just because he thinks he can get away 
with it. 


Anyone who can 


* * * 


VERY now and then somebody breaks loose with a 
statement that the man of genius is a man of small 
stature, or the tables are reversed, and the statement is 
made that the first essential to greatness is a large stature. 
Facts tend to prove, however, that there is no physical 
index to genius. 

When short men are mentioned, one of the first to come 
to mind is Napoleon Bonaparte. Napoleon was a co- 
lossal figure in the world’s history, and he measured well 
below the average height. 

Among other short men whose names are by-words, 
either in the world’s history or in modern times, are John 
Quincy Adams, Andrew Carnegie, Chaucer, Alexander 
Hamilton, Ibsen, Charles Lamb, Thomas B. Macaulay, 
John Milton, Thomas Moore, Alexander Pope, Robes- 
pierre, William B. Seward, Thoreau, Martin Van Buren, 
and Michael Angelo. 

To offset these we will list a few of the geniuses who 
measured over six feet: Thomas Jefferson, Andrew Jack- 
son, Abraham Lincoln, Charles Sumner, Samuel Adams, 
Bismarck, Jonathan Edwards, Walt Whitman and Eugene 
Field. Among those described as six-footers are Charles 





Darwin, Alexander Dumas, James Munroe, Alfred Ten- 
nyson and George Washington. 

These were close to six feet: Henry Ward Beecher, 
Daniel O’Connell, Benjamin Franklin, Albert Gallatin, 
John Ruskin, Robert Louis Stevenson, Daniel Webster. 

Following are a few described as “tall” in their bio- 
graphies: Matthew Arnold, Louis Agassiz, William Cul- 
len Bryant, Julius Cesar, Charlemagne, Christopher 
Columbus, Stonewall Jackson, Ben Jonson, Chief Justice 
Marshall and Sir Walter Scott. 

Those who are of “middle” or “medium” height are too 
numerous to list. 

All of which goes to prove that there is hope for us all 
—“short,” “medium” and “‘tall’’—provided we are willing 
to sweat hard. 

* * # 
ROM a purely commercial standpoint, politeness is 
a form of personal advertising every man ought to 
use. It costs nothing but a little thought, and it pays in 
the smoothing of your path, in the increased estimation 
others have of you, and finally it insures your advance- 
ment. 

I heard a prominent business man tell about a Pull- 
man car porter he encountered a few years ago. This 
porter gave as good service as any other, and in addition 
he was polite and courteous. He made a favorable im- 
pression on the travelers in the car because his politeness 
was real, and because his object was to give good service 
rather than to extract a tip. 

The business man questioned him, got his name and 
later sent a letter to the Pullman company saying that 
this porter was the most atttentive and polite he had ever 
observed in his travels, and that he thought the company 
ought to know it. 

The superintendent replied, thanking him for the letter, 
and said that on the strength of the recommendation the 
porter would be given the best run on that railroad’s lines. 

Another instance of politeness concerns the reply of a 
Frenchman to a woman who had made a statement which 
he could hardly credit. But whether the occurrence she 
related actually took place or not was not of vital im- 
portance. So instead of disagreeing with her, he simply 
said: 

“Madam, since you say this happened, I know it is 
true, but if I myself had seen it, I should not have be- 
lieved it!” By which adroit answer he showed his innate 
politeness, and a sense of humor as well. 


Some people justify rudeness on the ground that a 
spade should be called a spade in good American style. 

They will pay, and pay hard. 

The penalties of success are suffered for the most part 
in early years. 

The penalties of failure are reaped in later years, when 
the rewards of success are being plucked. 

If youth could only comprehend this fundamental law 
of life! 


* * * 
Face the facts; then season them with hope. 


An admission of failure is a sign of manhood. 


A business that does not know its own costs is a gamble. 
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MEN YOU SHOULD KNOW 


C. R. Churchil 


FTER completing the 
of Tulane university, C. R. Churchill entered the 
He 


standard engineering course 


sugar manufacturing 
later became associated with 
an inventor of sugar machin- 


and refining industry. 


ery now extensively used in 
all sugar factories. But the 
lure of electricity being in its 
infancy, the idea of growing 
up in the business resulted in 
an arrangement with his em- 
ployer to work on a commis- 
sion basis and be given an op- 
portunity to build up some 
agencies for electrical appli- 
ances. In the interval, busi- 
ness trips to Cuba, Peru and 
Colombia, South America and 
Mexico and other places had 
been made in that employer’s 
interest. 

Later, this employer decid- 
ed to give up his business in 
New Orleans and to go to 
New York. It was a question 





President, Electric 
Appliance Co., New Orleans 


troop and for five years as assistant adjutant general of 
the state of Louisiana. It was at this time that he ac- 
quired the title of lieutenant-colonel—hence, Colonel. 

His recognized ability as an 
a rifle shot 
twice gained for him the cap- 
taincy of the state rifle team 


executive and 


to the national matches. 

A lover of the outdoor life, 
a horseman of no mean abil- 
ity, has, he claims, kept him 
away from doctor’s bills—he 
boasts of having paid less 
than $25 to physicians within 
the Of late 
years, former 


9" 


last 27 years. 


however, his 
horseback activities have been 
put to work attending a gaso- 
line engine on a somewhat 
speedy motor boat, or chasing 
the many troubles of an auto- 
mobile. It’s all outdoor life, 
however, and the doctor and 
his running mates are still 


waiting to catch even with 


then to decide whether to go him. 
with him or remain in New Cot. C. R. Crurcnim. Along in 1912, the business 
Orleans and go it alone in the President Electric Appliance Co., of the Electric Appliance 


electrical business. The ques- 
tion was which way to move— asl 
the thought of the electrical business still in its infancy, 





to grow up with it, to work for one’s self, or to go to New 


York and work with some one else—and a liberal em- 


ployer at that. The former course was chosen. Today, 


the former employer is a rich man and retired. Possibly 
the subject would now be retired with him, possibly not. 
The former clerk, however, is now at the head of the 
Electric Appliance Company of New Orleans, working 
like the dickens, he says, to get rich and retire. If one’s 
foresight was only as good as one’s hindsight, ete., ete.— 
it’s the chance we take. The Electric Appliance Company 
of New Orleans is the outgrowth of a business started 
several years previously by Mr. Churchill in his own name. 
And the Colonel has been a leader and successful in 
other directions. For example, early in life, while still 
at college, he became very active in Greek letter college 
fraternity work, served his fraternity, Delta Tau Delta, 
four years as national vice-president, and at the same 
This 
marked an epoch in Greek letter fraternity catalogs. 
Later, in line with traditions of each generation of his 
incestors, dating back to the oldest Colonial days, he be- 
came active in the military, doing his full duty in a cay- 


alry organization during the Spanish-American war, and 


time, wrote the sixth general catalog. -atalog 


still later serving his state as captain of a crack cavalry 


New Orleans, La. 





Company necessitated his re- 
tiring from these activities. 
Needless to say, during the World War, he was active in 
many ways. He still continues a member of the board of 
directors of the National Security League. 

It is said that only the busy people can find time to do 
things, so some years ago, he rather reluctantly accepted 
the presidency of the Louisiana Society, Sons of the 
American Revolution, and with his usual energy has not 
on!y made that organization one of the strongest of the 
kind in the Society at large, but has actually brought to 
light, through a connection at Seville, Spain, many un- 
written pages of the history of Louisiana about 1779 when 
under the governorship of General don Bernardo de Gal- 
vez. He is considered an authority on Louisiana history 
of that period, and has on a few occasions delivered lec- 
tures before kindred societies bearing on that particular 
subject and date. 

And with all of this, he finds time to be a member of 
the Board of Directors of the Automotive Equipment As- 
sociation—a national body—and to be actively interested 
in several local organizations. 

Some people say that he is something of a fisherman, 
but on that subject he declines to talk—probably because 
most people won’t believe the truth. He did express his 
ideas on golf to the effect that it was an old man’s game, 
(Continued on page 9+) 
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How to Understand Men 


An Understanding of Men is as Important as a Knowledge of Your Goods— 
Here is Some Good Advice on How to Acquire That Understanding 


By THOMAS FULLWOOD 


F what practical value is it to the salesman to 
“know his goods’ unless he also understands 
men? 

“Little or not at all’”—The chances are that your answer 
will be. That answer is correct, too. Yet many men are 
laboring daily and making hard work of selling simply 
because they have never gone correctly about the matter 
of getting a practical, working understanding of men. 

Now, unfortunately for the success of the salesman, 
there is in this country a widespread tendency towards 
gaining our understanding of things in some predigested 
form—lectures, books or instruction—rather than by ob- 
servation, analysis and our own logical powers of reason- 
ing. That habit blinds us all more or less to the best 
and ever present means of securing an understanding of 
men that will be superior in every way to anything we 
might possibly secure through books upon that subject. 
For an understanding of men, see any boy—know him, 
observe him, study him. That, in a nutshell, is the 
secret. 

Men are only boys grown tall. Their viewpoint is en- 
larged and seasoned by experience, as are their actions 
and reactions. But beneath the surface, however, the 
springs that impel the boy are those which, later on in 
life, actuate the man. 

Would you have proof of the fact that men are but 
boys grown tall? Then just take note of men upon 1 
camping party, or at some other time when the restraints 
The boy that lurks 


behind the grayed hair and business-scarred face of the 


of business have been shaken off. 


most successful and experienced of them stands forth at 
such times in actions that are unmistakable. 

Observe, for instance, that group who function when in 
the harness as electrical manufacturers and jobbers. But 
they are away now—camping or at a convention, the 
worries of business forced into the background. See how 
they plan and scheme to entice that new and unsuspect- 
ing member of the party out onto the dock. 

When they get him where they want him they'll push 
him into the “drink” with the same enjoyment of his dis- 
comfort that kids engaged. 
They'll shout and pound one another in their glee; and 


display when similarly 
men who have had only a slight acquaintance with one 
another will act as lifelong friends in their mutual en- 
joyment of the hapless victim’s predicament. The victim, 
too, in his acceptance of the joke at his expense, will be 
judged by the same standards observed by boys when 
estimating the fitness of a new applicant for membership 
in the “gang.” 

Should he stand on his dignity and resent his initia- 





tion, he’ll be left severely alone thereafter—in play hours 
surely, and so far as may be possible in a business way 
too. Should he go to the other extreme, accepting his 


ducking too meekly, he'll be pitied openly and ridiculed 


privately. But the man who plays his part as any nor- 
mal boy would do will be declared a good fellow and 
accepted forthwith. 

Follow those men, now, back to their respective of- 
fices. Here is the ringleader of the gang that pitched 
the new man into the water, seated at his desk and 
functioning successfully as the head of a big, thriving 
business. The secretary announces a manufacturer’s 
representative is waiting to see him, as she lays the 
visitor’s card upon the desk. 

In he comes, this representative, obviously impressed 
by the importance of the man before him and seeing 
only that imposing “front.” He understands his goods 
well enough and lacks nothing when it comes to explain- 
ing them. He may, or may not, transact business, too, 
but as to getting onto a really human basis with the man 
before him—never. For there is nothing in his attitude 
towards his customer that shows he recognizes the human, 
boyish qualities lurking in the background of that man’s 
makeup; he treats him as though he had always been a 
man and with no interests in life other than the making 
of money. 


Later in the day, there comes another salesman to see 
this same man. In his attitude towards his prospect he 
is just as deferential and respectful as was the first man, 
and he plays the game of business according to the rules. 
But an intangible something in his air and manner of 
answering and asking questions, in the way he calls atten- 
tion to his goods, indicates unmistakably that he is capable 
of playing other games in life aside that of business and 
that he understands his prospect is a “regular fellow’ 
too. 

Without that recognition and understanding of qualities 
mutually possessed the salesman and his prospect cannot 
ever progress beyond the point of being merely a sales- 
man and a buyer. Friendship, even good business fellow- 
ship, is impossible, rio basis for such an understanding 
And no salesman who ignores 
the fact that men are merely boys grown tall can ever 


having been established. 


hope to establish such a basis. 

No matter how dignified and imposing the appearance 
that your prospect presents to the world during business 
hours, be assured that the boy in him is not dead. He 
has his human side, and when you have uncovered that 
Deal with him then 
as you would have dealt with the boy that he was, and 


you will have found the boy in him. 


your chances for success will be better than by any other 
tactics you might employ. 





Being democratic is not being careless and disorderly 


Better a hornet’s nest hung in the store than a dis- 


clerk. : : : : : : 


courteous 
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Sunlight Carbon Lamps cost less 
and stand up longer under severe 
industrial service. 


Jobbers’ Salesmen will find a ready 
market for Sunlight Carbon Lamps 
wherever lamp replacement is a big 
item. 


Sunlight Candelabra Lamps is the 
direct answer to the spirit of economy 
in buying. Designed for ornamental 
lighting in electric candlesticks, 
scones, wall brackets and_ other 


decorative lighting fixtures. 110 to 
125 volts. 


Sunlight Fractional Horse Power 
Motors have exceptional features, 
which, at the attractive prices they are 
offered, makethem of vital importance 
wherever a small motor possibility 
exists. 


Jobbers will be particularly interested 
in prices and discounts. [here's profit 


in SUNLIGHT. Write us. 


The Sunlight Electrical Mfg. Co. 
Warren, Ohio 
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Westinghouse Electric & Manufacturing Company 


This advertisement will appear 
in October | $£,1921 issue of “Factory” 
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Adventures of Hardluck Sam 


Our Hero Acquires a Nice White Elephant 


EAR PHIL:— 
D Usually after I’ve had one of my famous mis- 


fortunes, I get time to recover before the next 
one, but believe me, the Jinx is working on a war-time 
schedule now, and the service is wonderful. 

When you got me out of the hoose-gow, I swore to go 
straight, and went home for a few days’ rest. I only staid 
a few hours. That little shot of jail left me an awful 
hang-over. I couldn’t bear the sight of a striped awning 
or a silk shirt, and when I seen a dick in the movies put- 
ting the handcuffs on the villain, I turned my head away. 

I sent you the clipping about me in the Star, and only 
the thought of making brooms in the pen kept me from 
croaking the bird who wrote me up. I got nine telegrams 
and twenty-one letters from my comedian friends. All I 
ask is to be on the case when the reporter comes up for 
bootlegging. I’ll hang him or the jury, or starve to death. 

To get away from the buzards, and put myself in right 
again, I made up my mind to go out and make a business 
killing. You know me, Phil, when another peddler sees 
me coming out of a shop with tears in my eyes, he passes 
it up. When I let go of their ears, that’s all, there isn’t 
any more. Fact is, I never have trouble getting orders, 
but the Hoodoo won’t let ’em stick. It’s the sour note in 
the last bar that ruins my song. 

I jumped clear across the state to get ahead of my rep- 
utation, and my first stop was Christian. Nothing doing, 
the best bet in town was about to sell out and retire. He 
was John Rollins, had a big stock of fixtures and stuff too 
good for the place, and he was willing to sacrifice for a 
quick sale. 

I didn’t think any more about his proposition until I hit 
Rockford, and called on Al Martin, owner of a big garage. 
I found him one of these jolly heavyweights, about 230 on 
the hoof, with three chins and another one coming, and 
when he laughs—well, you know what the kid book says 
about Santa Claus. 

Martin woke me up when he showed me the big, empty 
store next to his garage, and said he was going in the elec- 
trical game. ‘““The people here have been robbed blind,” he 
says, “and when I open this store I want to put on a sale. 
Of course, I want all the new stuff and up-to-date appli- 
auces, but first I want to get hold of some bargain stock 
cheap. Once I get ’em on my side, I can tighten up.” 

I thought of Rollins down in Christian, and began to 
figure. I worked on Martin a whole day, and after doping 
out his new stock, I told him I would get the other stuff. 
Then I slipped back to Christian. Rollins was surprised 
to see me, and I had to go easy, so he wouldn’t think me 
anxious. After singing him to sleep, I asked him would 
he let me inventory his stuff, and I might make him an 
offer. He said go ahead. 

Well, Phil, the way I sweated, cut my fingers, and 
bumped my head, counting that junk, was worth an extra 
hundred easy. I charged it to Martin. I told Rollins 


when I got through I would give him seven hundred dol- 
lars, and the way he took me up made me wish I'd of said 
five. 

“Look here,” he says, all of a sudden, “have you got a 
buyer for this stock?” “If I didn’t have a prospect,’ I 
answered, “I wouldn’t be doing this blackface act among 
your dusty shelves.” “Why don’t vou let me have it 
direct?” he says, “I'll give you ten per cent.” Ten per 
cent his eye! “No,” I says, “the bird I have in mind is a 
crank, and I know how to handle him.” 

I gave Rollins a hundred dollars earnest money, then 
I went back to Rockford and saw Martin. “I’ve got her,” 
I says, ‘“‘she inventories over eighteen hundred, and she’s 
yours for twelve. Is it a bet?’’ He says it was. I mailed 
Alice a check for the balance, told her to get it certified 
and send it to me at Christian. Everything was Jake, and 
I went back to Christian to arrange for packing the stuff. 

I got a jolt the next morning. The check didn’t come. 
I wired Alice. Alice wired me. She sent the check to 
Rockford. Ye gods! Ain’t that a woman all over? I hired 
a car, and went after the check. Back to Christian to pay 
Rollins and tell him I would send shipping directions 

I burned more gas back to Martin’s place and wrote up 
the order for his new stock. Boy, I could hear the band 
later. Playing “Hail to the Chief,” while I accepted ap- 
Five 
hundred profit, and a whopping big order besides. Tum- 
de-dum-te-ya ! 


ologies from all the eggs who'd been razzing me. 


Martin was sitting outside, sunning himself. I was just 
inside the window, dreaming of golf and income tax, when 
a big car pulled up, and out gets Rollins! I nearly fell 
out of my chair! “Hello, Al!’ he savs to Martin. “Hello, 
John!” chirps Al, and they asked about each others’ folks. 
I was breathing easier, when Rollins slaps Martin on the 
back, and says: “Say, Al, I sold mv stock at last. Re- 
member, you poor fish, I offered it to vou for five hundred, 
just because you was my brother-in-law, and you wouldn't 
take it? Well, I got seven hundred!” Before I could butt 
in, Martin says: ‘Who'd you sell it to, John?” “Fellow 
named Jinks, St. Louis drummer,” says Rollins. ‘Said his 
prospect was a darn crank. Guess he’s going to sting the 
poor sucker for about twice as much.” 

As I was grabbing my grip and stuff, Martin threw 
back his head, and, Phil, I never heard such a laugh out 
of a human before. “HAW! HAW! HAW!” he roars, 
“‘goin’ to sting the poor sucker for twice as much! Yes, he 
is, LIKE HELL HE IS!!!!" 

If you hear of anyone wanting a nice electrical stock 
cheap, Phil, let me know. 

Yours for the Poorhouse. 
SAM. 





Do something each day that will make your work 
easier each day thereafter. : : : 
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Little stories of 
unusual sales ~as 
told by salesmen. 


+ Inspection Trip Sold Him 
I LANDED another order and while 


you are in touch with the electrical 
trade it may interest you to know that 
not only our company but others as 
well are reporting quite a noticeable 
increase in the electrical business. 

This particular order which I men- 
tion gives us not only one order, but 
practically guarantees us a_ year’s 
business on one particular item. 

This article is one sold by all job- 
bers and in small cities or towns it is 





I Took Him On an Inspection Trip 


not customary to allow more than one 
dealer to handle the article. 

However, as the situation stood, we 
were not fortunate in having the busi- 
ness with any dealer in the city I have 
in mind, so the jobber, who by the 
way is not recognized as an electrical 
jobber, took it upon himself to give 
this article to two dealers, one not be- 
ing in the electrical business. 

Of course, I didn’t want the busi- 
ness (?), but just happened fo be out 
for a walk on the evening of the day 
that I had sold some other supplies to 
the electrical dealer, when I noted a 
display of material in another win- 
dow, and as I am hired to not only 
protect the electrical industry. but my 
dealer customers as well, I invited the 
dealer for a ride past the window on 
the following morning, and I didn’t 
have to even ask him for the business. 
He threw it at me, and believe me, I 
had resin on my “catcher’s mit” and 


took my “ball of business’ and 
went right home, and the dealer nat- 
urally appreciated the interest I took 
in his welfare and I feel quite sure 





VERY salesman can 

profit by the experience of 
the other fellow. Fighting 
salesmen have contributed 
these two pages of sugges- 
tions from the firing line. 
We pay five dollars for every 
letter giving an account of a 
sale made under difficulties 
—and what sales are not 
made under difficulties? 
Help the good work along by 
sending in accounts of your 
sales. 





that my business with him will in- 
crease from now on. 
I take a walk now every night. 
Yours very truly, 


E. H. HAMBLET. 


* * * 


A Friend Helps 


ERE is a little experience that I 

had recently in a sales transac- 
tion, and if you desire after reading it 
and thinking it over if it’s worth while 
to insert into the columns of your 
valued paper you may do so. 

The school board of a nearby coun- 
ty decided to erect a beautiful brick 
school building. They had a number 
of contractors bidding on the building, 
and after all these bids were received 
and looked over they were given out 
to the best and cheapest bidders ex- 
cepting the electrical work. 

The specifications called for 64 
lighting units and a number of other 
lamps and fixtures, including panels 














and boxes, etc. These specifications 
were followed out to the letter except- 
ing I managed to persuade the Board 
of Education to buy the units I sold 
instead of those specified. But the 
thing that pleased me and made me 
feel so good over the matter was the 
fact that I had a friend in a hardware 
store in this little town, who had told 
the board to get all the prices they 
wanted to secure on the electrical 
goods, and then afterwards he would 
have his friend appear on the job, who 
would wake them up on prices. There 





Signed Him There and Then 


were two large hardware firms bid 
ding on the electrical goods, and three 
other electrical jobbers bidding on it. 
and I showed up at the desired mo- 
ment and sat down on a log in front 
of the building with the committee and 
sold them the electrical goods and 
saved them three hundred and forty 
dollars on the job and then got my 
extreme prices for the goods. 
L. F. STONE. 


* * * 


Played Into His Hands 


’*M a staunch believer in what I lik 
I to term psychology, as applied in 
To illus: 
trate, I will cite my own case versus 
the Regantaft Canadian Hardwar 
Company. 


the acceleration of sales. 


Mr. Regantaft, the third member of 
his family to operate the same stor 
bearing his name, on the southern lim- 
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~On the Bottom 


20 to 40 Per Cent Reduction 
Trumbull Safety Switches 


Trumbull Safety Switches are available at prices almost as 
low as in I916. 


Industrial plants have been holding off on needed new con- 
struction and very necessary revamping of old installations. 
The terror of a shrinking equipment inventory and a reluc- 
tance to buy for permanent improvement on a falling market 
has made every one scrape bottom. We know it. 


With these new prices on Trumbull Safety Switches we are 
on the bottom. The industrial plants need the equipment; 
have the time to do the job now; are sold on the idea of 
safety switches; are sold on the Trumbull Safety Switch in 
particular; have the money to make the purchase if con- 
vinced of one thing—that the price is right. 





The price is right. You never could 
buy at any time heretofore and you 
cannot buy now anywhere else so 
much merit in equipment and so sat- 
isfactory a result in service for the 
prices quoted. And it’s mighty doubt- 
ful if you'll be able to do it on this 
basis long. From here we go up. 

Here is the big opportunity to spread 
full sail and make the most out of 
the trade winds now setting in. We'll 
be glad to tell you more about it. 
Write for full information today. 





Made From Armco Ingot Iron 
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The Entire Switch MANUFACTURING CO. 


NEW YORK 
14 Liberty St. 

















Impossible to Come 
in Touch with the 
Live Part. 100% Safe. 























Y 


28 THE JOBBER’S fA] SALESMAN 








its of the great wheat belt, was every 
bit as old-fashioned as his father- 
predecessor must have been, for he 
openly despised the steps progress 
was making. Hence, his aversion for 
electrical household articles such as I 
was carrying. 

By virtue of the long establishment 
of his hardware business, he had 
everything his own way in that part 
of Canada, virtually freezing out all 
The thing 
that riled me, and I guess every other 


his would-be competitors. 


salesman, was his confounded obsti- 
nacy. He wouldn't dare let a salesman 
come into his store. He did all his or- 
dering from firms his father traded 
with before him—by mail. 

I never attempted to cross his path 
although I kept planning that I'd get 
him by hook or crook. 
helped. It was at his club one evening 


Psychology 


while a banquet was on. I squeezed 
in, aided by a little knowledge of pho- 
tography. Knowing the banquet was 
to be a big one, I got a local photog- 
rapher to take a flash-light. My duty 
was to set off the flash—which I did. 

In the meantime I was arranging 
the stage for my man. He, like a ma- 
jority of those present, witnessed his 
first flashlight picture and was deeply 
interested and anxious to learn the ins 
and outs about it. This was to my or- 
der. I fed him all I knew about the 
art, winding up with the remark that, 
“it’s all in the little spark—electricity. 
Electricity, you know, is the new life 
they are talking so much of now- 
adays.”’ 

One word borrowed another after 
this until the moment was propitious 
for me to announce that I was, besides 
a photographer, a salesman carrying 
electric cooking utensils, flashlights, 
toasters and other household articles. 


I could see he was disappointed and 
skeptical. He appeared to want to end 
the conversation then, obviously be- 
cause he feared I might learn his iden- 
tity and try to sell him. But I held 
him with the following: 

“Starting tomorrow, I am going to 
tour the interior here—a sort of house 
to house affair. I find I can sell more 
this way and get a bigger commission 
than by selling to the stores. I under- 
stand that there is a big hardware 
store up here, run by a man who is 
practically asleep as far as keeping 
his customers supplied with the latest 
up-to-the-minute electric inventions; 
ves, they tell me he hasn’t got one ar- 
ticle in his store that calls for elec- 


tricity . 








Met Him at a Banquet 


He was a bit taken back and stroked 
his chin in a bewildered fashion. I 
extended a cigar and_ nonchalantly 
asked him to “smoke up.” He did so. 
remarking, “You seem to have this 
man down good and proper.” 

“Why! do you know him?’ 
tered surprise, as the motion picture 


’ I regis- 


people say. 

“Do I?—well, I should say so— 
I’m him!” 

It was then up to me to be doubly 
surprised. With alacrity I arose. He 


presented his card. I scrutinized it. 
and with all the affected humility I 
could command extended my hand 
saying: “Mr. Regantaft, I'M genu- 
inely sorry; believe me, I meant noth- 
ing personal. I was merely speaking 
from hearsay—you know we knights 
have a way of magnifying our disap- 
pointments.”’ 

“TUT!” he said, quite calmly, “sit 
down; and let me hear more about 
vour plans for canvassing the interior. 
I never heard of such a thing before.” 


I related more of the plan which I 
had been cooking up for his especial 
benefit for the two months preceding. 

“You say you leave tomorrow, eh?” 

“Yes,” I answered, “‘in the eve- 
ning.” 

“Look here; how would you like to 
see me tomorrow instead; possibly I 
can help you to sell your stock without 
going to such trouble—the interior 
here is something you can know but 
little of. What do you say?” 

I had him on the hip. I hesitated. 
I screwed up my face and went 
through all the physical manifesta- 
tions of thinking. Then I consented. 
But, in my analysis, I had one more 
card to play. “I have a standing 
rule,’—I was playing it—‘‘never to 
visit a man in his place of business, so 
if you can arrange to see me’’— 

I never finished that sentence. He 
jumped from his seat, pushed his hand 
over to me, saying, very earnestly and 
very joyfully, “Why, damn it, you’re 
a man that’s different—that’s me all 
over; I never can tolerate a salesman 
coming into my place of business; I 
think we'll get along fine.” 

I didn’t have to take my trip into 
the interior, for we did get along fine. 
Psychology landed that order all right. 

THOMAS A. DORAN. 





Tell Us How You Landed The Order 


Write a letter telling how you secured an order in the face of difficulties; or how 
you overcame some obstacle that other salesmen may be confronted with. An in- 
cident that may seem simple to you may help the other fellow land. 

If you want the suggestions of your fellow salesmen you must do your part by 
giving them the benefit of your experiences. 


And— 


We Will Pay $5.00 For Every Letter Published 
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Announcing 


An Electrical Dealers’ 


Convention on Paper 


VERY jobbers’ salesman handling electrical ap- 

pliances and supplies will find much of interest and 
value in this novel Convention on Paper. The date is 
November 30, 1921. The progress will be announced 
in a special bulletin which will be mailed soon to 
every electrical dealer. 


All phases of electrical store management will be dis- 
cussed—buying, advertising, window and interior. dis- 
play, sales management, cost keeping, price marking, 
book-keeping. 


It will be a real convention, in which every electrical 
dealer will have an opportunity to take part. And to 
attend it, it will not be necessary to leave home, or to 
spend any money for railroad fare. 


You will want to see the bulletin announcing the pro- 
gram. Drop us a line or a postcard, and we shall 
gladly mail you a copy. 


GEORGE RICHARDS & COMPANY 


Dept. 16 557 West Monroe St., Chicago, Ill. 

GEORGE RICHARDS & CO. New England Agents Pacific Coast Agents 
344 E. 40th St. PETTINGELL-ANDREWS CO. GEO. A. GRAY CO. 
New York City Boston, Mass. 589 Mission St., San Francisco 








HEMCO 
WIN-LITE 





. HEMCO is on Every Twin-Lite | 








MADE OF CONDENSITE 
WILL LAST A LIFE TIME 
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Heads Always Win 


6¢ HO’S making the money in 
this town?” I asked the 
Banker friend of mine while discuss- 
ing the opportunities this live indus- 
trial city offered the wary investor. 

He answered, “James Redding.” It 
was always Jim Redding. It was the 
third time I had heard the same story. 
Jim Redding was the town’s one big 
business man, and while others were 
weedling for credit, Jim Redding had 
it to give away. 

‘“‘Jim’s business is on a firmer finan- 
cial footing in these days of wavering 
credits than any business in town,” 
confided my Banker friend. 

“What's his business?” I asked. 

“Has an electrical supply — store 
across there on the corner,’ he an- 
swered, pointing out the window. 


“Don’t see that that’s more than a 


good meal ticket,” I confessed. 


“That's because you don’t know 
Jim,” he answered me, “Jim’s a live 
wire. He numbers the town’s 45,000 
population among his friends and cus- 
tomers. Whenever there’s a big instal- 
lation to be made, Jim puts brains into 
his computations, figures close and 
right, and always pulls the bid. 


“Jim’s clerks work on a salary plus 
commission basis. They pull for Jim 
every hour, and keep the concern high 
above the stench of the dead level of 
ordinary business. They have built up 
for Jim a good will on a foundation 
that five years of rotten business 
wouldn’t dent. 


“Jim’s last bold business stroke 
came five weeks ago. The force in the 
local mills was handed a flat 10 per 
cent reduction in wages. That evening 
‘ad” in the 
papers, telling his customers that they 


‘ 


Jim comes out with an 


wouldn't lose anything by the reduc- 
tion on the money they spent with 
him. That he had made a flat 10 per 
cent reduction on all his service, and 
on his entire line of merchandise, as 
soon as the news of the wage reduc- 
tion reached him. 








“They all knew Jim, and business 
increased by jumps, at a time when 
things are generally dull, in response 
to this announcement. 

“The folks all feel that Jim Red- 
ding is their friend, in business for 
them. So there is always a profitable 
reaction every time Jim starts some- 
thing, and he’s always starting. 

“Jim Redding is a live wire, and 
succeeds because he’s an honest man 
with ideas. And as you know,” con- 
cluded the Banker, ‘“‘heads always 
win.” 

* * 
Preparing His Prospects 
ELL into conversation with a 

blue-jowled fatling the other day 
in the smoking compartment of a Pull- 
man train. 

“Salesmen as a group,’ says he, 
“are made up of the riffraff of society. 











From the above photo it would appear 
that Calder C. Downie cannot get used 
to the “cold summer days” in Pennsyl- 
vania after having travelled Georgia and 
Alabama for so long. Mrs. Downie seems 
to be enjoying the climate immensely, 
however. When Cal isn’t vacationing in 
the North he’s’ representing Pass & 
Seymour in the South. Cal figured Penn- 
sylvania air would materially help Mrs. 
Downie recuperate from her recent ill- 
ness. Looks as though it did the joh., 











They’re a mediocre lazy lot. Few 
really brilliant men ever enter their 
ranks.” Then he got up and went out. 
leaving me alone to digest the indict 
ment, I felt the least uneasy. I'd been 
selling for fifteen years and had never 
been classified so. 


A minister sat not far away. I went 
to him for spiritual stimulation. He 
took me for what I was—a selling 
man. 


We talked shop and weather for a 
few minutes, then he gave me _ his 
story. He was a minister, a graduate 
of Princeton, an honor man in his 
class. Leaving school, he stood on the 
threshold of a promising career as his 
friends all predicted. Succeeded re- 
markably with his first charge. Quit 
to enter the selling game. Succeeded. 
Then took up the burden that Sam 
Jones laid down, and here he was. 
Then he told me about Sam Jones. 
Sam would go to the telephone and 
begin business in this wise: “Hello. 
Is this the Anderson Supply? This is 
Sam Jones at the Summit House. 
Come over and have a few Schnapps. 
And say, bring along a memo of your 
‘outs’ and ‘needs,’ Smith and Hoax 
are here. We can arrange the nice 
usual quiet little game of stud, and 
have the nice usual quiet little time.” 

“That’s how Sam called upon the 
trade, and Sam _ waxed 
around the middle, 
neath the eyes, and wibbly-wobbl) 
when he tried to walk a crack.” 

“When Mr. Volstead and his co 
horts down at Washington saw how 
Sam was doing, and with the sam: 


paunchey 
paunchey — be 


eye, what a nice prosperous little tim: 
I was having out in Kansas, the) 
reached out with a strong right arm 
and caught Sam where he couldn't 
stand it. 

“For a brief space Sam paid out 
$12 a quart for his Red-eye. This cut 
in on his income. Then he dabbled in 
stocks to recover. Lost his bit, and 
went down for the final count. Leav- 
ing a widow and three children to 
make out as best they could and me t: 
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“IMPORTANT TRIFLES” 


They’re Moving Faster Every Minute 


AROUND THE TURN 


“Hope its coming” pessimism has 
turned to “Its actually here’’ op- 
timism. 

So fast is the tide coming in that 
we will all have to think fast, to the 
point, and act quickly from now on. 


There is a whole raft of these “‘im- 
portant trifles’’ in our line and the 
other lines that you carry. 


Try and fix one or two points about 
each in your mind—no more. 


Here are three suggestions, You 
can memorize them in five minutes 
and use them to advantage a dozen 
times a day. 


The Thomas & Betts Co. 


NEW YORK CITY 
OFFICES AND AGENCIES 


Thomas and Betts Company, Boston 
Thomas and Betts Company, Philadelphia 
Doherty-Hafner Company, Chicago 

H. B. Squires Company, San Francisco 
H. B. Squires Company, Los Angeles 

H. B. Squires Company, Seattle 

Kemp Haythorne, San Antonio 

Lyman C. Reed, New Orleans 

Chas. S. Broward, Atlanta 

A. H. Keleher, N. Y. C., for South Am. 
Thrall Elec. Co., Havana 

Northern Electric Co., Ltd., Canada 
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take hold of section 27 and sell the 
bunch of inebriets that Sam had cul- 
tivated. 

“T stood it for six months, then sent 
in my resignation. It was the first 
piece of good news I’d sent the house 
since I’d taken up the burden laid 
down by Sam, and the sales manager 
told me the same. So I came right 
down here to section 27, took my sus- 
penders off and put on the holy garb. 
It was the first time that I felt I was 
really ‘called.’ And I’m going to stay 
right here until I convert these fel- 
lows into a little respectability—if it 
takes a lifetime. 





“Then, well maybe I'll go back to 
the sales manager, point to my Kansas 
sales record, ask for this old job back, 
and then go in and sell ’em merchan- 
dise. That’s why I’m here, here pre- 
paring the soil, and stand ready for 
the coming harvest.” 


Well, before I left I turned to 
where my blue-jowled patron of bad 
prediction had sat. I stopped long 
enough to snap my fingers at the emp- 
ty seat. 

* * * 


An Expensive Sale 
IVE of us sat in the smoker one 
afternoon giving our views of the 
selling game. 

“What constitutes a good sale?’’ At- 
water asked. 

“Well, its not a matter of how much 
you've sold,’ Brown answered. “A 
good sale can’t be measured in terms 
of dollars and cents. It requires a 
bigger gauge. You've only made a 
real sale these days when you've won 
a customer. Honest selling of quality 
goods will build and keep trade. Re- 
member, your first sale is merely in- 
troductory, and must win confidence. 
Unless your sales continue to increase 
with a customer, there’s something 
wrong somewhere. 


“You can’t sell a gold brick twice 
to the same man, outside of a crazy 
house, that’s my philosophy. For in- 
stance. Once there was a shrewd 
young salesman. His house was put- 
ting a new specialty on the market. 
Denver Dew Drops, Tallahassee Tid- 
bits or something of the sort, I forget 
just what. But, anyway, he went out 
into the towns of his territory, got a 
lot of youngsters together and had 
them go into the various stores and 
ask for this specialty. Merchants, 
naturally, had never heard of it, but 
the demand was so insistent that they 


began to make mental note of it. It 


became more popular than staples. 

“After two weeks of these prelimi- 
naries, he dropped in on the trade. 
They were all ready to bite. He 
loaded them up full. 

“Then the demand _ stopped alto- 
gether. He sold them but the goods 
lacked real selling flavor. Within a 
very short time, his house went to the 
wall,” 

Jenkins, who had taken the story 
in, smiled. “That reminds me of a 
little experience I had once as a cus- 
tomer. Retailers sometimes make the 
same mistake. 

“When I was a kid at home, Dad 
allowed me to go down to the county 
seat one circus-day. He gave me two 
dollars, one to cover my expenses 
and one dollar to buy something for 
myself. I was then about sixteen. I 
had just arrived at the ‘fancy shirt 
age. There’s a period in every kid’s 
life when a gay neck tie, a pair of 
trousers, a pair of green socks and a 























Robinson D. (Bob) Cope, district repre- 
sentative for Landers, Frary & Clark, 
Inc., of New Britain, Conn., and sometimes 
known as “Reginald,” “Alexander,” “Rob- 
bo” and a few other pet monickers is 
waving a fond farewell to the boys of the 
Matthews Electric Supply Co., Birming- 
ham, Ala., as he boards a 10-mile an hour 
unlimited for New Orleans. If you want 
to learn how to sell “Universal” irons just 
send an S. O. S. for Bob. Bob could sell 
a carload of irons on the island of Yap 
without straining himself in the least. 


fancy shirt makes him the envy of th: 
juvenile élite. He'd rather have « 
pleasing purple shirt than a slice oi 
Standard Oil stock. I had definite]; 
made up my mind on the kind | 
wanted—a bright purple with a pink 
stripe. 

“Well, I went into Cohen’s all « 
flutter. I resolved to make my pur 
chase, change there, and go down and 
charm the circus. Cohen catered to 
the fickle fanciful. I.ask to see a 
shirt. I described the special pattern 
I wanted. That very shirt in my very 
size stood out among shirts of sober 
hue in Cohen’s window. I told thx 
clerk. 

“He looked me over, ducked down 
under the counter, resurrected from an 
old dusty case a blue chambray. Dad 
kept the same thing in stock at home. 
I had two of them. They were the 
bane of my gay young life. I never 
even attempted to foist them upon our 
customers. 

“The clerk began; he held the 
abominable blue chambray up to the 
light, asked me to feel the texture, ex- 
plained the excellence of the fabric. 

“T explained that I already had 
blue chambrays, but he argued that | 
did not have this particular one. He 
came around the counter, placed him 
self between me and the door. My\ 
resolution to flee flickered and died 
out. 

“T reiterated that I wanted the shirt 
in the window. At this he drew closer 
and talked blue chambray more ex 
citedly than ever. 

“Well, to make a long story short, 
he got my dollar, I got that abomi 
nable shirt. 

“Outside I cut into the first alley 
and the flood gates loosened. |! 
glanced about me to see whether any- 
one was looking. I took off the wrap 
per and viciously tore that shirt into 
shreds which I tramped deep into the 
mud. 

“When I got home, Dad asked me 
what I’d bought. I explained that | 
had lost the dollar. He pulled at his 
chin, ‘Us greenhorns have to be care- 
ful, these towns are chuck full of 
sharpers.’ Isn’t it the truth? 

“Cohen sold me once. I’ve never 
tried to figure what that sale cos! 
Cohen. But it was a plenty.” 





The first searchlight of any conse 
quence was located on top of one 0! 
the principal buildings at the Chicag: 
World’s Fair. It is now in use on to} 
of Mt. Lowe in California. 
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Three switches in one 


HE Arrow Adjustable Electrolier 

Switch is a typical example of the 
refinement of modern wiring devices. It 
controls two or three circuits from a single 
outlet more conveniently than if three 
switches were installed in various parts of 
the room. 


These switches take the standard push 
switch plates and boxes and can be fur- 








Arrow Adjustable Electrolier 
Push Switch 

nished with radium luminous indicating 

handles, and if desired, in lock type. 


Electrical This department has been 
Contractor’s organized to furnish a real 
Service help to electrical contractors 
Department who may also be asked to 
provide electrical wiring specifications or 
who may be in need of practical assistance 
and advice on specifications already pro- 
vided by the architect. 


THE ARROW ELECTRIC CO. 
Hartford, Conn. 


BOSTON NEW YORK 
CHICAGO 








SYRACUSE 
SAN FRANCISCO 


PITTSBURGH 
BALTIMORE 


RROW 


The complete line of Wiring Devices 
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A PLUG FUSE 


An Unparalleled Merchandising 
Opportunity 


Pp LUG FUSE buyers today buy very little or no reserve stock. Consequently the blowing of a 
fuse means, until a new one is secured, cutting off the use of current consuming appliances or 
lights—creating dissatisfaction on the part of the consumer with electric service in general, the 
dealer that serves him in particular, and condemnation of the device that caused the blowing of the 
fuse. Dealers should 


Sell PLUG FUSES 10-at-a-Time 


Increase their sales right now, when they need increased sales most. They can create everlasting 
good-will by this unprecedented opportunity to serve, increase the popularity of electrical goods 
and more than ever establish their stores as the proper places to purchase electrical material. 


The BUSS Plan Makes All This Possible Because It Provides 


An Attractive, Substantial Carton 
Holding 10 Plug Fuses 


The convenience of a reserve supply 
will be self-evident to their custo- 
mers. It will guard them against 
inconvenience, with consequent 
greater satisfaction, and con- 
sumer satisfaction is what all 
our profits are based on. 























FULL CARTON -1O PLUG FUSES — Jo: eg” 
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APPROVED AND PERIODICALLY TesTreo By UNDERWRITERS LABORATOR/ES 
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Information About 
Fuses on the Carton 





Worth more in satisfaction to 
the customer than the price of the 
fuses. Tells what a fuse is—what 

causes blowing of fuses, size of fuse 
to use—how to avoid or correct trouble—why correct fusing is important, etc. 


A Fuse With a Guaranteed Clear Window 


Each and every fuse is guaranteed to have a clear window, so that fuse strip is plainly visible. Something 
new and unheard of in the fuse business. 








Approved by Underwriters’ Laboratories 





This is your assurance to your dealers that you are selling them an article they can depend upon, both for 
protection and for safety. 
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SENSATION 


P LUG FUSES bring the general public in touch with the electrical industry more than any- 

thing else except Madza Lamps. The benefit of this intimacy of contact has been lost be- 
cause the limit of our service has been to dig down into the cracker barre] abandoned years ago, 
instead of giving the public Uneeda Biscuit service. All the advertising in the world would not 
have put over Uneeda Biscuits if there had not been an inborn demand for package goods. 


A Constructive Effort to Develop Consumer 
Understanding of the Proper Use of Fuses 


The use of electrical appliances has shown an enormous increase. And the use of plug fuses 
has increased proportionately. But nothing has been done to show the consumer the need of 
proper fuse protection, and the simplicity and low cost thereof. 

Thorough education will show the consumer the need for a reserve supply of fuses and how to 
avoid or correct his troubles, so that he may be able to at all times enjoy the benefits of his elec- 
trical appliances. It will discourage the use of substitutes tending to eliminate the fuse, by point- 
ing out the hazards of improper fusing or tampering with an electric circuit. It will also show the 
public that appliances should not be condemned because the fuses blow. 


This Plan Puts BUSS Plug Fuses inthe Mazda Lamp and Heating Appliance Class 


In other words, in the class of goods that show 
real profits to the dealer. And the chance for 
building real good-will is greater than with 
either of those mentioned. 


One of These Easel Display Stands 
Keep a Supply at Hand 


is furnished with every 20 cartons (200 po law for émergencies 
fuses). Suitable for counter, show case, . 
show window. Attractive. Sturdy. Prac- 
tical. 














Shows the Consumer: 


The carton he should buy. 
The clear window plug fuses he will get. 
The complete story about plug fuses on the 
carton. 
The Underwriters’ approval. Tells the Whole Story at a Glance 
Show Your Dealers How to Sell Plug Fuses 10-at-a-Time. They Can Make Each Sale Worth 
b+ haar Render a Real Service to the Customer, Build Good Will and Increase Profits — Right 
ow! 


PUT YOUR EAR TO THE GROUND AND TELL THE OLD MAN WHAT YOU HEAR 
ABOUT THE BUSS PLAN OF MERCHANDISING PLUG FUSES. 


BUSSMANN MANUFACTURING COMPANY, St. Louis, Mo. 
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A bare lamp is an atrocity—some- 
times ! 

Isn’t it the height of foolishness 

for an _ indus- 
Eliminate trial to  pur- 
Bare Lamps chase the best 

illuminant ob - 
tainable—a Mazda lamp—and hang 
it on a drop cord without properly 
directing its efforts? In other words, 
why not make the fullest use of the 
light produced in the most effective 
way by using the proper reflector? 
There are some cases where lamps 
should be used bare, for instance in 
signs or for outline lighting, but in 
factories in 99 cases out of 100 their 
nakedness should be covered and the 
work they are doing (producing 
light) directed where it will do the 
most good—downward where _ the 
light is needed! 

Bare lamps in industrial plants are 
the personification of extravagance. 
Every time you see one remember you 
have a prospect for the sale of re- 
flectors. Educate your industrials to 
use the proper reflector or fixture 
with every lamp they have. 
of lighting conditions in industrial 
plants showed that only 16.6% of the 
plants have their lamps _ entirely 
equipped with reflectors and 19.2% 
have no reflectors at all. Here’s food 
for thought and concerted action! 

* * * 


A survey 


In analyzing statistics for 1920 as 
compiled by the Bureau of Foreign 
and Domestic Commerce covering in- 

terior wiring 
Markets for 
Supplies 


supplies, in- 
cluding lighting 
fixtures, inter- 
esting facts concerning the market for 
this class of equipment are revealed. 
Exports for 1920, aggregating $3,- 
386,068 show an increase in value of 
46% over that of 1919 when exports 
were valued at $2,319,485 and sur- 
passed the record of 1918 of $1,428,- 
615 by 113%. Of this amount, 23 
countries took 90% of the American 
exports in amounts over $25,000 and 














y Figures 


& 4.) 





the remaining 10% divided up _ be- 
tween 54 other countries in amounts 
less than $25,000. Canada proved to 
be the highest importer of wiring de- 
vices with imports valuing $956,739 

r 2.5% of the total and Cuba with 
ene of $379,325 ranking second. 
The North American continent, in- 
clusive of Panama and Cuba, imported 
$1,589,697 or 47% of the exports of 
this equipment. . It is interesting to 
note the favorable showing made by 
Mexico with imports of $209,292 in- 
dicative of a greatly increased de- 
mand for this class of material in that 
country. Eighteen per cent or $610,- 
165 of the total was taken by the 





Phillip Rabon (on the right), itinerant 
sales manager for the Frank Adam Elec- 
tric Co, of St. Louis, is explaining to 
C. P. (Chemically Pure) Thornhill, of 
the Southwest General Electric Co., of 
Dallas, Texas, the workings of some of 


his apparatus. “You see,” says Phil, 
“That this is a two-circuit dingus one 
coming in and the other going out.” 
“As clear as mud to me,” answers Charlie. 
“Just like my one-circuit pocket book 
except that nothing comes in and it all 
goes out.” 


| or so, some permanently. 
_ nately, this situation cannot be con- 
| sidered an abnormal one, for the 





South American countries, embracing 
Brazil, Argentina, Colombia, Peru, 
Chile and Uruguay and 11% by 
European countries, comprising Eng- 
land, France, Belgium, Norway, 
Spain, Italy and Sweden. China, 
Japan and Hong Kong took 6% and 
the Philippine Islands, Dutch East 
Indies and Australia 7.7%. 


* * * 

This country was terribly shocked, 
and quite properly so, at the losses 
it sustained in the Great War; for our 
losses totaled 
50,000 killed and 
200,000 injured. 
Yet in our very 


Hazards of 
Poor Lighting 


midst during the same time a much 


s| more dreadful slaughter went on and 
_ most of us did not even know of it. 


During the war period of 19 months 


| there were killed in peaceful America 


126,000 persons (79,572 per year), 


| while 2,000,000 were so injured as to 


be totally disabled, some for a month 
Unfortu- 


United States Census Bureau states 


| that approximately 80,000 persons are 


accidentally killed in this country 
every year. Why is it these facts are 
not known to the general public? Sim- 
ply because all the accidents do not 
occur in one place, as does a battle. 
A few happen in this vicinity, a few 
in that, and learning of only a small 
number of them the average individual 
does not realize the seriousness of the 
situation. 

Good lighting is a preventer of 
accidents. It is quite clear that, if 
the most progress is to be made in acci- 
dent-prevention work there must be an 
interchange of experiences and ideas 
and the widest publicity given to all 
worth-while happenings. Accordingly, 
a chart was compiled by the Travelers’ 
Insurance Company from data: gath- 
ered by John Calder on 95,000 acci- 
dents. This chart demonstrated very 
conclusively how accidents increase 
during the winter months coincident 
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New H & H “DURO” Plates 
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HE name “DURO” has been given to the new “H & H” 
plates listed below. It stands for durability as applied to 
the plates and finish. They are accurately made and attractive. 

“DURO?” is an easy name to remember. Keep it in mind 
when selling plates and your customers who specify it can be 
sure of H & H Quality. 

“DURO” plates are made in the popular types; for push 
switches, blank gangs and standard receptacles. All plates 
are struck-up from .040 brass except the receptacle plate with 
lid, which is made of .060 metal. 

This new line presents an opportunity to secure large, profit- 
able orders, especially when you consider the attractive prices 
given below. 
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* The standard package is 100 single gang plates or the equiv- 
alent in gangs. These plates may be assorted. 


List | etter List | Sched Std. | Car- 
No. | Description Price ule Pkg. ton 
8471| For one push switch $.10 S * 25 4] 
8472| For two push switches .20 S = 10 3 
8473| For three push switches 30 S . 5 
8481| Single blank plate 18 H 100 | 25 
8483| Receptacle plate with lid 21 K 100 | 25 | 
8484| Receptacle plate without lid  .10 K 100 25 
8482 | Duplex receptacle plate 14 K 100 | 25 

| 














Write us today for descriptive circular 


THE HART Go HEGEMANMFGCo. 


HARTFORD, CONN., U. S. A. 
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with the short, dark days, and fall off 
in the summer months with the corre- 
sponding long light days. 

Similarly, a comparison of accidents 
in the iron and steel industries from 
1905 to 1910 showed that at night the 
accidents in the mechanical department 
were 118.3 per cent greater than in 
the day, while in the yards they were 
127.6 per cent greater. The United 
States Government report on the sub- 
ject states that “the night force of 
yardsmen is smaller than the day 
force, but their duties do not differ 
sufficiently to afford an adequate rea- 
son for their higher rate. The influ- 
ence which it would appear could ex- 
ert any considerable effect upon their 
rate is the difference in lighting.” 

What is it, then, that good lighting 
accomplishes in the prevention of acci- 
dents? Nothing, of itself, but by point- 
ing out the unsafe places, the obstruc- 
tions, the tripping and falling hazards, 
the filth, and the dirt, it tends toward 
their removal; moreover, it introduces 
a bit of cheerfulness, the antidote to 
so many of the lesser ills, into even 
the gloomiest surroundings. It may 
therefore be set down as one of the 
principal safety devices which can be 
installed in a plant. As for cost, it 
can be shown in a rather interesting 
way that good lighting pays for itself 
provided it be admitted that a worker 
in a poorly lighted shop could, if given 
good lighting, increase his output by 
about 1145 min. worth of work in the 
course of a normal working day. How 
many factory managers, however, hag- 
gle over suitable light for a machine 
tool, for which they have perhaps paid 
several thousand dollars, unwittingly 
risking accident as well as output be- 
cause they can neither figure nor profit 
by the experience of others. 


* * * 


In the use of electric motive power 
the textile industry ranks above all 
others in the United States. The mills 

require over 3,- 
Mills Use 
Electricity over one-eighth 

of the 23,000,000 
hp. used by the combined industrial 
plants of the country. The last census 
showed the cotton mills, which number 
2500, as the largest users of power, 
averaging 979 hp. per establishment. 
The woolen and worsted mills aver- 
aged 373 hp. per establishment, the 


dyeing, bleaching and finishing plants 
278 hp. and knitting mills 83 hp. 
* * 

The month of August, according to 
figures published by the F. W. Dodge 
Co., showed a marked improvement 
in the building 
situation in 
most sections 
of the country, 
the value of contracts awarded being 
4% greater than in July and 9% 
greater than that of August, 1920. 
While construction of public works and 
utilities rated high, residential build- 
ing continued in the lead. In the 27 
Northeastern states contracts awarded 
during August amounted to $220,972,- 
000 with residential building account- 
ing for $80,329,000 or 36% of this 
figure. The total volume of contracts 
in this territory for the first eight 
months of 1921 has been 10% greater 
than the average for the first eight 
months of the five preceding years. 
In the Central West, comprising Ili- 
nois, Michigan, Indiana, Iowa, Wis- 
consin, Missouri, portions of eastern 
Kansas and Nebraska, building con- 
tracts let amounted to $60,245,000 or 
an increase of 3% over July, with 
public works and utilities constitut- 
ing 28% or $17,148,000 of the total. 
Contracts awarded in this district for 
eight months of this year’s aggregate 
$444,418,000, which is practically 
equal to the average for the corre- 
sponding periods of the five preced- 
ing years. Contracts awarded in 
western Pennsylvania, West Virginia, 
Ohio, Kentucky and _ Tennessee, 
amounting to $32,899,000 showed an 
increase of 24% compared with the 
figure of July, but the total amount 
of awards for the first eight months 
of this year, amounting to $290,198,- 
000 represents an increase of 23% 
over the average for the first eight 
months of the five preceding years. 
The largest increase in percentage 
reported was in the building contracts 
awarded in the middle Atlantic states, 


Building 
Statistics 


isi uthern New Jerse 
000,000 hp. gp er as so ¥ 


eastern Pennsvivania, Delaware, 
Maryland, District of Columbia, Vir- 
ginia, North Carolina and South 
Carolina, which amounted to $37,- 
913,000 or an increase of 44% over 
July. From January to September 1, 
1921, the total value of contracts 
awarded was $224,269,000 or 5% 


greater than the average for the first 





eight months of the five preceding 
years. An increase of 11% over July 
was represented by $61,010,000 re 
ported by the district embracing New 
York state and northern New Jersey, 
of which 58% was for residence 
building. Total construction contracts 
let in this territory during the first 
eight months amounted to $358,239,- 
000, which is 36% greater than the 
average for the first eight months of 
the five preceding years. The states 
of Minnesota, North Dakota and 
South Dakota, with contracts aggre 
gating $8,344,000, reported a decrease 
of 25% from July. However, when 
compared with the figures for the first 
eight months of this year, there is an 
increase of 33% over the average 
for the same period of the five pre- 
ceding years. 

Considerable electrical equipment 
is required in this construction work, 
and the vast improvement in this field 
will doubtless be reflected in the elec- 
trical industry by an increased de- 
mand for electrical supplies. 


* 2 


An authoritative review of condi- 
tions in the electrical export trade pre- 
pared by R. A. Lundquist, head of 
the Electrical 
Machinery Di 


vision, Bureau 


Export 


Opportunities 
of Foreign and 


Domestic Commerce, points out that 
in face of a world-wide trade decline, 
the exports of electrical goods from 
the United States are maintaining a 
strength beyond that evidenced by 
many other commodities. Although 
the value of August exports of lec 
trical machinery and appliances was 
$1,052,796 less than that of August. 
1920, there has been practically no 
decrease in the volume of exports. 
Comparison of reports for August and 
July, show an increase in value in 
August over July on such items as 
heating and cooking apparatus, arc 
lamps, rheostats and controllers, tele 
phones, transformers and miscellan 
eous equipment. Exports of elec 
trical machinery and supplies for thi 
August aggregated $6,057,489, bring 
ing the total value of exports for th: 
first eight months of 1921 to $76,293. 
819. The total exports for the cor 
responding period of 1920 were val 
ued at $61,022,347, consequently, th: 
value of this class of equipment to 
date has increased 25% over last yea! 
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mous | Read what" PRINTERS’ INK’ 
— leer thinks of the 


“Talking points,’ by an outsider—a Consumer— 


aman who lives the life of an every-day American. 
Not a long-haired recluse, who writes in the 
country, sitting on a log—not an emotional 
theorist; but a practical business man, a nation- 
ally known sales-and-advertising expert. 



























In the September 8th issue of PRINTERS’ 
INK, John Allen Murphy, Associate Editor, 
analyzes the market, analyzes the product, and 
tells what he thinks of the Hubbell Te-Tap- 
Ten. Tells why these ten handy Hubbell 
specialties are making new sales records, why 
they will continue to sell, and how they are 
blazing new trails in the electrical 
specialty business. 








Are you getting your 
share of these profits? 





Of Interest 
to the JOBBERS’ SALESMEN: 


Hubbell Salesmen in demonstrating for jobbers have 
repeatedly sold 9 out of 10 “toughest prospects’’ 
among dealers. They do it through telling the 
dealer some of the things Mr. Murphy worked out 
in this article. We have had it reprinted in 
pamphlet form. 














Mp, SY pays Kehomen- 


Li P 
/ 
iA 7. Ke ne 


| 
—want a COPY? | pnt 


HARVEY HUBBELI« 





SPECIALTIES 


CONN, U.S.A. 


ELECTRICAL 


BRIDGEPORT 


2165-U 








NEW YORK SAN FRANCISCO CHICAGO 
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Central Division, E. S. J. A. Holds Meeting 


HE Central Division of the Elec- 

trical Supply Jobbers’ Association 
held its regular Fall meeting at the 
Drake hotel, Chicago, September 22 
and 23. An excellent program was 
presented under the direction of the 
division chairman, William R. Her- 
stein, president of the Electrical Sup- 
ply Co., Memphis, Tenn. The idea of 
a formal] program, with a fair division 
between open and executive sessions 
covering two days, was received very 
favorably, and the chairman given a 
vote of thanks at the close of the 
meeting. 

At the first session, on Thursday 
morning, F. P. Vose, secretary of the 
National Electrical Credit Associ- 
ation, presented a very _ interest- 
ing commentary on credit conditions. 
indicating that the number and amount 
of credits outstanding were increased 
considerably, but that by and large 
conditions were more favorable than 
might be expected. 

George H. Hughes, president of the 
Edison Electric Appliance Co., Chi- 
cago, Ill., delivered an address on the 
“General Business Conditions and the 
Trend of Prices for the Rest of the 
Year.” 

At the afternoon session Wesley E. 
Shea, of the Republic Finance & In- 
vestment Co., Indianapolis, Ind., de- 
livered an address on ‘Financing 
Sales of Household Motor-Driven De- 


vices.” 


Mr. Shea discussed many instances | 


which led to the conclusion that the 
only opportunity of maintaining sales 
of these devices in volume lay in put- 


ting the business generally on a basis 


of installment payments. 

He demonstrated that the American 
people had accepted the idea of part- 
time, or installment payments; that 
there was absolutely no odium at- 
tached to this method of securing con- 
veniences, and that the underlying 
honesty and integrity of the American 
people made the installment plan busi- 
ness a safe one. 


He outlined the method by which 
funding companies are accepting the 
dealers’ paper, with or without the 
endorsement or guarantee of the elec- 
trical supply jobber, but recommended 
and urged very strongly that the elec- 
trical supply jobber co-operate with 
the funding companies in maintaining 
the dealers’ credit and assisting them 
to liquidate these part payment ac- 
counts. 

On the subject of the present ten- 
dency of the appliance business, as 
applied to devices selling at $50.00 
and over, C. J. Litscher, president of 
the C. J. Litscher Electric Co., Grand 
Rapids, Mich., made a very interest- 
ing and inspiring talk on the oppor- 
tunity of the electrical supply jobber 
to make this character of business a 
distinct and distinguished success. 

This business involves the employ- 
ment of specialty salesmen and the 
intelligent and aggressive following 
up of enlightened advertising and sell- 
ing. It involves, also, a strong capital 
position upon the part of the electrical 
supply jobber, or favorable arrange- 
ments with funding or financing com- 
panies to take care of the dealers’ pa- 
per in order to make possible the free 
use of liquid resources and frequent 
turnover of the articles and the money. 








This photograph was taken at a recent 
picnic of the Electric Club of Buffalo. 
Upper row, left to right, L. E. LeVee, 
Arthur Zeuzius and Mr. Smith, all of the 
Smith-LeVee Electric Company. LeVee is 
president of the Electric Club. The lower 
row asked to be designated simply as 


“ce 


row.” Why for? Search us. Women are 
funny that way. 


So far as his own organization wa, 
concerned, these conveniences had not. 
up to this time, returned to him an 
measurable profit, but he was building 
for a stable and profitable market in 
the future and was willing to stake a 
considerable portion of his resources. 
even under adverse conditions, to es 
tablish a selling organization and a 
method of doing business which he felt 
would, in the long run, bring him am 
ple return for the money and effort 
expended. 

On the morning of the second day. 
the meeting opened with a most inter 
esting and instructive address by A. J 
Selzer, sales manager of the B-R 
Electric Co., Kansas City, Mo., on tl. 
subject “Does It Pay the Jobber to 
Have Specialty Salesmen, Promotion 
Managers, Lighting Experts, etc.?”’ 

Mr. Selzer spoke strongly in the 
affirmative, and pointed out the hard 
and conscientious work that it was 
necessary to do in building up an or- 
ganization of specialty men, not only 
salesmen, but men qualified to render 
engineering and other expert service 
to dealers and to their customers. 

The question, “What Is Being Don 
to Meet Present Business Conditions 
in the Way of Reducing Expenses: 
brought out many interesting sugges 
tions from R. P. Oblinger, president 
of the Indianapolis Electric Supp] 
Co., Indianapolis, Ind., Mr. Litscher 
and Henry Andrae, of Julius Andra: 
& Sons Co., Milwaukee, Wis. 

The general consensus of opinion i 
this matter is, that we must face tl 
present situation intelligently and 
courageously, and realize that, even 
though a great many expectations and 
personal habits had been inspired }) 
the considerable increases that the r: 
cent extremely prosperous busines: 
times had made possible for bot! 
executives and employees, a readjus 
ment was inevitable. 

In the afternoon many members «! 
the Central Division were the gues‘s 

(Continued on page 75) 
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The Davis Trust Com- 
pany Bank at Elkins, 
West  Virginia— 
Twelve cast bronze 
ornamental Denzars 
were installed in the 
banking rooms by the 
Elkins Power Com- 


pany. 






















Denzar is made in 
mar y styles. types 
and sizes ‘to meet 
every commercial 
lighting requirement 
Thousands of installa 
tions have been made 
in banks, stores, of- 
fices, schools, ete. 








You Can’t Bank Tomorrow Unless You Sell Today! 





Maybe you have some good prospects you 
intend to call on some day. But until you 
do call on them and use your best salesman- 
ship, they are going to remain prospects and 
not customers. Sales of staples may have 
slumped but what of it? There are dozens 
of high grade specialties that can be sold at a 
good profit and Denzar is one of them. Some 
places of business are active, others are plan- 
ning remodeling or new locations. The brains 
of every business house are active and men 
are in a receptive mood for suggestions. 


Right now is the time to talk new lighting 





BEARDSLEE CHANDELIER MFG. CO. 


equipment in keeping with other improve- 
ments. 

Your prospects—who are they? Call on 
the ones you have in mind. Talk over your 
plans with your dealer customer. He can 
suggest others and together you can sell 
where he alone might fail. The people have 
the money, the factories and jobbers have 
the merchandise. All we need to get the 
merchandise moving to the people and the 
money to the dealer, the jobber, and the 
manufacturer, is more go-getter salesmen. 


We'll help. 





Menufacturers of a complete line of chandeliers and bronzes for every lighting requirement 





218 South Jefferson 
Street 









"CHICAGO. 
ILLINOIS 
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Popular 
Push-Button 
Socket 














For 
Portables 

and Dainty 
(Boudoir 
Lamps 























Qualityx\ that 


Last 





PES $-34 Push-Button 
‘Body—Operated 87,600 
times at 3A.--250V. 


This is equal to 48 years at the average 
of five operations a day 


Order P&S Push-Button Sockets~O Now 
Prompt “Delivery 





‘Pass & Seymour, Inc. 
SOLVAY, eNEW YORK, U.S. A. 
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WE CAN MAKE THIS AN ELECTRICAL CHRISTMAS 
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Who Says There Ain’t No Santa Claus? 
An Appeal for Action 


By FRANK B. RAE, JR, 


AMN the man who quits with- 
out trying! 
You know the impoverished 
pelican I mean—the fellow with 
the ingrowing grouch and shiny pants who 
sings a dyspeptic soprano in the crepe- 
hangers chorus. His favorite dirge is: 





It can’t be done. It can’t be done. 
Don’t try or you'll regret it. 
When salesmen call, don’t bite—sit tight— 


Or in the neck you'll get it. 


There’s a lot more verses—one about let- 
ting him return goods that he bought seven 
years ago, and one about giving him big- 
ger discounts, and one about going out and 
doing all the sales work and giving him the 
profit. ‘Then there are verses about hard 
times and slow collections and high taxes 
and department store competition. But the 
most doleful dirge of all is the one about 
the Christmas sale of things electrical. You 
remember that one— 


It can’t be done. It can’t be done. 
There ain't no Santy Claus. 
You can’t sell goods at Christmas time, 


Because—because—because. 


Now, just suppose Georges Carpentier 
had said something like that to Tex Rick- 
ard when the promoter offered him a match 
with Jack th’ Dempse. Tex would have 
said, “Listen, you poor frog: I am offering 
you two hundred thousand berries to take 
a beating, and it'll be worth a million to 
vou to win. Suppose you do lose; don’t the 
loser’s end look a little bit bigger than 
nothing at all?” 

I look at this business of selling electrical 
goods at Christmas time about the same as 





Carpentier looked upon the mess with 
Dempsey. ‘The loser’s end is all velvet. 
And the dealer who goes after the Christ- 
mas coin has really a sporting chance to 
win big. Then why not try? There are 
only two possible answers to that question 
—either you’re afraid of a hard battle, or 
both you and your dealers are members of 
the Sons and Daughters of It Can't Be 
Done Society. 


* * * 


The practical problems of selling elec- 
trical goods as Christmas gifts are nothing 
to lie awake nights over. 

In previous years the procedure has been 
to wrap up a few items such as flat irons 
and percolators in nice, bright holly paper 
and load up the retail trade. That method 
will hardly work this year. Instead of sell- 
ing Christmas packages—or in addition to 
selling Christmas packages—the jobber’s 
salesman’s job this season is to sell the 
Christmas idea. 

He must, first of all, persuade himself 
that it can be done. Then he must persuade 
his dealers that it can be done. He must 
realize that the season of good-will-on- 
earth is also the season of devil-take-the- 
hindmost and the electrical trade’s bid for 
the Christmas business requires a display 
and sales effort comparable to that made 
by other classes of trade. 

But such effort does not necessarily in- 
volve much expense. Mostly it means early 
and careful planning, advance decisions, 
preparation. 

Nor does the dealer have to invest in any 
staggering array of stock. Most of the 
items which can best be sold for Christmas 
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gifts are already on hand. 
an electrical Christmas sale means little 
more than filling up the holes in dealers’ 
present stocks and adding such seasonable 
items as require to be ordered in advance 
to insure delivery. A few novelties, a few 
toys, a few bright and catchy items to add 


To prepare for 


to the store’s cheerfulness, are. about all 


that are required. 


“But—helz belz!—what good will it do 
us to spread the Christmas idea if we don’t 
get any orders?” demands the hard-boiled 
jobber executive. 


Patience. 


If you jobbers and your salesmen can 
initiate a selling activity that will clean off 
from the dealers’ shelves all the old perco- 
lators, all the trick toasters and jazz-palace 
portables and last year’s tree-lighting sets 
and other dead and dying stock, you will 
have put the electrical trade of the nation 
on its feet. 


Orders will follow. 


A merchant cannot do business without 
stock. Help him strip his shelves and he 
must buy replacements. Turn his mori- 
bund assets into cash and he will pay his 
bills. Give him a taste of prosperity and 
he will forget hard times and the price of 
coal. He will send your house orders by 
telegraph and razz you because shipment 
was not made day before yesterday. He 
will treat you to holiday cigars out of the 
box his wife bought. In exceptional cases 
he will name the new baby after you. 


Get this point straight; retail business is 
the cause and jobber orders are the effect. 
No retail business—no jobbers’ orders. No 
cause—no effect. The trouble with you is 
that you’ve been going around with your 
pants on backwards. 


So I say to you, go out and sell the 
Christmas idea. Help your trade to cash 
in on that idea. Help them sell; don’t sim- 
ply ask ’em to buy. Get the dusty old 
Golden Rule from out the moth balls and 
put it to work for the good of the industry, 








the good of your customers, and the lasting 
good of your house and yourself. 


Orders will follow. 


* * * 


We CAN make this an electrical Christ- 
mas. 


The trade press of the industry during 
the next two months will be glutted with 
articles detailing Christmas sales successes 
of previous years, giving hundreds of hints 
and hunches that can be utilized in making 
this the greatest electrical Christmas ever. 
The only unknown factor in the problem 
is the will-power, the industry, the persua- 
siveness, the guts and gumption of— 


(a) Jobbers who must have sufficient 
stocks to enable the retail trade to make a 
killing without said retailers being called 
upon to invest too heavily in new stock. A 
successful electrical Christmas in 1921 
means, first of all, cleaning the shelves of 
the retailers, and secondly, standing behind 
them with enough merchandise to replen- 
ish. 

(b) Jobbers’ salesmen who must sell 
the Christmas idea so thoroughly that their 
dealers’ success will be automatic. 


(c) Dealers who must put forth display 
and sales effort of such quality and vitality 
that their stores will stand out as beacons 
among the many other kinds of stores which 
bid for Christmas business. 


These are not things that require any 
meetings of associations or passing of res- 
olutions. The problem is individual with 
each of us. One jobber’s salesman can 
make 1921 an electrical Christmas in his 
territory. One dealer can make an elec- 
trical Christmas in his town. It’s up to 
you. 


Let us all rise and sing— 


It CAN be done! It CAN be done! 
There’s no such word as quit. 
Electric Christmas gifts will sell 
If each man does his bit! 
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A Classified List of Electrical Christmas Suggestions 


This list includes electrical gifts of all kinds for utility, convenience, decoration, 
Many are as appropriate at any time of the year as at Christmas. 


amusement. 


education and 
However, where 


Christmas purchases are restricted to articles of maximum usefulness the dealer should be prepared to 
supply electrical goods for the permanent equipment of the household, farm or automobile. Therefore, 
there are included such things as lighting fixtures, farm lighting plants, farm and dairy appliances, 
refrigerators, electric vehicles, automobile accessories, as well as household appliances, tools, toys, 


radio equipment, etc. 


All of the items on this list are taken from the 


“EMF 


comprehensive lists of their manufacturers. 


Adapters, lamp. 

Adapters, lighting fixture. 

Ammeters, automobile and electric 
vehicle. 

Ammeters, battery or pocket. 

Attachments, luminous (for switch 
buttons, pull chains, etc.). 


Bags, electricians’ tool. 
Bases and standards, floor lamp 
(metal, reed or wood). 


Bases and stands, table lamp 
(metal, pottery, glass, reed, 
wood). 


Baths, electric light (or electric 
bath cabinets). 

Batteries, dry, flashlight. 
Batteries, storage, automobile ig- 
nition, lighting and starting. 

Bells, vibrating 

Blankets, electrically heated. 
Boilers, electrically heated. 
Bowls, lighting fixture, glass. 
Brackets, desk telephone. 
Brackets, wall fixture. 
Broilers, electric. 

Brooders and hovers, electric. 
Buzzers, radio 


Candelabra fixtures. 

Candles, electric. 

Cars, electric toy. 

Chandeliers, electric. 

Chests, electricians’ tool. 

Chimes, electric. 

Choppers, meat and food, electric 

Christmas tree lighting outfits. 

Churns, motor-driven 

Clamps, lamp. 

Cleaners, billiard table. 

Clippers, horse, motor-driven 

Clocks, alarm, electric. 

Clocks, automobile, electric. 

Clusters, floor and table lamp. 

Coils, induction, electrotherapeu- 
tic. 

Coils, Tesla, radio. 





Combs, electrically heated. 
Cookers, electric, “‘fireless’’. 
Cooking pots, electric 

Corn poppers, electric 

Cream separators, motor-driven 
Cream whippers, motor-driven 
Curling irons, electric. 

Curling irons, with combs, electric. 
Current taps. 

Cutters, pair, motor-driven 


Detectors, radio. 

Dimmers, automobile headlight 
Dimmers, lamp socket. 

Dishes, chafing, electric. 


Dishwashers, electric household 
type. 
Disinfectors for clothing, bed- 


ding, etc. 
Door-openers and closers, garage, 
motor-operated 
Door-openers, 
magnetic 
Driers, hair, electric. 


house, _electro- 


Egg beaters, electric. 

Egg boilers, electric. 

Egg testers or candlers, electric 

Electron (or vacuum) tubes, ra- 
dio. 


Engines, toy, electric. 


Fans, desk and bracket. 

Fans, exhaust or ventilating 

Farm lighting and power plants. 

Farm utility power stands and 
attachments 

Fireplaces, electric. 

Fixtures, lighting, residence. 

Flashlights, hand and_ pocket 
types. 

Flowers, electrically lighted. 

Fountains, electric (table and 


other small types). 
Frames for lamp shades. 
Freezers, ice cream, motor-driven. 
Frying pans and kettles, electric. 
Continued on next page 


Electrical 





Year Book,” which 


gives 


Fuses, automobile 

Generators, automobile 

Generators, experimental and mis- 
cellaneous 

Gloves, electrically heated. 

Griddles, electric (household 
type). 

Grills, electric. 


Headlights, electric, automobile. 
Hearing devices for deaf. 
Heaters, air or space (radiators), 
circulating liquid type. 
Heaters, air or space (radiators), 
luminous type. 
Heaters, air or space (radiators), 
non-luminous type. 
Heaters, electric, automobile. 
Heaters, electric, curling iron. 
Heaters, electric, shaving mug. 
Heaters, electric, water (instan- 
taneous or faucet type). 
Heaters, electric, water or other 
liquid (immersion type). 
Heaters, electric, water or other 
liquid (miscellaneous type). 
Heating pads, electric. 
Horns, electric, automobile. 
Humidifiers, air, electric. 
Humidifiers, cigar, electric. 
Hydrometers, storage battery 


Ignition accessories, miscellane- 
ous. 

Incubators, poultry, electric. 

Instruments, radio. 

Ironing machines, electric (house- 
hold). 

Irons, electric, 
hold). 

Irons, electric, pressing (toy). 

Irons, electric, pressing (trav- 
elers’). 

Irons, electric, soldering. 


pressing (house- 


Kettles, electrically heated (pre- 
serving and miscellaneous). 
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A Classified List of Electrical Christmas Suggestions—continued 








Keys, radio. Oscillators, radio. Stereopticons 
Kitchen power units or power Ovens, electric, baking and roast- Stills, electrically heated. 
tables. ing (portable). Sterilizers, electric. 
Kits, tool, electricians’. Ozonizers, therapeutic. Stoves, electric, disk or table. 
cS ’ 
Knives, electricians’. Stoves, electric, toy. 
> ape ».elers reaets > —_— 
Parers and peelers, vegetable and Switches, pendent and cord. 
Lamps, automobile. fruit, motor-driven Switches, pull (plug-socket type). 
Lamps, boudoir. Percolators, coffee, electric. 
Lamps, clamp, bed or dresser. Phonographs, motor-driven. Tea kettles, electric. 
3 S 5 
Lamps, desk. Pianos, electrically operated. Tea pots, electric. 
Lamps, floor. Pianos, motor drive equipment Telegraph sets, amateur. 
, 1 
Lamps, hand, inspection, exten- for. Testers, automobile 
; 3 ’ > 
sion or trouble. Plates, het, household and _ port- Testers, battery 
Lamps, incandescent, candelabra able. Testers, miscellaneous circuit 
and miniature Pliers, cutting Testing sets, portable 
Lamps, incandescent, decorated Pliers, insulated Toasters, ‘electric, household or 
and tree. Plugs, spark. table. 
Lamps, incandescent, double fila- Projectors for postcards, pictures, Toys, electric, miscellaneous. 
ment or regulating. ete. Transformers, bell-ringing. 
Lamps, incandescent, tungsten, Pumps, air or tire, electric. Transformers, radio. 
I gas-filled. Pumps, house, electric. Transformers, socket type. 
~ 4] . ’ ) +} 
amps, incandescent, tungsten, Push buttons, floor and extension Transformers, toy. 
panning Transmitters, radio 
Lamps, piano. Radio sets or outfits, complete, ees See 


amateur and experimental. 


Lamps, portable (special and mis- ; . a 
Railways, electric, miniature and 


cellaneous). 


Urns, coffee, electric, table or 
household. 


Lamps, table or reading toy. : 
aé S, Té é ° : 2e . .- ans Urns, tea electric table or house- 
Lamps, therapeutic. Ranges, electric, domestic or ; 

household. rold. 


Lamps, vehicle and bicycle. 
Lanterns for decorative lighting 
fixtures. 


Receivers, radio. 


Rectifiers, battery-charging serv- Vacuum cleaner attachments. 


Vacuum cleaners, portable. 











Lanterns, magic. ice. robe . 
I sare Refrigerators, electric, household. Vehicles, electric, passenger or 
anterns, portable, dry battery. ” ; 
: ; : ’ Relays, radio. pleasure car type. 
Lighters, cigar, electric. i camniinliac acl Vibrat or ee 
Lighters, gas, electric ee Se ee ae, ee 
Lighting specialties, decorative Samovars, electric. aac ee ere 
_and miscellaneous. Screw-drivers, insulated h ae ld me : 8 
Lights, phonograph. Sewing machines, electric, house- ( ene ype). 
Locomotives, electric, toy and hold (desk type). Violet-ray high-frequency appar- 
miniature. Sewing machines, electric, house- atus, electrodes and _ attach- 
Logs, electrically illuminated and hold (portable type). ments. 
heated. Sewing machines, electric, house- Voltammeters, battery or pocket. 
; : hold (semiportable or cabinet). Voltammeters, dashboard or ve- 
Medical batteries. ‘ : : 
- ; : Shades, glass (plain, opal, dec- hicle. 
Mirrors, shaving or toilet, electric- 2 . 
ally lighted orative and art). Voltmeters, automobile and elec- 
Mixers, cake and dough, motor- Shades, parchment, paper and cel- trie vehicle. 
elena. luloid. Voltmeters, battery or pocket. 
Mixers, drink Shades, reed, rattan or wood- Vulcanizers, electric 
Motion-picture machines, minia- 7 framed. 4 ‘ ; 
ture, motor-driven. Shades, silk, cretonne, linen or Waffle irons, electric, household. 
Motors, a-c., fractional horse- other fabric. Warmers, food or roll. 
power Sheep-shearing machines, motor- Warmers, foot (indoor type). 
Motors, battery and toy. driven Warmers, milk (immersion type). 
Motors, d-c., fractional horse- Skinners, wire Warmers, milk (nursing bottle 
3 3 5 
power Slicers, meat, electric type). 
Motors, phonograph. Sockets, dimming. Warmers, plate or dish. 
a sCwms cpm da Sockets, duplex or twin. Warmers, steering wheel. 
ORE, CHERERE BO. WRT ae. Spotlights, automobile. Washing machines, household 
| Musical instruments, miscellane- . , 
: Stands or rests for electric press- “clothes. 
ous, electrical spore - : 
ing irons. Wavers, hair, electric. 
| Novelties, electrical. Starters, automobile (complete Winders, magnet 
| Numbers, house, illuminated outfits ). Wire-measuring reels 
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As long as there are children there will be Christmas spirit 
and brisk holiday trade 





Prepare now 


for the Holiday Trade 


Stock the G-E Christmas ‘‘Arborlux” now! Sell 
; your trade dependable and safe illumination for 
TF Pan! their Christmas Trees. With this set the failure of 
one lamp does not darken The Tree, for the lamps 
are operated in multiple from any a.c. 110 volt 
circuit through a small transformer. 


Get this set for your tree—ask for the G-E. Arborlux 
in the blue and orange picture package. 


The “Arborlux” has year-round utility. It may be 
used for decorative illumination for banquet tables, 
convention halls, stores and store windows, summer 
houses, pergolas, etc. Or, the transformer may be 
used separately to operate toys. 


G-E “Arborlux”’ is sturdily and neatly constructed. 
It is a quality set appealing to the best class of 
trade. It is no shelf-warmer. 


Ask any G-E Distributing Jobber for further in- 
formation about the set and the complete line of 
sales helps. There is no time to delay. 


334-96 


General@Electric 
Saao Company tiene 
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Backed by the Seading 
Fixture Manufacturers in 
the United States 


The Williamson Plan for Jobber and Dealer 
is a combination of merchandising methods that 
marks an epoch in lighting fixture manufactur- 
ing and selling. 

The plan is sponsored and backed by 7 lead- 
ing fixture manufacturers in the United States. 

Working together harmoniously toward a 
common goal—more sales—each of the seven 
factories will specialize on a line of fixtures best 
suited to plant and equipment. Side lines will 
be discarded. All energies will be devoted to 
one main line with the result that quality will be 
improved while manufacturing costs are being 
hammered down to bed rock. 
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224 Fifth Ave. Washington and Jefferson 711 Mission St. 
New York Chicago San Francisco 
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The Dealer, in turn, secures advantages im- 
possible with other methods of Merchandising. 
He buys in small quantities only as often as 
necessary to replenish depleted stocks. He 
keeps his capital liquid for expansion and devel- 
opment instead of tying it up in merchandise. 
His turnover is more rapid. With smaller cap- 
ital Ais sales are larger. Each invested dollar 
earns bigger dividends. 


Do you appreciate the money-making possi- 
bilities open to you through the Williamson 
Plan? You do—or you wouldn’t be in the light- 
ing business. Take the first step toward greater 
success by writing us now. 


R WILLIAMSON &- COMPANY 
Washington &Jefferson Sts. Chicago. 


224 Fifth Ave. Washington and Jefferson 711 Mission St. 
New York Chicago San Francisco 



















HE most important announce- 

ment that has been made to the 
trade in the past three years will be 
published, over our signature, in a 
special four page, two color adver- 
tisement to appear in the November 
issues of Electrical Merchandising, 
Journal of Electricity—Electrical 
South and October 29th issue of 
Electrical Review. 


Don’t fail to see it and read it. 
Every jobber, every salesman, and 
every dealer in electrical housekeep- 
ing appliances will be interested. 


The Apex Electrical Distributing Company 


1067 East 152nd Street CLEVELAND, OHIO 


Exp ort Office and Shou Room ° adia 1 Fa cto ry: 


561 Eighth Avenue APEX ELE sania \L MFG. a L sos 
NEW YORK, N. Y. 102 Atlantic Ave TORONTC INTARIC 
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“It Turns 
the Toast”’ 






















No trouble—no inconvenience—no scorched fingers or 
ruffled tempers. Simply turn down the rack and the 
Electric toast turns itself—quick, easy, convenient. 


Radiator 


Model . ° 
“5 leadership—places it above the average 


strictly competitive market. 


This feature alone gives the Rutenber Flipflop ‘Toaster 
out of the 





And that’s why you'll find the Rutenber Flipflop a big Xmas seller 
—an easy seller—an unusual profit producer. 

Write today for complete data on the Rutenber Line of Quality 
Electrical Products. Each item in this line is a money maker— 
quality built to insure the maximum profit with a minimum of sales 
expense and effort. 


Rutenber Electric Company 


Marion, Indiana 


New York Office: 145 W. 45th St. Chicago Office: 154 W. Lake St. 
- : Pacific Coast R sentatives: 
Electric Tablestove Model 207 Western Pe wy Gan Svandinen, ‘lan een and Seattle 
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Products for Holiday Trade 


Benjamin Nationally Known Wiring Devices for Making Things 
More Useful have always meant Quick Turnovers. No Frozen 
Stock. A Light Heart and a Heavy Purse for the Dealer at 
the end of the Holiday Season. 


Plug Twin Sockets 


The festival activities always produce an unusual demand 
for the Plug Twin Socket, Cat. No. 942. It is almost incred- 
ible, the number of hard-to-get-at places that develop at this 
time. It lies close to the wall, occupying little space and of- 
Cat. No. 942 fers no undesirable projection. 





Stand Lamp Clusters 


Here is another live and increasingly popular holiday wiring 
specialty. Whether the contractor-dealer buys stand lamps 
complete or assembles them himself, if 
they are equipped with Benjamin Stand 
Lamp Clusters they are 100 per cent 
more popular than the unknowns. 


The Wireless Cluster on the right (Cat. 
No. 850) groups the lamp receptacles 
into a neat, compact casing. Made in 
two or three light and easily wired. 


In the Adjustable Cluster (Cat. No. 891) 
the Pull Sockets are adjustable to any 
angle for any depth of shade. Made in 
Coens both two and three light. Cat. No. 850 











BENJAMIN ELECTRIC MFG. CO. 


247 West 17th Street 847 West Jackson Blvd. 580 Howard Street 
New York Chicago San Francisco 
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Make ie More Cecio 


The Dealer’s Holiday Stock is incomplete without a Heavy Reserve 
of these Popular Plural Socket Devices. The Big Demand is for 


BENJAMIN 
The Original Two-Way Plugs 


Distributors and dealers are doing business on 
Benjamin products at a profit, as usual. 
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Because we have reduced prices to give distrib 
utors and dealers every assistance in stimulating sales. 


























Because the margin of profit to the distributor and 
dealer is based on a recognition of the expense and 
effort involved in merchandising these products. 
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Because the merit and reputation of Benjamin 
products command recognition in the 

My tightest markets. 
li My 







































No. 92—Of Brushed Brass and Porcelain. Made 
like a fixture to harmonize with the fixture. Handsome, 
Sturdy, Reliable. 





No. 92 and No. 292, the Original Two- 
Way Plugs, have always been the dealer’s 
lead in popularizing plural socket devices and 
in making more convenient the use of cord- 
connected appliances. 





Reduced prices, established merit, prominent 
reputation and substantial and practical cooper- 
ation with the trade will maintain leadership for 
and bring millions of additional sales of No. 92 
and No. 292 to Benjamin distributors and dealers. 


3 al 


No. 292—Like the No. 92, but with My 
Pull Chain for switching the light with- 

out disturbing the other connected 
appliances. 





















Other Benjamin plural socket devices are now listed 
as follows: No. 93, at $1.30; No. 94, at $1.60; No. 941, 
at $.70; No. 942, at $1.00; No. 94214, at $1.00. 


We will be glad to supply Dealers with an unusually hand- 
some and effective assortment of colored window hangers and 
cards, easel counter stands, wall posters and other sales helps. 


BENJAMIN ELECTRIC MFG. CO. 


247 West 17th Street 847 West Jackson Blvd. 580 Howard Street 
New York Chicago San Francisco 
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SERVICE 


Combination Curling Iron and Waver Rod 


A top notch curling iron, fully guaranteed. Retails at only $4.50. A wonderful 
seller. Makes an ideal Christmas Gift. Stock these Irons for your holiday trade. 
Order through your Jobber today! If he cannot supply you, write us direct. 


NORTHERN ELECTRIC CO. 
224 N. Sheldon St. Chicago 
Manufacturers of the © RE Wahee et Eiectric 7 oy iron *”* 



























Introducing Another New 





























Electric Electric 
Motor Automatically 
Driven Stopped 











annie ONE- 4 - ALL 


Single Standard Unit Tree Set 
asiaiead The No. 109—9 Light Fancy—They Last Longer 
| Build Them Up As You Like 





THREE MODEL “A” 45 IN. HIGH, RETAIL.........$135.00 


MODELS MODEL “B” 48 IN. HIGH, RETAIL......... 185.00 Into 18, 27, 36 lights or more when desired. 
MODEL “C” 504 IN. HIGH, RETAIL... 225.00 Prepare Now For Christmas Buying 
Console Queen Anne Retail $325.00. Better profits made by selling the Propp Quality Line. 
Write for our interesting proposition. No. 109 costs no more than ordinary lamp sets. 
Electric motors only for replacement in any ma- Write for Catalogue 
chines can be supplied. Truly appreciated and last- M. PROPP CO. 
ing Birthday, Thanksgiving or Holiday Gifts. 524-528 Broadway, New York 
CHICAGO OFFICE, 618 W. Jackson Blvd. 
LAKESIDE SUPPLY co INC PITTSBURGH OFFICE, 614 Fulton Bldg. — 
°9 e SAN FRANCISCO OFFICE. 711-715 Mission St. 
416 SOUTH DEARBORN STREET 


2 Months to Christmas Shopping 
Telephone Harrison 3840 CHICAGO, ILLINOIS Time to Get Busy 
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WE CAN MAKE THIS A ¢ ELECTRICAL C CHRISTMAS 
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The Violetta 


De Luxe 


No expense has been spared 
to make this the handsomest 
and most elaborate machine 
on the market. Will satisfy 
the most fastidious taste. 
The best violet ray machine 
on the market. 


Retails at $22.50 
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Breaks Selling Records All the Time 


The sensation at the recent New York Electrical Show where the record for sales was broken. 


No matter what the business conditions may be—whether we have good times or bad—it would appear that the 
idea of keeping well is thoroughly sold to the American public, and no expense is spared to maintain good 
health and physical efficiency. 


This is undoubtedly the reason why jobbers’ salesmen have been selling thousands upon thousands of our violet 
ray outfits, particularly the “Baby Violetta” and the “Violetta De Luxe.” 


You can unhesitatingly recommend our violet ray outfits to the dealer, and the dealer can recommend them 
just as conscientiously to his customers. Get your dealer to stock the “Baby Violetta” and the “Voiletta De 
Luxe.” Packed in standard package. Have him make a good display and they will sell themselves. Every 
outfit is accompanied by full instructions for use. 


We will stand back of our goods and stand back of you. There are thousands in every-day use, and their reli- 
ability and practicability cannot be denied. 


A Rare Opportunity for a Holiday Line 


We will give you any assistance you may require and will gladly furnish you with such helps for your dealer 
as a beautiful five-colored display stand, folders and illustrated letters for his prospects, newspaper cuts, etc. 


In order that we may supply every electrical jobber and dealer with his quota of Bleadon-Dun machines we 
recommend that you place your orders, for fall and Christmas trade, right now. 


BLEADON-DUN COMPANY 


World’s Largest Manufacturers of Violet Ray Machines 


213-217 So. Peoria St. Chicago, Illinois 


NEW YORK, 1328 Broadway SAN FRANCISCO, Western Agencies Inc., 711 Mission St. BOSTON, 830 Washington St 


The Baby 
Violetta 


A popular-priced violet ray ma- 
chine, complete in every detail. 
Built with the same care and 
skill, and of the same high grade 
materials as the more expensive 
models. We guarantee its wear. 


Retails at $12.50 
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Quick Turnover_ 
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MEL TRA 
QMultivolt Transformers 











END for handsome catalog illustrating all Lionel out- 
fits and accessories with price and discount sheet. 


We will send with it our assortment sheet, describing Complete 


Lionel assortments from $50 to $500—every number 


a ready seller. Write today. Stock this nationally ad- Lionel 
vertised line that gives you quick profits. 


Lionel Multivolt Toy Transformers are approved By Outfits 
the. National Board of Fire Underwriters. 


THE LIONEL CORPORATION 48-52 East 21st Street, New York 
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Really Sell— NS 





The 


BEAVER 
SWITCH 


Patented and 
Patents 
Pending 






3 Amp. 250V 
6 ” 125V 


PLUG 


Most of you already know it — and have made 
money selling it—for you who were in on the ground 
floor know how the trade welcomed this clever brand 
new device a few months ago when nobody was buying 
anything. You know only too well how dull business was— 
then along came BEAVER with this clever combination of a switch right in a heater plug, made to fit 
on any appliance. It puts a switch just where it is wanted, at the appliance. It was just what 
everybody wanted, the first successful universal switch plug. It was welcomed from coast to coast. 


The BEAVER SWITCH PLUG has our regular standard snap movement. There is nothing better, 
as no other movement has the same speed and endurance. The casing is slender and graceful and 
the red and black buttons are of clean, bright high heat composition. The whole switch is substan- 
tially made in the BEAVER way using the best materials and priced as low as is consistent with the 
quality we must always maintain. 








If your company or you, Mr. Salesman, are not selling this quick seller you are both letting good 
American dollars get away from you. 


Xmas is Coming 


and you must realize, and then teach your customers to realize that they can easily sell a switch plug 
with every electric iron. It will also pay you to look up our ad in October Electrical Record and 
Electrical Merchandising. 


Manufactured by 
Beaver Machine 
& Tool Co. 
Newark, N. J. 
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HERE ARE THE 
ADVERTISEMENTS ; M4 ER 
e : The 


Help make Sales 


this a big 
Emeralite Year 








ITH the help of the 


dealer, we are going 


GREEN GLASS to make this a big Emeralite 


year. 


There is hardly a modern 

office, a bank, a trust com- 
pany or institution that does not know Em- 
eralites. It is possible, with a little well-directed 
sales effort, to add to this equipment. 


From the desk of the president clear down the organiza- 
tion ladder, there is an Emeralite for every worker, mana- 
ger, accountant, typist, adding machine operator, etc. 
Every one especially fitted for its peculiar work. 


In your own city there are hundreds of opportunities to 
sell Emeralites. All merchandise must be sold today. We 
are going to pave the way for these sales and are going 
to sell the story of Emeralites to your customers, but you 
will have to follow through. 


The Emeralite line holds so much in common for the 

dealer, both from the standpoint of quality goods and 

standard lighting equipment, that 

returns will be in proportion to 

sales effort expended. 'B DAYLICHT | 
| 


SCREEN | 
er 
nc 


The Daylight Screen can be 
easily attached to any Emeralite, 
old or new type. Uses standard 
4o- or 50-watt electric lamp. 


m™ H.G.McFADDIN & CO. 


MAKERS OF LIGHTING DEVICES SINCE 1874 














National Desk Lamp 
Emeralite | | 
advertising in 
seventeen big cities 








MERALITES sell readily wherever there is 
E an existing requirement or wherever you 
can demonstrate one. 

There are over fifty different types of Emeralites—one for 
every office or home requirement. Emeralites are dis- 
tinguished by their Emerald glass shade (a 

color peculiar to Emeralites). Our catalog 

describes every one in this complete line. 

This season we will advertise Emeralites in 

the newspapers of seventeen big cities. Nearly 

every present Emeralite dealer is in the zone 

directly affected by this big advertising effort 

and should benefit accordingly. The “Ameri- 

can Magazine” will also be used to carry the Emeralite 
message to its vast circulation. 





Tie up your local effort with this campaign 


x Ce 





and help make this the big Emeralite year. 
is one of the biggest sales op- 


MERA LITE JR. portunities in the Emeralite 


line. Every home would be more complete with a Junior. 
This little chap hangs, clamps or stands anywhere—you 
don’t have to accommodate the place to Junior—it accom- 
modates itself to you. Sell the buyer of a big Emeralite 
a Junior—mother, father, brother, sister, anyone in the 
family can use Junior. To read, sew, study, work, etc. 
It’s portable and easily attached —just an ordi- 

nary socket. Junior is a real lamp—readily sold 
Wherever there is an existing requirement or 
wherever you can demonstrate one. 
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AN EMERALITE FOR EVERY LIGHTING NEED 
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The Jobber’s Salesmen will find it easy to line up dealers to handle the Duralectric Midget Cigar Lighters for the 
Christmas Trade, as a more acceptable gift for the man who smokes would be hard to find. It also appeals to 
women on account of its cleanliness and attractive appearance. No burnt matches to pick up. Current consump- 
tion is so small it is not worth mentioning. 






























Midget Intermittent Type cane Sanna Hy 
Midget Continuous Duty Cigar 
Lighter is also for use in the 
house, on the mantle, library 
table, and in the smoking room. 
The same in size and general 
appearance as the Midget In- 
termittent Type. 


An ideal Christmas or birth- 
day gift for the man who 
smokes. Current consumption 
exceedingly small. Beautifully 
fimished in grained mahogany, 
complete with cord and plug. 





lype MI (Intermittent Duty) 


Type M—110-115 volts. 60 
110-115 volts, 60 cycles—$13.00. 


cycles—$11.50. 


Licensed under Marsh Patents Maximum Discounts Allowed 


DURavectRIC - 


Cigar Lighter \ 


The Duralectric cece Highland Bldg., Pittsburgh, Pa. 





Send in your order early 
and avoid disappoint- 
i ment in delivery 














Triangle Xmas Tree Lighting Outfits 


“The line that stands for 
COMPLETENESS” 


You'll be unjust to yourself if you conclude to buy 
any line before inspecting ours. Samples sent to you 
at our expense, on memo. 

We make the Interchangeable Unit, the “‘Addon,”’ 
the “Buildup,” all New Single Unit Types that do 
away with the necessity of carrying 16, 24 and 32 light 
sets in stock. You can build these up by the use of 
our Single Unit Type outfit. We also carry the Dis- 
tributors and old Standard Series Types in mazda, 
carbon and fancy bulbs. 

The Triangle Line is Broad Enough to Supply 
any Type Outfit You Desire to Merchandise. 





\nd our sales policy has already been adjusted to the present business conditions requiring “rock 
ottom” prices. 
TRIANGLE OUTFITS are guaranteed 100% for efficiency. Every set is tested individually before 
shipped—a principle to which we have stuck for five years. 
It’s just as easy to sell a TRIANGLE OUTFIT to the consumer as a mazda lamp. 
Write or wire us for our proposition 


The Time to Buy is NOW 


Triangle Electro Trading Company 


; 77 Chambers St., New York, N. Y. 
Chicago San Francisco 


) Pee D ge Ne Pee SAN SAD SAN ee PEAY Se ee De Pe BEDE DIED IED EDR DIRE RIES DIRE REE EER Dee Dye BREE 
SI A OO A AN OAS ORAS OAS AML OA ORAM OA OA OAS ORAS 



























Fe 
K 


HE superiority of the BRYANT DUBL- 
DUTY SOCKET is so easily demon- 


strated that one can be sold with every 
current-consuming device. Your Christmas 
buying should include them. 


{N EACH STANDARD PACKAGE OF 
TWENTY WILL BE PACKED THIS 
SALES-COMPELLING DUBL-DUTY 
DISPLAY OUTFIT. 


THE BRYANT ELECTRIC COMPANY 
NEW YORK cides: paca SAN FRANCISCO 
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1 Socket Plugs 


Lead the Field—Others Follow 


First Composition Plural Socket Plug Marketed in United States. 
First Cold Molded Heat Resisting Composition Plural Socket Plug. 
Made or Marketed Anywhere. 
First Plural Socket Plug to Leave Lamp in Position Intended. 
First Plural Socket Plug to Admit Use Stock Shade Holders. 
First Composition Three Socket Plug on the Market. 

First Two Socket Plug to Reduce Price to $1.00 List. 

First Three Socket Plug Offered at $1.25 List. 


Get Your Share of the Benefit From Our Extensive Advertising and Values We Offer. 


These Plugs can now he secured from jobbers in every large city in the United States. 
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$1.00 Each f 
3 For $2.75 YOUR JOBBER CAN SUPPLY YOU. by digo 
AJAX 
STAY-PUT 
Get the habit of pushing They Satisfy! pogo 





A. 
71- 


I. 
73 Murray St. 112 W. 


No. 625 


Hall Berry A. Bennett Co. 











ELECTRICAL 
PRODUCTS 


No. 526 


Ajax Electric Specialty Co. 
1011 Market St., St. Louis, Mo. 


Alex. Hibbard, Inc. 














United Supply Co. 


Dallas 











Regardless of what other outfits you have seen this year you should see the “WOODWIN.” 
No more short life lamps, loose sock ets (we use a patented cement) or color burning off. 
with springs. 

Get our prices on Genuine Edison Mazda fancy 
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New Work — St. E. & C. Bldg. 529 
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The 100% perfect 
Xmas Tree Outfit. 
Our prices will surprise 
you, quality is better 
than you have ever ex- z 
pected. 
ion H 
~ 
Perfection Has 
perfect outfit. " p 
Every detail has been perfected. Outfits equipped 
All outfits are “WOODWIN TATCHON” 
et equipped. It is only necessary to carry the eight 
° 





light size in stock. 
need them. 
applied for. 


441 BROADWAY 


Connect them together as you 


No tools, no separate parts. Patent 


lamps. 


Electric Agencies Co. 
Tvay St. 56 Natoma St. 
San Francisco, Calif. 


AR Kappy Meo Boor 











No. 429 


May be washed and 
wili last indefinitely. 
Specify them for their 


BEAUTY 
AND 
DURABILITY 





No. 221 


No. 3191 


No. 3606 
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Tear this Advertise- 
ment out and pin to 
your letter head. Mail 
to us and we will send 
you samples subject to 
return—Do it right 
now. 


Been Reached! 


Thirty different styles. 
bon fancy for series outfits and tungsten fancy for 


Battery outfits. 
Write for samples and prices NOW. 


C. D. WOOD ELECTRIC CO. 


NEW YORK CITY 





Here is the 


We also have car- 
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WE CAN MAKE THIS 






AN ELECTRICAL CEIRISTMAS 











TOREADO ce 


Electric Hair Drier 


(Every One Guaranteed ) 


A Quick Seller to 
the Public at $15.00 


Blows hot or cold. 






Weighs about 2 lbs., operates on both a.c. and d.c. 
(Universal motor). Beautiful appearance. Simple 
construction, built to last. 











We have established a jobber policy on these and our 

other imported lines. We will cooperate with the job- 

ber in every way. The product is high class and we are One-Hand 
offering substantial discount. We are advertising the Thumb- 
product to your dealer trade. We want all selling fac- 

tors to make a good profit and have so arranged. Opera ted 











The Toreado Therapeutic Lamp 


The TOREADO offers sales 
possibilities unlimited. Retails 
at $8.00. It is light in weight, 
furnished with blue, red and 
white lamp of 25 watts. Hand- 
somely nickeled shell is 5 inches 
deep—71% inches over all. 





Holiday sales will soon be upon 
us. Get your orders in now on 
these low priced, quick sellers. 


TOREADO 


SALES COMPANY 


14 West 40th St. New York, N. Y. 
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Che Christmas Gift Jdeal 


How many times have your customers wished 
for a pendant heater that would absolutely 
prevent accidents to children—at the same 
time doing its work well, or better than any 
floor type heater? 





gee te Pe -cl 


will do just that!—and has the following addi- 
tional features: 


1. It weighs just one pound. 


2. So easily portable its uses are not limited to 
home and garage—you take it with you 
when traveling, just like a thermos bottle. 


3. The symmetrical lines and handsome all- 
nickel finish give the appearance of a per- 
manent fixture of ornamental design, when 
hanging in a socket. 


4. The low price—only $9.75—places it within 
reach of everyone, and leaves a nice profit 
for you besides. 


YOU! AS A LIVE SALESMAN owe it to 
yourself to present this to your dealer. Start 
now to HELP HIM BOOST HIS HOUSE- 
HOLD DEVICE SALES. 








620 Watts The Eastern Electric & Mfg. Co. 


110-120 Volts Incorporated 
101-103 Varick St. New York City 
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ee °° WITH THE 
BSZLOTTED SHADE 


A Verdelite fora 
Christmas Gift 





LTT ee” “SLOTTED SHADE”, this is one of the many marks of distinction 

of VERDELITE Electric Portables. The Rear View of the Green 
Glass Shade shows just how this Patented Holder is fitted on the Portable. This Practical and 
Convenient device saves time and trouble, because by the use of this Verdelite Holder, the Shade 
can be replaced or detached by simply using your two hands which instantly remove shade from the 
slot, permitting replacement of the shade without disturbing the electric wiring or other elements. 


Verdelite Portables are Practical, Artistic, and Economical, and possess distinctive decorative 


qualities which harmonize with the interior furnishings of the HOME or OFFICE 


The above selling points are evident to UP-TO-DATE Salesmen who get the benefits of increased 
business by selling VERDELITE Electric Portables. 


VERDELITES make excellent Christmas presents and NOW is the most opportune time to order 
these lamps. 


We will be pleased to send you the latest Booklet in three colors of the entire VERDELITE Line. 





FARIES MANUF ACTURING CO. 


DECATUR, ILLINOIS U. S.A. 
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ANYLITE “PRODUCTS 


ELL your dealers to round out their stocks with the Anylite Products. 
Here is a line of small conveniences that can be sold to everyone 
of your customers. ‘They are all year round sellers, and go particularly 
well during the fall and Christmas seasons. There is no danger of 
being overstocked as they move rapidly and are easily sold if demon- 
strated. 
Our prices are right and so is our sales policy, while last but not least, 
our goods are guaranteed to give satisfaction. 


Anylite Regulators......... $1.25 ea. 
« “Pe Bechets ...« +4. 15 ea. 
“ Lamp Gtaed..<..... 3.475 ea. 
“4” Extension So... ... 50 ea. 
a - De .20 ea. 






Look over your stocks and get ready for the Xmas trade 
(Note our new price on the Twin Socket) 


Anylite Electric Regulator combines chain pull 
socket with electric light dimmer. Will take Uno 
shade holder. Will work equally well on direct or 
alternating current. 

The Anylite Twin Socket is just right for the work 
it has to do, being strong and well designed. 

It is particularly adapted for basements, where, 
owing to its insulated covering, 
it eliminates danger from 
shocks. 


The Lamp Stand can be used for a multitude of purposes. 
Equipped with a Regulator it makes an excellent bed- 
room lamp, while combined with 
a our white Extension Socket and a 
Red small frosted globe, you have : 
5m a smé globe, you have a 
eee: combination that cannot be beaten for the price. For 
eof use as a distributor attach an Anylite Twin Socket 
and you have two outlets for your table appliances. 





\ The Anylite Extension Sockets are furnished in two 


A lengths, 4 in. and 2 in. and in both black and white 
SS 
Representatives 


finish. ‘They enable connection of appliances under 
narrow type shades, and like the Twin Sockets they 
A. Hall Berry, 73 Murray Street, New York City U. S. Electric Co., 710 Polk Street, San Francisco, Cal. 
P. W. Koch & Co., 19 S. Wells Street, Chicago, Ill. Dominion Battery Co. Ltd., Mill and Trinity Sts., Toronto, Can. 


ANYLITE ELECTRIC CO., Mfrs. 


Fort Wayne, Indiana 


/ 
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ERE is one of the newest features in electrical merchandising for 

the holiday trade—the Ilg Kitchen Ventilator—which is record- 
ing interesting sales figures among progressive dealers everywhere. 
The Ug Kitchen Ventila- 
tor instantly appeals to 
every woman’s heart and 
every man’ 
It is a comfort ev- 
ery family can afford. It keeps the kitch- 
en clean and inviting, exhausts every 
trace of greasy kitchen fumes, objection- 
able odors, smoke, steam, ete., and suc- 


cessfully ventilat 
tire house. 


itchend 
entila 


tion a much 


national market for the Lg 


now opportunities. 


Ask about our Special Holiday Proposition—see our novel Window Display 
stand and read our 24-page illustrated prospectus—it’s free for the asking 


—write us today. 


SEE THE SELF-COOLED MOTOR ON ILG FANS 





FOR OFFICES: 


Ventilator and established a new vein of 
profit for every merchant who is alert to 
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Our national advertising 
or has made home ventila- 
discussed 
topic from coast to coast—created a 


Kitchen 









STORES: 


FACTORIES PUBLIC BUILDINGS 
RESTAURANTS - THEATRES : HOUSESEte. 





2850 N. Crawford Avenue 





CHICAGO 





ILLINOIS 
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THE STANDARD ROYAL BLUE 
PORCELAIN CLAD LINE SIGNAL- 
LING AND UTILITY TYPES 


For the home, the apartment, the school, the fac- 
tory and for operating toy motors, toy 
trains, miniature lamps, etc. 





Mr. Jobber, Jobber’s Salesman, Dealer, Con- 
tractor, this is the line for you. 


Satisfied customers mean repeat orders. 


You can do it with The Standard Royal ,Blue 
Porcelain Clad Line. 


The Standard Transformer Company 


TRADE AMhamdare, MARE 
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Up 2 Date 
Electric Washing Machine 


i UP2 DATE fi 


em 


Especially Fine for the Holiday Trade 


GET BEHIND IT 
THISTLE MFG. CO. 





Warren, Ohio, U. S. A. 5716 Armitage Ave., - - Chicago 








The Biggest, Best, Most Helpful 
Christmas Present That $1 Can Buy— 


A Year’s Subscription to 
The Jobber’s Salesman 





of inestimable value to any one interested in the selling branch of 
the electrical business. 
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SUBSCRIPTION COUPON 
THE JOBBER’S SALESMAN, 
53 West Jackson Boulevard, 
CHICAGO, ILL. 
Please enter my subscription to THE JOBBER’S SALESMAN 


for one year. I enclose $1.00 to cover same. 


Every issue is full of in- 
teresting, instructive 
sales articles by the best 
writers in the country. 





FILL OUT THE 
COUPON AND 
SEND IT IN TODAY 
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WE CAN MAMIE TIEMS ELECTRICAL CHRISTMAS 











EVERYTHING IN IRONS 


There’s a Dover for Every Ironing Need 






















Two Dominating A-Best-O Features 


1. Turning the regulating screw at the heel 
of iron adjusts the temperature of ironing 
surface to any degree between 300° and 
600°. 


2. Once the proper heat on ironing surface is 
attained the thermostat inside the iron au- 
The A-Best-O Automatic tomatically maintains it. 


Premier of all Electric Irons 


FOR HOLIDAY SELLING 


“Everything in Irons” is an actual point of Dover service. No matter what prob- 
paar a 8 . . . 
lem the gift-buyer presents, there is a Dover Electric Iron to meet it. 





From the A-Best-O Automatic, the premier of all electric 
irons—to the popular priced Domanco, whether a 314 pound 
traveler’s outfit, or a 32-volt iron for the farmer’s electric plant, 
or a 250 volt pattern where the lower voltage cannot be used, 
the Dover line covers the customer’s needs. 


Every Dover embodies the famous VEA HEATING 
EKLEMENT—esistance wire solidly embedded in fused 
| alumina hermetically seals the wire 
si, & Meninte Meade tee and eliminates all air spaces. 





Hence all heat generated is rapidly transmitted to the 
ironing surface. 





New prices with liberal discounts for the dealer make 
the Dover proposition the best on the market today, and 
the Dover policy of servicing relieves you of this responsi- 
bility. 





SELL DOVER IRONS No. 6 Dover Electric Iron 


THE DOVER MANUFACTURING CO. 
Dover, Ohio 
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You Won’t See Anything 
“Green” Around the Dealers 









































sewing machine. 








We know it will take a lot more than 
a picture of a pretty woman and a 
good looking boot and ankle to sell 
the dealer on a sewing machine 
motor. 


You won’t see anything “green” 
around the dealers nowadays. They 
are looking for something that will 
not only turn but turnover. They 
are hard-headed because the custom- 
er is “hard-headeder.”” If you want 
to sell him something, sell him some- 
thing he can sell. The 
New Little Gem Sew- 
ing Machine Motor 
is it. 
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HE Dealer knows from ex- 

perience that there isn’t any- 
thing else that will do more harm 
to his business than a household 
motor that goes wrong. 


A woman isn’t usually in a mood 
to appreciate the best intention in 
the world when the sewing ma- 
chine breakdown spoils the day's 
work. So no matter how alert the 
dealer may be he doesn’t want the 
fuss that unreliable products 
always mean. 


The Little Gem Sewing Machine 
Motor is made by small motor 
specialists. Their ability has been 
demonstrated by a complete line 
of high speed motors, grinders, 
vibrators, hair clippers and other 
electrical specialties. The Racine 
mark on a small motor means de- 
pendability to the dealer. 


Even if the Little Gem did not 
have a long line of forerunners to 
justify confidence in it, it would 
win on its own merits alone. 
Nothing to get out of order. 
Operates equally well on A. C. or 
D. C. circuits. Fits any type of 


A swivel jointed bracket permits the motor to be turned in 


under the arm so that it is out of the way when the machine is closed. 
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The Safe, Soft 
Warming Pad 











Boosts Christmas 


Sales 





Sell a Warming Pad 
That Doctors Endorse 


Our circulation and publicity direct to 
the Medical Profession have made the 
warming VIT-O-NET the pad recom- 
mended to your customers. Upon inves- 
tigation doctors have found that the 
VIT-O-NET pads are safe and verify all 
our. many claims for them. 


60% of all pads have been sold through 
physicians’ recommendations. It will pay 
you to cash in on the pad advertised to 
this medical profession. 





Here are the talking points that make VI'T-O-NET 
the heating pad you can always sell. 


1. Passed by the N. Y. Tribune Institute. 

2. Heats to maximum in ONE MINUTE. 

3. Heats evenly over entire surface—no hot spots. 

4. New single circuit type. 

5. Temperatures range from 120 degrees in open to 165 under 
heavy blankets—the range suggested to us by many prom- 
inent doctors as being most beneficial. 

6. Absolutely safe—no danger of burning, as maximum tem- 
perature is 165 degrees under heavy bed clothing. 

7. Thermostatic control keeps heat constant when reaching 
165 degrees. 

8. Wire is woven into pad by special looms, thus adding to 
its durability, pliability, and absolutely preventing kink- 
ing or breaking. 

9. Soft and durable eider down cover. 

10. Extremely light weight—17 oz. complete with cord and 
plug. 

11. Sold by the biggest distributors of heating pads in the 
country. 

12. Used by the biggest and best hospitals. 

13. Quick turnover and satisfying profits. 

14. Guaranteed for one year against defects. 

15. Pliability, convenience and neatness APPARENT AT A 
GLANCE. 


Order a sample pad today and try its ap- 
peal on yourself. Let us send you our lit- 
erature and explain our window show 
card. 


THE VITONET CORPORATION 





































Asbestos yarn 


34 gauge special 
i core and cover 


alloy wire 
spirally wound 


Thermostat 
with platinum 
ae Contacts. 
Note looped 
Wires 
absolutely 
prevent 
breaking off. 





Eventually you will stock 
VIT-O-NETS—why not lead 
your competitor and do it 
now? 


Also ask us about the 


Vit-o-net Electric Blanket 
Size 63 in.x78 in. Warmth 100 deg 





143 Liberty Street 
New York City 
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Electrical Trade Publishing Co., 53 West Jackson Boulevard, Chicago 








Price $10.00 — 1,000 Pages 
Size 9x12 inches—Weighs 6 lbs. 


Sent on 10 days’ approval 
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How We Made 
Good Will 


When nearly everybody was raising prices, we kept the 
price of The Premier, first among cleaners, just where it 
belonged. 


That is where it was and that is where it zs. 
The price of The Premier is right—made 
possible because of quantity production. 
















At $42.50, with $10 for attachments (ex- 
cept Pacific Coast and Canada) every 
woman knows she is getting the best buy in 
the market. She has the double satisfaction 
of saving ten dollars and the pride that 
comes from the possession of a quality 
product. 


The American woman knows she ought 
to pay no more than $42.50 for an electric 
vacuum cleaner and that is the price of The 
Premier. 


Dealers handling The Premier are as- 
sured of satisfied customers. 





FIRST AMONG CLEANERS 





ELECTRIC VACUUM CLEANER COMPANY, Inc., Cleveland, Ohio 
Premier Service Stations in Principal Cities 
EXCLUSIVE CANADIAN DISTRIBUTORS: 

Canadian General Electric Company, Limited, Toronto, Ontario and Branches 
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A Message To Electrical Dealers 
q 





The electrical jobber, with ample, fresh stocks, subject 
to your instant call, is better prepared than ever to aid 
you in making this a profitable electrical Christmas. 


The electrical jobber’s salesman—anxious to serve you— 
is equipped with ideas, dealer helps and enthusiasm that 
you can capitalize. 


We Can Make This An 


Electrical Christmas 





We urge that you read the article by Frank Rae, 
examine the list of appropriate electrical gifts, study 
the manufacturer’s announcement, and get in touch 
with your jobber. Decide now to make this the 
best Christmas ever. 


“The J obbers Salesman 


53 W. Fadleaisis Boulevard 
Chicago, III. 


This Message is Being Sent to 5000 Leading Electrical Dealers—Get Busy 
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if Charles E. Browne, American Elec 


Supply Co., Chicago, and 
George A. Hughes, of the Edison 
Electric Appliance Co., Chicago, at 
the Evanston Golf Club. 
* ee 


trical 


New Association to 
Popularize Radio Apparatus 

A new organization known as the 
Pacific Radio Trade Association, with 
headquarters at 151 Minna St., San 
Francisco, Cal., has been formed and 
has adopted for its slogan, ‘Better 
Service to the Radio Amateur.” Its 
membership comprises manufacturers, 
jobbers, dealers and advertising men 
and its prime object is a co-operative 


effort to popularize the use of radio — 


The first this 
direction will be a joint exhibit and 


apparatus. step in 
demonstration of radio equipment at 
the California Industries Exposition 
to be held Nov. 10 to Dec. 20. 

The officers of the new association 
are: President, Arthur H. Halloran. 
editor of Radio; vice-president, Ellery 
W. Stone, Pacific Supplies Co.; secre- 
tary-treasurer, Max Lowenthal, Globe 
Commercial Co. 

* * * 
Wealth of Electrical Industry 
Exceeds 14 Billion 

Wealth is always of interest and a 
compilation such as_ that 
made by Prof. David Friday of the 
national wealth for 1920 is particu- 


recently 


larly so. It portrays not only the 











Pretty nifty—eh, what?—this new mansion of the Electric Appliance Co., 409 


Browder street, Dallas, Texas. 


There’s 45,000 sq. ft. of space, a circular shoot, 


shower baths, sprinkler system, latest arrangement of stock, excellent illumination 


and everything that goes to make up a modern electrical supply house. 


Mac F. 


Sterett is at the helm and is quite proud of his new baby. 





wealth of the nation but indicates as 
well the chief sources of this wealth. 
The total as arrived at by Profes- 
sor Friday reaches in round figures, 
close to the fabulous sum of $300,- 
000,000,000, approximately half of 
which is represented by real property 
Next in 


the wealth represented by the rail- 


subject to taxation. value, 
roads and their equipment is placed 


at $20,000,000,000. Segregating and 
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Here is the way New Orleans electrical dignitaries look when gathered around 


the festive board. 


It is then that worries are cast aside and good fellowship reigns. 


The occasion shown was the regular luncheon of the N. O. Electrical League. 


combining certain of the other items 
as listed, the electrical industry is 


credited directly with a wealth of 
$14,200,000,000, but this figure is 
very far from being complete. Many 


of the other items given include as 
wealth electrical equipment, as for 
example in manufacturing where the 
value of electrical equipment em- 
ployed is known to be some #2,045,- 
975,500. That portion of the wealth 
of other important industries repre- 
sented by the value.of the electrical 
equipment employed in each is sub- 
stantially as follows: 
Agriculture .................. $ 
Electrified 
roads 


90,000,000 
steam rail- 
er ee ee 135,000,000 
330,000,000 


250,000,000 


Electric railways.......... 
Isolated power plants.. 
Fire alarm and signal 


|, es ae 80,000,000 
Contractor-dealers and 

merchandise 176,000,000 
Electrical publishing t,000,000 
Miscellaneous 20,000,000 








$1,085,000,000 


Combining these further totals, a 
partial aggregate of the wealth con- 
tributed by the electrical industry is 
$17,330,975,000. far 
from being all, for no account is taken 


Even this is 
of the wealth represented by electric- 
ity in the marine field, the costly elec- 
trically propelled and operated naval 
vessels, or of the wealth entailed in 
the equipment for the domestic use of 
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electricity. With approximately seven | 


million homes wired in the United 
States, exclusive of Alaska and the 
Islands, each one of which contains 
from $50 to $100 or much more elec- 
trical equipment, it is plain that the 
electrical industry is directly respon- 
sible for a propertion of the national 
wealth second only to the real prop- 
erty value subject to taxation, Even 
the value of this property has been 
materially enhanced by the electrical 
industry. And, a quarter of a century 
ago there was virtually no electrical 
industry—at least none which contrib- 
uted greatly to the national wealth. 

* * * 
Available Water 
Horsepower in U. S. 

The following estimate of the U. S. 
Geological Survey shows the available 
water horsepower in the different sec- 
tions of the United States, if devel- 
oped to the practicable maximum 
without storage: 


North Atlantic States........ 4,910,000 
South Atlantic States... 5,107,000 
North Central States......... 4,270,000 
South Central States.......... 3,842,000 
Western States ...... .-.--2---44,049,000 


Total available potential 
horsepower .................. 61,678,000 


It is also estimated that with prac- 
ticable maximum storage, the total 
available water horsepower that could 





Although he has none of his own the particular hobby of Colonel C. Robert 
Churchill, president and general manager of the Electric Appliance Co., New Orleans, 
La., is boys. And here is the Colonel with some of the boys he’s been raising for 
many years. From left to right: Wallace J. Stroud, Mr. Churchill’s assistant, 
George Clapp, city sales; the Colonel himself; J. Wheaton Flynn, manager of the 
lighting department, and Miles B. Hutson, sales department. 





be produced in the United States 
would be 200,000,000. The present 
actual water power development in 
the United States is about 6,000,000 
horsepower, or 10 per cent of the 
amount available without storage and 
three per cent of the amount available 
with storage. Water power develop- 
ments are projected upon navigable 
streams for the development and ex- 
tension of inland waterways in the 








It is isn’t often that you can catch a bunch of celebrities and induce them to stand 
still long enough to snap their picture. The above photo, however, will attest to the 
fact that we were able to do so at the offices of the Southwest General Electric Co., 
in Dallas, Tex. From left to right are some of this company’s department managers 
caught as they left their weekly meeting: W. M. Goodwin, manager of the supply 
department; R. S. Wakefield, manufacturer’s agent in Dallas; Homer S. Puckett, 
manager of the lamp department; E. Wessell, southern representative of Hubbard 
& Co., Pittsburgh, Pa.; A. A. Skelton and W. B. Clayton, also of the supply depart- 


ment. 


following states, and it is expected 
that work will be begun under the 
new water power act in the near fu- 
ture: 


Miles of 

Horsepower inland 

to be waterway 

developed. to be 

State. River improved 
Washington ....Columbia .. 410,000 160 


Washington ....Pend O’Reille.... 250,000 80 
Montana .......... Missouri 100,000 110 


Minnesota ...... mt, <0... 30,000 26 
Towa ............<0«eDes Moines.... 60,000 201 
Mass.-Conn. ....Connecticut ......... 30,000 23 
Maryland ........ Susquehanna ...... 110,000 15 
Georgia .......... Chattahoochee 138,000 138 
Alabama .......... Tennessee .......... 410,000 35 
Alabama ..........Coosa .... _... 180,000 76 
Tennessee ...... Clinch ee 25,000 14 
Kentucky ........Cumberland 26,000 aN 
No. Carolina....Little Tennessee 208,000 84 
ee ee eee 20,000 12 
Virginia ecceoseess se ok 20,000 10 
Virginia .......-.. Roanoke .............. 35,000 20 
So. Carolina- 
Georgia ....... Savannah 78,000 85 
2,122,000 1,160 
* * * 


Southeastern Division, N. E. L. A. 
To Meet at Chattanooga 

The annual convention of the 
Southeastern Geographic Division of 
the National Electric Light Associa 
tion will be held at Chattanooga. 
Tenn., Oct. 17-19. The program as 
tentatively prepared provides for ad 
dresses by prominent men in the elec 
trical industry, included among whic! 
are M. R. Bump, president, and M. 
H. Aylesworth, executive manager of 
the National Electric Light Associa- 
tion; Martin J. Insull, past president 
of the association; William L. Good 
win, Society for Electrical Develop 
ment; Thomas W. Martin and F. D 
Mahoney, Alabama Power Co., Bir 
mingham, Ala. 
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Good Workmen 
Appreciate Good Wire 


While wire is very much alike in outside 
appearance, differences in quality of 
manufacture are well known to the 
workman who is responsible for a satis- 
factory installation. 


The thirty year old reputation of 
PARANITE for highest quality of 
materials and manufacture is based 
upon countless individual opinions 
formed from performance experience. 


Sell the contractor the wire that he 
and his men take pride in using— 


F's PARANITE 1s nur 
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Chicago Office: 210 So. Desplaines St. 


New York Office: Thomas & Betts Co., 63 Vesey St. 


Factory and General Office: Jonesboro, Indiana 
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Indiana Rubber & Insulated Wire Co. 
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Notes About Jobbers = 


Western Electric 
In Strong Position ° 

Charles G. DuBois, president of the 
Western Electric Company, yesterday 
issued the following statement: 

“The Western Electric Co. reports 
sales for the eight months ending Aug- 
ust 31 as approximately $122,000,000, 
or almost the same as for the similar 
period of 1920. 

“Since the beginning of the year 
the company has reduced its floating 
debt by $7,500,000 and has increased 
its cash balance by $6,000,000, an im- 
provement of $13,500,000 in its finan- 
cial position.” 

* * * 
Moise Company New 
Appliance Jobber 

M. H. Moise Co., Lexington, Ky.. 
recently opened a new building at 
214-220 E. Main St., which will be 
given over exclusively to the retail 
and wholesale distribution of electri- 
cal household appliances of every de- 
The structure is of three 
stories, the first floor and. front sec- 


scription. 


tions being devoted to the retail store 
and general offices and the rear util- 
ized as a warehouse and storage de- 
partment with a total floor space of 
10,000 sq. ft. 
built especially along plans proposed 


It was designed and 


by Mr. Moise and has railroad siding 
facilities and other modern shipping 


and receiving conveniences. This 








company departs from the usual prac- 
tice of jobbers in that its business is | 


confined to the sale of appliances for 


household use, and is at the same time | 


conducted along jobbing as well as 
retail lines. 


such as vacuum cleaners, refrigerators, 
fans, clothes washing machines, dish- 
washers, ironing machines and house- 
hold motors in the states of Tennessee 
and Kentucky and sections of Ohio. 
indiana and Illinois. 
* * * 

George F. Grant Merges With 
Star Electrical Supply 

The business of George F. Grant 
Inc., 105 Hudson St., New York City. 
has been merged with the Star Elec- 
trical Supply Co., Newark, N. J.. 
which will shortly occupy its own 
building. George F. Grant and Fred- 
erick L. both taken 
active interest in the sales department 


Grant have an 


o4 the Star Electrical organization. 
* * * 

Great Lakes Electric 
New Cleveland Jobber 

A new electrical jobbing house has 
been formed by the Great Lakes Elec- 
tric Co., 322 Champlain Ave., Cleve- 
land, Ohio. The company is 
longer connected with the organization 
of that name in Detroit, Mich., but is 


no 
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Here is a part of the fighting force of the Gulf States Electric Co., of New Or- 


leans, General Electric Co. distributors in New Orleans territory. 


On the extreme 


left is the skipper or George H. Wygant, president and general manager of the 


organization, and to the right of him are C. 
Ames, secretary and treasurer, M. A. Hurston and Sam Trawick. 
that Messrs, Barry and Hurston are right on the job. 


A. Thorpe, Owen Barry, Frank H. 
It will be noticed 
Owen Barry is the Babe 


Ruth of the company—he knocks ’em cold and if he doesn’t swallow that cigarette 
he is due to bring home a big chunk of bacon this year. 


It controls the distribu- | 
tion of a number of leading products, | 











There may be a big office force around 
the Tel-Electric Co. of Houston, Tex., but 
anyone looking at this picture can tell 
that G. H. Miller, general manager of the 
company, is the guy that does the work. 
Just note in what a businesslike manner 
G. H. rolls up his shirt sleeves preparatory 


999 


to wading into a stack of orders??? 





operated under separate control and 
management. M. L. Cohen 
owner of the new enterprise. 
* * * 
E. W. Lewis Enters 
Jobbing Field 
E. W. Lewis & Co., 322 S. Ist St.. 
Cedar Rapids, Iowa, is the name of a 
company that has entered the whole- 
E. W. 


general 


is sole 


sale electrical supply business. 
Lewis, formerly assistant 
manager of the Iowa Railway & Light 
Co., is president of the company; M. 
and J. Lewis, vice-presidents, and A. 
L. Lewis, secretary and treasurer. 
* * * 

George Smith Joins 
Rogers Electric 

George Smith has recently joined 
the sales force of the Rogers Electric 
Co., Ltd., Toronto, Ont. His terri- 
tory Ontario 


wide 


lies in southwestern 


where he already has a ac- 
quaintance. 
* * # 


Mohawk To Remain 
At Present Location 

When G. M. Ellis, vice-president 
of the Mohawk Electrical Supply Co.. 
came to Syracuse last Spring, from 
the Wesco Supply Co., St. Louis, the 
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THE WAY TO - 
BETTER LIGHT 


NATIONAL LAMP WORKS 


F GENERA 
aENER 


(Ee KawCe TT 


MACHINE, MILL, ELECTRICAL AND 
AUTOMOBILE SUPPLIES 


OFFICE & FACTORY TELESHONE 
19-121 Tr Oo Ave 2e? 


Cepar Rapips,lowa 


National Lamp Works, 
Nela Park, Cleveland, Ohio. 


Gentlemen: 


Situated very near our offices, is a fair sized machine shop, very well 
appointed as to machines and tools. It was using 220 volts for light- 
ing, but the fixtures and drop cords were very much out of date. 

The owner of this shop voted the Republican ticket because his father 
and grandfather had done so, and he told me his lighting was all right 
for he had had it that way for ten years. 

We were particularly anxious to sell this installation, as this shop 
was one of the best in town, centrally located, and just what we wanted 
for a “lighting demonstration.” The only lighting demonstration that 
we knew of at that time was at Nela Park. 

In our talk with the owner o, the machine shop, we left the matter 
of voltage untouched, but proceeded to show him our Foot-Candle 
Meter. 


ister considerable interest when I opened the book on “Modern Light- 


He showed a fair amount of interest in this, and began to reg- 


ing’ and presented several of those excellent pictures of “before” and 
“after.” Fortunately one was just about as dimly lighted as his own 
shop, and when he compared it with the picture on the opposite page, 
showing a good installation, he was completely sold. 

We knew that he had 110 volts inside his building, so, in a matter of 
fact way, we simply suggested that the new installation be made in 
110 volts. 

It was only a small job (16 R.L.M. reflectors and 200-watt bowl 


enameled National Mazpa lamps) but it made for us an_ excellent 


example of proper lighting. And the owner of this machine shop is 
always ready to quit his work and talk about “his lighting job” any 
time our city salesman brings in a prospect. 


C. E. Faweett. 
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first thing he ran up against was a 
job of moving. Owing to rental con- 
ditions he had to find headquarters 
and warehouse inside of a month. He 
took what they expected to be tem- 
porary quarters in the Great Northern 
warehouse, a new concrete building 
close to the New York Central depot. 
But they like the place so well that 
the arrangement will probably be per- 
manent. They have 14,000 sq. ft. all 
on one floor and Mr. Ellis says he be- 
lieves they are about the only jobber 
that can be called a “‘one-floor job- 
ber.” The warehouse company also 
unloads its supplies and renders other 
services that are a distinct advantage. 
When this move was made, the retail 
business was given up and along with 
it the wireless business, which had 
been mostly a venture of the retail de- 
partment. Mr. Ellis reports most of 
its stocks pretty well down, and al- 
though he has not started heavy buy- 
ing there has been some increase in 


that direction. 














Ed F. Hail, president of the new Eu.- 
pire Electric Supply Co., Houston, (on 
the left), is wearing that old familiar 
smile that you can’t rub off. Ed just 
opened the doors of his new company 
on June 1, and L. M. Earley (on the 
right), district » representative for the 
Landers, Frary & Clark Co., New Britain, 
Conn., is on the job “Earley” to see that 
this new company handles his line of 
electric heating devices. Mr. Hail was 
formerly sales manager for the Tel- 
Electric Co. of Houston. 











Here are the guiding hands of the Elec- 
trical Supply Co., New Orleans, La., 
knocking off work for a minute to discuss 
with Mr. McCoard of the Westinghouse 
company the possibility and probability of 
a reduction in price on fan metor brushes. 
L.. L. Hirsch, president of the company, 
owner of the smiling countenance on the 
left, while the austere gentleman on the 
right is Morris Elguther, vice-president 
Mr. McCoard (we forgot his initials) bal- 
ances the trio by standing in the middle. 





Pioneer Electric Takes Over 
Ashelman Supply Division 

The entire wholesale electrical sup- 
ply division of Ashelman Bros., Inc. 
17-19 Broadway, Fargo, N. D., has 
been taken over by the Pioneer Elec- 
tric Corp., who will continue business 
at the same address. The personnel 
of the division was transferred to the 
new organization to conduct an exclu- 
sively wholesale electrical supply and 
accessory business. Walter L. Wetz 
is president of the new company; C. 
H. MacDonald, vice-president and 
general manager, and R. J. Cone, sec- 
retary. 

* * 


Bunnell-Stevens New 
Binghamton Jobber 

A new company with a capital 
stock of $400,000 known as the Bun- 
nell-Stevens Co., Inc., recently pur- 
chased the property at 75-83 Prospect 
Ave., Binghamton, N. Y., for the pur- 
pose of engaging in the electrical job- 








bing business. It will carry only 
high-class electrical products and will 
maintain a policy of wholesale only. 
The business will be under the man- 
agement of E. J. Stevens, formerly 
sales manager of the Electric Supply 
& Equipment Co., Scranton, Pa. 


oe 


Carter Company Enters. 
Jobbing Field 

The C. H. Carter Co., 311 J St., 
Sacramento, Cal., was recently organ- 
ized by C. H. Carter to conduct an 
electrical jobbing business. Mr. Car- 
ter was formerly manager of the Los 
Angeles office of the Pacific States 
Electric Co., but has not in recent 
years been active in the industry. 


* ” % 


J. W. Thompson Joins 
Western Agencies 

J. W. Thompson, formerly connect- 
ed with Alexander & Lavenson Co., 
has accepted the position of sales man- 
ager of Western Agencies, Inc., 711- 
715 Mission St., San Francisco, Cal. 
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Whenever anybody speaks about J. H. 
(Jerry) Gilbert, salesman for the Electric 
Appliance Co., Dallas, Texas, his super- 
fluous hair is usually the subject of the 
conversation. However, we’re going to 
let you know that Jerry is the original 
“Jerry on the job” of the funny sheets. 
His stamping grounds is Ft. Worth where 
they clean their teeth with a pistol and 
perforate their Swiss cheese with the same 
thing. 
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< Profit By 
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“i Of Thirty-Two Years 
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The greater the experience applied to any line of work, the 


more certain absolute satisfaction becomes. ‘This is true of manu- 
facturing Switch and Outlet Boxes as it is regarding anything elsc. 


You are getting the benefit of the greatest experience in the 
manufacturing of such goods when you sell 





SWITCH and OUTLET BOXES 


Correct design, highest grade materials, and conscientious 
workmanship were the slogans of our early business. The high 





Gem C Box 
(Dis-assembled) 


standard that we established thirty-two years 
ago has been scrupulously maintained ever 
since, 

The “Union” trade mark is your assurance of 
high quality that stands for dependability and 
lasting service. 


Chicago Fuse Mfg. Co. 


Manufccturers of Switch and Outlet Boxes, Cut-Outs, 
Fuse Piugs, Automobile Fuses, Renewable and 
on-Renewable Enclosed Fuses 


N 
CHICAGO NEW YORK 
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Phillip Rabon (on the extreme right) sales manager for the Frank Adam Electric 
Co., St: Louis, Mo., is just showing the boys at the Houston, Tex., branch of the 
Southwest Genera! Electric Co. how to get panelboard business. He’s so proud of 
that $1500 order in his hand that he needs must display it. Yes there’s business 
being done in Texas. Phil did $50,000 worth on this one trip. Read and envy. 
From left to right are: Henry Albrecht, C. R. I. Clark, Charles P. Thornhill and 


Mr. Rabon. 





Rogers Reports 25% 
Increase In Business 

Joseph Rogers, president of the 
Rogers Electric Co., Ltd., Toronto 
Ont., reports a gain of 25% in business 
over last vear. This is an unusual 
condition, but the reason is not hard 
to find. When it comes to salesmen 
he has a compact, personally handled 
organization of “getters.” Tur Jos- 
BER’S SALESMAN representative had an 
opportunity to meet them all on a 
Saturday morning recently. They are 
a bunch of good scouts, on their toes 
and full of enthusiasm. R. J. Roche 
covers western Ontario; G. T. Roach 
travels through eastern Ontario; J. H. 
Rogers looks after northwest Ontario: 
E. T. Querney is city salesman in 
Toronto while G. McFadden is store 
salesman, in addition to be assigned to 
special jobs of selling. C. Cecil Ton- 
kin is a sort of receiver of troubles. 
although his countenance does not 
show it, putting in his spare time on 
sales promotion work. 


* * * 


Stiles Holds Meeting 
Of Sales Force 

L. P. Stiles, district sales manager 
of the Northern Electric Co.. Ltd. 
Toronto, Ont., on Sept. 24 held a 
meeting of the salesmen of his organ- 
ization. There are now 33 men in the 
sales department and several more 
will be added this Fall. Mr. Stiles 
helieves in putting effort where it will 


count most. Under present conditions 
they are going strongest after business 
in illumination and special labor-sav- 
ing devices. 
* * * 

Hughes Company Jobbing 
Electrical Supplies 

A comparatively newcomer in the 
jobbing field is the Hughes Electrical 
Corp., 411 S. Clinton St., Syracuse, 


N. Y., of which J. J. Hughes is pres 
ident and L. V. Hughes, vic 
president. This firm has been in th 
retail business at this_place for som: 
time but last March started jobbing 
certain lines such as wiring devices 
lamps, etc., selling to industrials. No 
appliances are carried on a wholesal: 
basis. It has at present three sales 
men on the road traveling throug! 
central New York and two salesmen 
employed in the store. 


* * * 


Metz Assumes 
New Office 

Herbert Metz, for the past two 
years in charge of farm electric light 
plant advertising with the Western 
Electric Co., has been appointed its 
Power and Light Sales Manager, with 
headquarters at the company’s general 
offices at 195 Broadway, New York. 
Mr. Metz joined the Western Elec- 
tric Co. upon graduation from Penn 
State College in 1914, starting in the 
commercial student course at its big 
plant near Chicago. The following 
year he entered the advertising de 
partment in New York and, excevt 
for a year in field sales promotion 
work in the Rocky Mountain terri 
tory, he has since been connected with 
publicity work on the extensive farm 
electric equipment campaigns of the 
Western Electric Co. 
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It’s pretty hard to get them all together at once—even on a Saturday morning. 











but we did manage to induce eight of the most important people at the Electric Ap 
pliance Co., Dallas, Texas, to brave the rays of the sun for a moment. From left to 
right are: Barney Coates, known to all local dealers as “Wire Wheel Coates”; C. W 
(Cash) ‘Thompson, sales department; H. C. (Harry) Greer, sales manager; Miss 
Kate Oakes, in charge of the lamp department; J. H. (Jerry) Gilbert, handling Ft. 
Worth territory; Lewis Barnett, purchasing department; H. D. Ferris, treasurer, 
and C, I. Echols, telephone department. 
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Put Y ourShoulder to the Wheel Now 





F’TER months of discouraging busi- 
ness conditions there are increasing 
indications that the low point has 

been passed. Even the most conservative 
of the economic statistical organizations 
is now recommending that their clients 
prepare for the long swing upward. 


Anyone who has been calling on busi- 
ness houses throughout the country has 
felt an unmistakable increase in confidence 
during the last few weeks. 


Put your shoulder to the wheel now. The manu- 
facturers of electrical supplies have reduced their 
costs of production and have narrowed their own 
profits. They have reduced prices to give distribu- 
tors and dealers evcry possible assistance. They 
are speeding up their own sales departments and 
are increasing their advertising appropriations. 
They are doing their utmost to stimulate the de- 
mand in your territory. Take advantage of their 
work by redoubling your own sales efforts. 


Everything which well help you go after business 
efficiently now, will aid you more and more as con- 
ditions improve. 


Start now on the new general catalogue that you 
wanted to issue a year or so ago. It will be your 
salesmen’s strongest ally in securing orders at the 
least cost. It will cut down the time that the sales- 
man has to spend with each prospect. It will work 
for you between calls. It will maintain a display 
room of your goods in the buyer’s office. It will 
increase the volume of your mail orders—the most 
profitable business you receive. 


The Donnelley catalogue compiling organization 
offers you industry-old experience. We will en- 
able you to issue a catalogue of proven sales pro- 
ducing quality more rapidly, more efficiently, more 
easily, and more economically than you could issue 
a catalogue of equal quality in any other way. 


You cannot wait until the first of the vear and 
then get the new catalogue “off the shelf.” But if 
you act at once, you can have the catalogue at work 
for you before the opening of the Spring trade. 
Send for a Donnelley layout man now—without 
obligation. 











A DONNELLEY CATALOGUE 


1 will take very little time from 
your regular work to issue the 
new catalogue by the Donnelley 


method. Our layout man will bring 
to your office a classified Set of 
proofs of our thousands of standing 
pages of electrical supplies. In a day 
or two he will list your selection of 
goods. 


We bring you the “know-how” that 
is obtainable only through years of 
successful association with leading 
electrical supply tobbers. When you 
entrust the building of your cata- 
logue to the Donnelley organization, 
you are securing an absolutely known 
quantity—catalogue representation of 
the caliber that is successfully help- 
ing in the merchandising of supplies 
throughout the United States and 
Canada. 


R. R. Donnelley @ Sons Company 


Jobbers’ Catalogue Headquarters 


731 Plymouth Court 


CHICAGO 
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Ventilating Fans—A Big Field 


Survey in Chicago Indicates Unlimited Possibilities for 
Immediate Sales of this Equipment 


T is easy to exaggerate sales—to 

tell how they can be made, etc. 
We have heard so much of this of late 
that one hesitates to accept most of 
the stories as facts. However, facts 
are facts—-we thrive on them when 
properly presented, and grow lean 
chasing around on wild ideas. 

The writer recently set out to ana- 
lyze present-day markets. The entire 
line of electrical appliances was run 
over, up and down, and those appeal- 
ing to the every-day class of buyers, 
and largest number of possible users, 
were checked as class “A.” This class 
“A”’ distinction was given to such ap- 
pliances that are essential from the 
standpoint of health, comfort and out- 
right labor-saving features. 

One appliance in this class, having 
tremendous possibilities—-and which 
is seemingly overlooked by jobbers’ 
salesmen, is the ventilating fan. If 
you know the distinction, it will be 
easy to see there is no confliction be- 
tween the “true ventilating fan” and 
The 
former exhausts air, following which 
fresher air takes its place. The latter 


the regular “wall or desk fan.” 


does not move air out of a room or 
building, but stirs it up into recircula- 
tion. 

Both have their specific uses. It 
would be unwise to sell a desk or wall 
fan for cooling off a restaurant, kitch- 





THE 





Retrart Storrs SuHown ARE 


By INVESTIGATOR 


en, laundry, or workroom where ex- 
cessive heat and contaminated air is 
created by the working or manufac- 
turing process. The result would only 
be a stirring up of hot and foul air. 
The proper outfit obviously is a true 
ventilating fan of the “propeller ex- 
haust type.” 

With this knowledge, an inspection 
trip was made through the loop and 
outlying district of Chicago, for the 
purpose of ascertaining what various 
stores only held forth in the way of 
sales possibilities for ventilating fans. 
Of course, I found more stores not 
ventilated than with correct ventila- 
tion. However, it was extremely in- 
teresting to note that the stores, ap- 
parently prosperous, were those who 
catered to their customer's health and 
comfort in every possible way. 

The trip started on State street, 
going north, beginning at Van Buren. 
The first few stores visited were not 
ventilated. As I entered the Bedford 
Shirt Company at 352 State street, I 
found a store with an atmosphere that 
indicated the air was fresh and com- 
fortable, considerably more so than 
in those adjoining. The manager was 
interviewed in a casual way. He was 
well pleased to state that without a 
system of ventilation, the clerks would 
complain of physical depression, and 
customers would comment on the foul 





But Two or Many Crasses THat Can Be Sotp ON VENTILATING FANs. 


odors which found their way into the 
store from a restaurant in the base- 
ment. The system consisted of a di 
rect-connected exhaust blower, with » 
duct extending around the room. 
Here was a sale of several hundred 
dollars, involving approximately 100 
feet of rubber-covered wire, conduit, 
safety switches and labor charge for 
installation. The cost was insignifi- 
cant, in the manager’s mind, compared 
with the results obtained, but it was a 
nice order for the electrical contrac 
tor. 

i continued further. My attention 
was attracted to an exhaust fan in the 
window of the Lebolt & Company 
jewelry store, at State and Monroe 
streets. This installation consisted of 
a 20-inch fan, with an automatic shut- 
ter arrangement. Here, too, I learned 
that the fan was installed for straight 
ventilating purposes, particularly in 
the early morning, when the store is 
opened. At this time a heavy, dead 
air is present and remains for hours. 
The fan quickly exhausts this foul 
odor, and in a few minutes the store 
is supplied with fresh air. 

This installation involved a quan- 
tity of wire, conduit, switch, ete. The 
cost of complete job was approxi 
mately $175. 

Directly across the street, I ob 
served a large ventilating fan with 
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Here it 








The New Wiremold BENDER is a 
very light but very husky little hand 
tool that bends or offsets Wiremold 
on close, easily fished radii with only 
a fraction of the effort required for 
1/5" conduit. 

If your jobber has not yet received his shipment 


of Benders write us and we will see that you are 
supplied. 


AMERICAN WiREMoLD Company 


HARTFORDO,CONN. 


WirewowD A Flat Pipe for Surface Wiring 
Slip Joints. No Threading 


is 





Above is an actual photograph of typical 
bends made with the New Wiremold 
BENDER in the new building of the 
Philadelphia Electric Company, Phila- 
delphia, Pa. 
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the same kind of an automatic shutter. 
This was in the Miller Shoe Company 
store, one of Chicago’s high-class re- 


tail shoe establishments. Here, too, I 
found the manager very enthusiastic 
about the investment. Without a ven- 
tilating fan, the air in the store would 
be heavily laden with a strong leather 
odor. The approximate cost of this 
system was $400, of which 30 per 
cent covered labor for installing, wire, 
conduit, switches, ete. 

At least a dozen other retail estab- 
lishments were visited where ventilat- 
ing equipment had been installed, and 
the 
prietor expressed satisfaction at the 


in every case manager or pre- 
results. 

As a result of these observations, 
immense sales possibilities loomed up 
for the jobber, dealer, contractor, and 
We 


know that sales expenses are greatest 


accessory manufacturer. well 
when the long, roundabout course is 
taken, or improper methods used. 
The foregoing inspection trip more 
forcefully than ever illustrates that 
the way for a jobber to increase his 
business, is not to load the dealer up 
with this, that and the other thing. 
but on the contrary to size up the 
territory, point 
lines can be sold, and how and why. 


dealer's out which 
For instance, it is known to those who 
will stop kidding themselves, that cer- 
tain classes of people are not buying, 
cannot buy and will not be able to 
buy for some time. This is the com- 
mon class. 
time and effort in trying to do the 
impossible? A more responsive and 
profitable way of building business is 
to find an article to sell that is not 
already battered to death with com- 


RESTAURANT 





Why then waste valuable 


snp Stock Room oF 


petition, has more than one field for 
its use, and finally which is required 
by a class not affected by business de- 
When we picked the elec- 
tric ventilating fan as a “Class A” 
article to sell at this time, we did so 


pression. 


because its use did not depend on any 
one class, but on the contrary on al- 
most every possible class of buyers. 
It has a market everywhere, and sur- 
prising as it may seem the sale of it 
reflects into millions of dollars of ac- 
cessories. 

One of the best markets is the retail 
store, of every description. Stores 
need ventilation because they cater to 
the public. The public buys where it is 
treated the best and where comfort 
is provided and health is protected. 
Ventilation to a store owner is all im- 
portant. It helps him hold his cus- 
tomers, keeps the clerks contented 
and above all makes his place a de- 
sirable shopping point. 

There are over 1,000,000 stores in 
this country, of all descriptions. Just 
think—if each sale of a ventilating 
fan averaged only $100.00, which by 
the way I understand is low, there is 
before the jobber and dealer $100,- 
000,000 worth of immediate business 
—hbusiness that can actually be se- 
cured. It is logical to assume that 30 
per cent of this volume represents 
wire, conduit, switches, speed regu- 
lators, ete. 
In studying the ventilating fan field 

find amazing opportunities in 
other directions. We know there are 
eight million wired homes. Certainly 
a small percentage of these home 


we 


owners are capable of buying kitchen 
ventilators—let’s say 10 per cent—or 
800,000. I understand the retail cost 
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Finp THE VENTILATING FAN INDISPENSABLE. 





of such an installation is approximate- 
ly $80, including wiring, etc. A stag- 
gering sum of $64,000,000 worth of 
business is lving dormant. Why does 
the dealer and jobber and accessory 
manufacturer overlook this field? 

There are over 75,000 restaurants 
in the United States—owners of 
every one of which would buy venti- 
lating fans if properly approached. 
Some 15,000 regular hotels come in 
the same class. Combine the two— 
making a total of 90,000 absolutely 
simon pure prospects—waiting to be 
sold—and representing on the same 
average as stores—$100 each sale, or 
$9,000,000 worth of business. 

So on, down and up the streets of 
every town and city—you find laun- 
dries, small shops, offices, factories, 
theaters, creameries, halls, 
hospitals representing billions of dol- 
lars in potential business. Yet it is 
ignored, only because we as a whole 








schools 


have overlooked a most important 
field. 
The writer can see thousands of 


jobbers’ salesmen sleeping in hotels, 
directly over an order, eating in res- 
taurants with an order in front of 
him and calling in, and next to, stores 
holding forth great numbers of orders, 
waiting for the proper effort. 

All of this wonderful story brings 
the writer back to the “common sense” 
argument and side of everything. It 
forces him to wonder why a manufac- 
turer of wire advertises—“My wire 
is the best, ete.” and expects to get 
business now. The “common sense” 
comes in here—the way to sell more 
wire is to create the sale of appliances 
which are most needed and bought to- 

(Continued on page 100) 
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Ohm’s Law Applied to 
Merchandising 


This is the striking title of a talk recently given to a convention of elec- 


trical contractor-dealers by Charles 


Associated Advertising Clubs of the World. 


Henry Mackintosh, president of the 
We are indebted to Beardslee 


Talks for the abstract of Mr. Mackintosh’s address given below. 


HM’S law states that electrical 
pressure, measured in volts, 

divided by resistance, meas- 
ured in ohms, equals flow of current, 
measured in amperes. We may apply 
this same law to the merchandising of 
any article by defining volts as tlie 
amount of sales-pressure exerted by 
the salesman, ohms as the amount of 
in the 


tomer (reluctance to part with his 


sales-resistance inherent cus- 
money), and amperes as the volume 
of sales. It is clear, then, that in or- 
der to increase the volume of sales we 
must either increase the sales-pressure 
the In 


other words, the reluctance of the cus- 


or reduce sales-resistance. 
tomer to buy must be overcome by the 
desire of the salesman to sell. 

Every actual sale is preceded by a 
mental sale. The sale really takes 
place in the customer’s mind, and the 
exchange of money for merchandise ‘s 
merely the final act in a train of events 
that collectively constitute what we 
call the ‘‘sale.”” The mind, therefore, 
is the thing we must work on. But 
That word IDEA which I have 


used in connection with the phrase 


how? 


“buying idea” gives us the clue to 
what must be done. 
I —stands for INTEREST 
D—stands for DESIRE 
E—stands for ENTHUSIASM 
A—stands for ACTION 


These are the four steps that lead 
up to and result. in a sale. First we 
must get the buyer’s interest in the 
merchandise offered. This may be 
accomplished by advertising, by show 
window displays, or in any of the 
many ways in which a person’s atten- 
tion is attracted to an article of mer- 
chandise. Next we must create desire 
to possess the article, for interest 
without desire does not result in ac- 
tion. 


When a customer comes into your 
store to inquire about a particular ar- 
ticle the first two steps toward the sale 
have, as a rule, already been taken. 
He (or she) is interested and desire, 
some extent, has 


to been created. 





Now is the salesman’s opportunity to 
instill enthusiasm, which is the third 
step in selling. Enthusiasm is desire 
A woman 
who is merely mildly interested in an 


raised to the n-th degree. 


electric washing machine, or vacuum 
cleaner, may be enthused by a demon- 
stration, if the salesman, by his com- 
ments while the demonstration is in 
progress, keeps constantly before her 
the idea of self-interest—pointing out 
how the possession of the particular 
labor-saving device under considera- 
tion will lighten her household duties. 
In every sale the customer mentally 
weighs a certain sum of money (the 
purchase price) against a certain serv- 
ice and then weighs the value of this 
service against some other service that 
an equal sum of money will buy. 
Desire generally outruns income. 
and when you are talking to a woman 
about a washing machine she may b 
saying to herself that for the same 
sum of money she could buy a talking 
machine she has long wanted and is 
imagining how well it would look in 
living and 
what fun they could have fox-trotting 
You have got to get her 
enthusiastic over the washing machine 


a corner of the room 


to its music. 


to dispel this conflicting buying im- 
pulse, or her money will go into the 
cash register of the talking machine 
dealer instead of into your cash reg- 
ister. 

Interest, desire and enthusiasm lead 


to action. This is the final step in the 


sale. Little by little, as the sales- 
pressure of the salesman has _ in- 
creased, the sales-resistance of the 


customer has diminished, until at. last 
there comes that joyful moment when 
the customer says: “I’ll take it,” and 
the sale is made! 

Voltage divided by resistance equals 
amperes. Sales-pressure divided by 
sales-resistance equals volume of sales. 
Just at present the ohmic resistance 
of customers is higher than usual, but 
this does not mean that sales cannot 
be made. It does mean,.however, that 


the low-voltage sales methods of past 





The stores 


years will no longer do. 
have the merchandise, the people have 
the money, and all that is needed to 
get the merchandise moving to the 
people and the money to the stores is 
more high-voltage salesmen. 


Morton Resigns Office 


Official announcement is received of 
the resignation of W. H. Morton as 
general manager and secretary-treas- 
urer of the of 
Electrical and Dealers. 
Since its inception twenty years ago. 


National Association 
Contractors 


Mr. Morton has been one of the active 
workers in the organization and has 
devoted his untiring efforts to improv- 
ing conditions for the electrical con- 
tractor-dealer. 

Mr. Morton was the first secretary 
of the National Association and had 
held that office continually since 1901, 
except during the five-year period— 
1913-1918— in he devoted his 
personal attention to his Porto Rico 
interests. 


which 


He resigned from office in 
1913 and removed to Porto Rico with 
his family, but returned in 1918 and 
official 
the organization. He was also general 

of the 
publication, 


resumed his connection with 


manager association and_ its 


official 


tractor-Dealer, and last year the office 


Electrical Con- 


W. H. Morton. 


Retiring General Manager of National 
Association of Electrical Contractors and 
Dealers. 
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Farquson JOHNSON 
Who succeeds W. H. Morton as Secre- 
tary-Treasurer of the National Associa- 
tion of Electrical Contractors and Dealers. 





of treasurer was added to his regular 
duties. 

During the many vears that Mr. 
Morton has been so closely associated 
with the organization, he has earnestly 
worked for and with the membership 
to the end of improving the general 
conditions of the electrical dealer. His 
earlier experience in the industry 
made him thoroughly familiar with 
every phase of it, and through his offi- 
cial connection he endeavored to bring 
about changes for its betterment. 
Necessarily, his efforts were largely 
confined to preaching, while the prac- 
ticing had to be delegated to others. 
It was doubtless his desire to put his 
theories into practice by re-establish- 
ing himself in the electrical construc- 
tion business that led to his new con- 
nection as secretary and general man- 
ager of the Sanborn Electric Co., In- 
dianapolis, Ind. This company, which 
is one of the best established institu- 
tions in the Middle West, has at its 
head Gerry M. Sanborn, who has been 
engaged in the business for the past 
thirty years, and through his efforts 
a going and growing business has been 
established. The Sanborn company is 
to be congratulated on its acquisition 
of Mr. Morton, who will share the re- 
sponsibilities of the business and be 
afforded the opportunity to develop 
his ideas, and it is to be expected that 
this new alliance will be productive of 
great results. 


How the Krich Company 
Go-Gets "Em 


A Story of One Jobber’s Activities in Boosting 
Lamp Sales 


NDER present conditions how 
is the distributor of electrical 
supplies going to increase his 


business? This is the problem that 
confronts everyone engaged in the 
distribution of electrical supplies, 
whether manufacturer, jobber or deal- 
er, and while some continue to lament 
over existing business conditions and 
pursue their policy of “watchful wait- 
ing’ for the return to normalcy, there 
are those who realize that the only 
solution is to go out after the business 
and create a demand for their line. 
Notably among these is the Krich 
Light & Electric Co., Newark, N. J., 
which has attained a sales record in 
incandescent lamps that places it in 
the class of “‘go-getters.” 

“For some years,’ remarked Mr. 
Hammerslag, “we drifted along, car- 
rying a small lamp contract, but con- 
fining ourselves mostly to illuminating 
glassware and largely devoting our 
efforts toward the sale of gas sup- 
plies. We still do a tremendous busi- 
ness in these commodities, but we felt 
we were losing out on a wonderful 
opportunity by not entering more ag- 
gressively into the electrical field. 

“So we made Westinghouse Mazda 
We find they are 
the entering wedge, whether getting 


lamps the leader. 


agency business or going after E pur- 
Once get them signed up 
on a lamp contract, and the door is 
then open for the introduction of elec- 
trical materials.” 

As to its methods of getting busi- 
ness, Mr. Hammerslag stated that one 
method employed was that of using 
one contract as an endorsement to get 
another. ‘For instance,” he said, 
“suppose we sign up a machine shop 
in Newark. We take the contract, go 
down to Elizabeth to a machine shop 
in that city, and show the owner that 
another in the same line of business 


chasers. 


has confidence in us and our ability 
to serve him. This method opens the 
discussion and paves the way for the 
eventual closing. Another method we 
employ is the forecasting of our cus- 
tomers’ demand. We look up his pur- 
chase orders for last year, and base 


our demands on the lamp company ac- 
cordingly. It is seldom that we fall 
down on deliveries, either on the gen- 
eral run of lamps or for the specific 
types in which the customer may be 
interested. Of course, it isn’t long 
before this feature of our service is 
told around, and one customer will 
tell a prospect that his lamp demands 
are most always complied with and, 
of course, that helps us considerably 
when calling on that prospect later. 

“When we sign up an agent, we 
don’t stop content with the signature, 
but before the ink is dry, we start 
teaching him how to qualify, by sug- 
gesting certain campaigns for new 
lamp business. One agent as a result 
of following our merchandising meth- 
ods, sold over a thousand dollars’ 
worth of lamps the first month.” 

As to its agency business, the com- 
pany reports that from April 1 to 
July 6 it has signed up sixty A agents 
with business amounting to $18,600. 

When inquiring about the com- 
pany’s industrial or E purchase busi- 
ness, the interrogator was taken to 
the plant of the Todd Shipyards 
Corp. Here it was found that the 
machine shop was lighted by 24 300- 
watt lamps, the sheet metal shop illu- 
minated with 21 150-watt lamps and 
that the dry dock has permanently in- 
stalled 12 floodlights equipped with 
400-watt floodlight lamps, and_port- 
able floodlights to illuminate the bot- 
tom of a ship while in dry dock. At 
that particular time the George Wash- 
ington was being reconditioned for 
interocean traffic. This vessel re- 
quired about 10,000 lamps, mostly 25 
and 40 watts. Here again evidence 
of this company’s foresight was given. 
A three months’ supply of all types 
of lamps is kept on hand, both in the 
stockrooms of the customer as well as 
in the warehouse of the Krich Light 
& Electric Co. 

It is then not surprising to learn 
that the industrial plant business of 
the Krich company as of July 5 
amounted to $71,100, which taken 
with its agency business brings its to- 
tal lamps sales to $89,700. 
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THE CoLumn|=:| Unit CATALOG 





A modern 16-story, 
fire-proof building. 


An up-to-date effi- 
cient organization. 


The latest in com- 
posing room equip- 
ment. 


The largest and fast- 
est presses of their 
class especially de- 
signed to take care 
of all kinds of catalog 
printing. 


Knowledge of the 
printing craft and its 
relation to modern 
merchandizing. 


The art of commer- 
cial book binding at 
its highest. 


Standardization of 
methods and elimi- 
nation of waste. 


SERVICE! 
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THE HALLENBECK BUILDING 





Sixty-four years’ ex- 
perience in present- 
ing the printed word 
in attractive form. 


Skilled men who 
know the correct 
thing to do and how 
to do it. 


A trade catalog com- 
piling department 
under the adminis- 
tration of practical 
trade catalog men. 


An advisory staff of 
supply men who will 
give skilled and expert 
advice on any point 
affecting trade cata- 
logs to any jobber in 
Hardware, Mill, Elec- 
trical, Plumbing or 
Automobile Supplies. 


SERVICE! 


The best size for Trade Catalogs, considered from an economical view- 
point, is the National Standard Size, 7%2x10% inch trimmed page size 


You will do us a service by advising if we may be of service to you 


Wynkoop Hallenbeck Crawford Co. 


Printers—Trade Catalog Publishers—Binders 


New York, N. Y. 


80 Lafayette Street 
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Figuring Factory Lighting 


(Continued from page 10) 





In practice, it is seldom found that spacing is kept within reasonable Total Floor Area in Square Feet 
the units may be placed in perfect limits. divided by Number of Outlets. 
squares. It might work out that the We now come to the determination Find the total square feet of bay or 
distance between units in the length- of what sizes of lamps to use and this room by multiplying width of the 
wise direction of the plant would be requires a little arithmetic and refer- room by the length. Count up the 


ten feet, while the distance between ence to a table. number of outlets in this area from 
rows in a cross-wise direction of the First, you must determine the area the floor plan on which you have lo 
plant might be nine feet. This sort in square feet per outlet. Your for- cated the position of each outlet. Ap- 
of variation is permissable as long as_ mula for this is: ply the values in the formula as just 
the divergence from the calculated Area in Square Feet per Outlet = explained. 





TABLE I. ROOM INDEX 
For Finpinc CoeFFICIENT OF UTILIZATION FROM TABLE II 








Direct Lighting-souRCES {| FEET ABOVE WORK PLANE Direct Lighting-sources 12 FEET ABOVE WORK PLANE 
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Now for another formula: I ; 
Lamp Lumens Required per Square ~~ ‘| 

Foot == Foot Candles < Depreciation —- ii 7; : | + T 

Factor = Coefficient of Utilization. re} of | rei a !o a o o !' ao a 0 1 
Foot candles are 5, 10, 15 or 20 as Po i0—a4 7 daocowed | 

explained at the beginning of this ar- Q nt! x nig nt ral an ly ! et ret 

ticle. a \ 

The Depreciation Factor is an al- | | | 

‘ $0 Qi 50 | 50 m1 m1 > i i 2 Q 

lowance made for aging of lamps and i ee we Tia ia a= =$5===-4-==== 
for dirt or dust and their dulling ef- ee oe ae i . | 

fect on lamps and walls. The Depre- on ” a sill Millie - =, * » - ” 

ciation Factor is 1.3 for reasonably | | 

clean locations and 1.5 for dirty loca- io mi; m ; 2 Ot a wie 8 aU 

tions or where cleaning is rarely done. ; | 
The Coefficient of Utilization repre- $e mg } om ae m1 o jot je ma |, o n 

sents the proposition of light from the —- : ! 

lamps which actually reaches the 

working plane. It takes into account C 

HART | 


the absorption of light by walls and 
To determine the Coefficient 
of Utilization, we must consider the 
color of walls and ceilings, as dark 
colored absorb more light 
than light colored ones. And we must 
consider how much of the light strikes 


ceilings. 


surfaces 


worked out in the two tables (Page 
90) to enable you to find the Coeffi- 
cient of Utilization merely by refer- 
ence and without calculation. 

Find from Table I the room index 


the dimensions of the room you are at- 
tempting to light. Then find from 
Table II the Coefficient of Utilization 
corresponding to the room index and 
corresponding to the color of the 


























the walls. These points have been which most nearly corresponds with walls. 
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Let Him Talk Price 


Who Has Only Price To 
Talk 


You can sell Steel City SWITCH BOXES on a 
more substantial basis than price. 

There are features of quality in this line which all 
who have used it appreciate. 

These have been secured by STRICT ATTEN- 
TION to all small details of manufacture, selection of 


raw materials, finish, appearance, inspection, packing, 
shipping and efficiency in handling orders and corre- 


spondence. 


And Here Is Something New 





By loosening screw “A” and placing 
lugs in new position at right angles, this 
switch box can be attached directly to 
studding for new work. 


We have just put out a new switch box. It is adjustable, single 
screw, with cupped lugs that do away with extra washers or special 
blocking. and adjust the lug for any 
thickness of plaster in new or old work. They are easy to gang. 
Loosen Screw “B” and rap opposite edge at “C.”” When assembled 


they are absolutely rigid and in perfect alignment. 


Simply loosen Screw “A” 


The workmanship and finish are the best and they really save 
labor. Only the best grade No. 14 gauge steel is used. Clean 
screw holes and clean cut “nimble” knockouts satisfy the man on 


the job. A sample will be furnished you on request. 


FREE—urite for one of our “thick lead” Souvenir Pencils 


Steel City & ) Chetrie Co 


1207-1223 Columbus Avenue 
PITTSBURGH, PA. 




















Here is the table of coefficients of 
utilization to be used in connection 
with Table I. 


TABLE II. COEFFICIENTS OF 


UTILIZATION 
Find Room Index from Table I. 
Walls Walls Walls 
200m Fairly Fairly Very 
[Index Light Dark Dark 
0.6 Be | .28 25 
0.8 -40 36 34 
1.0 43 39 37 
1.25 46 43 41 
i5 48 -46 43 
2.0 E. | -50 -48 
2.5 56 54 sae 
3.0 A. 4 p .53 
4.0 60 58 -56 
5:0 61 59 57 


When the Coefficient of Utilization 
has been determined, solve the equa- 
tion: 

Lamp Lumens Required per square 
foot = 
Foot Candles Depreciation Factor 

— Coefficient of Utilization. 

Having thus found lamp lumens re- 
quired per square foot, the question is 
how many lamp lumens are needed 
per outlet, so multiply lamp lumens 
per square foot by area in square feet 
per outlet. 

You may now find the final needed 
information, the size of bowl enameled 
lamps to use, directly from the follow- 
ing table: 

Table III 
White Mazda Lamp 


Lumen Output 
(This quantity should 
check approximately 
with Required Lu- 
mens per Outlet) 


Size of 110-125 Volt 
Lamps in Watts 


50 watt 450 

75 watt 865 
100 watt 1260 
150 watt 2040 
200 watt 3100 
300 watt 4840 
500 watt 8750 
750 watt 13900 
1000 watt 19300 


Let’s try an example and see how 
we come out after imagining that we 
have the job of lighting a factory of 
the following type: 

Class of Work—Small 
shop containing lathes, 
shapers, milling machines, etc., where 
ordinary machining is done. 

Dimensions—48 ft. x 40 ft., con- 
sisting of six bays each 16x20 ft. Fac- 
tory has saw-tooth roof, lowest height 
of which is 9 ft. above floor. 

Color of walls is dusty white, light 
in color of perhaps a silver gray tone. 

Assume that the plant is so poorly 
wired and lighted that all old lighting 
equipment including wiring must be 
discarded. 

Step No. 1—Foot Candles 


From the class of work we would 


machine 
planers, 
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surmise that this plant should have 10 
foot candles. 

If room is 9’ from floor to ceiling, 
mounting height above working plant 
will be 9’—2146’—1’ = 514’. 

With a mounting height of 51’, 
spacing will be: 514’X3/2 = 814’. 

The bay is 16’ wide, and our maxi- 
mum permissible spacing is 814’. Evi- 
dently we can put in two rows of 
units, 8’ apart, leaving four feet be- 
tween wall and first row, which is 
proper, as it leaves a space of four 
feet for each unit to light. Consider- 
ing now the lengthwise dimension of 
the bay, which is 20 feet, it is evident 
that we cannot space the units so that 
the lengthwise dimension or distance 
between each unit in a particular row 
will be 8’. This works out as 6 2/3’ 
between units and 314’ between first 
unit and wall. 

Since each bay is 16’x20’ or 320 
square feet in area, and there are six 
lamps per bay, it is evident that each 
must light one-sixth of 320 square feet 
or 53 square feet. 

We know that foot candles for this 
installation are 10 and Depreciation 
factor is obviously 1.3. Now, after 
finding Coefficient of Utilization, we 
shall be able to find lamp lumens re- 
quired per square foot from the for- 
mula 





Lamp Lumens Required per Square | 


Foot = 
Foot Candles < Depreciation Factor 





Coefficient of Utilization 
To find Depreciation Factor, we 
must first find the room index from 


Table I. The nearest indication to a | 
mounting height of 51% feet as given | 


in the table is six feet. As that value 


is pretty close to 544’, we may accept | 
it. The index figure of 1.5 corresponds | 


to the room dimensions. From Table 

2, the Utilization Factor corresponds 

to a Room Index of 1.5 in a room with 

light walls is .48. Our formula then 

becomes: 

Lamp Lumens per 
Square Foot 


10X1.3 


il 


| 
Ht 


tbo 
~ 


48 

If the required lumens per square 
foot are 27 and each unit must light 
53 square feet, the multiplication of 
these two figures indicates 1431 lu- 
mens per outlet, or tumens per lamp. 
Table III shows that the 100-watt 
lamp with a 1260 lumen outlet is the 
nearest to the calculated figure of 
1431 lumens, which winds up the fig- 
uring. 








GET THIS 


THE NEW 


ENAMELI 


GHT 


IN GLASS 


To Serve the New Bowl Enamel Mazda C Lamp 
It Multiplies the Candle Power of the Lamp 
4 Times Without Glare 
Ata Price With a Real Profit 


Every Form A. Lamp Agent is waiting for you to show him and tell him about 


this FORD of light units. 


It fits the old fixture like an ordinary electric shade. 
| THAT’S THE POINT. The fellow who bought his light fixtures during the old 


carbon and type B age, WANTS BETTER LIGHT. Here you have the thing that 
produces the same quality of diffused light as the most expensive semi-indirect or 
enclosing unit at half the wattage consumed. 


A dealer’s stock is six units complete in a package. 


Weight 18 pounds. His 


repeat business is from one to 10 packages a week. That is our experience 


to date. 


We want live Jobbers with live salesmen to put this universal unit in the hands 
of contractor dealers who appreciate a real article that sells when it is shown. 








“wr 


1—Shows the lip of the patented ENAM- 
ELIGHT neck, which fits into any standard 
2% shade ring, and holds in correct focus 
position the 100 and 150 watt Mazda bowl 
enamelled lamp. 

2—Shows the extension lip that telescopes 
No. 1. When this extension is pulled out full 
length, it, likewise, fits any 2% shade ring 
and holds in correct focus position the 200 
watt lamp. 

3—Shows the vent holes. Proper ventilation 
is absolutely necessary to prevent breakage, 
as well as adding to the life of the lamp. 


4—Shows glass loosely resting on the EN- 
AMELIGHT holder, which also eliminates 
the possibility of breakage on such a large 
piece of glass. By simple adjustment at this 
point, BNAMELIGHT always hangs straight. 


5—Shows aluminum reflector which pre- 
vents any light rays from being lost up into 











the neck of the holder 
tant. 

6—Shows the close fit of the reflector to 
the neck of the lamp. 

i—Shows specially treated reflecting sur- 
face. Every ENAMELIGHT has 166 square 
inches of this diffusing and reflecting treat- 
ment, which eliminates mirrored and specu- 
lar reflection. 

8—Shows the bowl enamelled lamp, which 
acts the same as a smal! semi-indirect when 
used with ENAMELIGHT. 

9—Shows the smooth, glazed exterior sur- 
face of ENAMELIGHT, which makes the 
unit dust proof and is very easy to clean. 

10—Shows the cut-off of the bowl enam- 
elled lamp, also the cut-off ENAMELIGHT. 
It is easy to see how this combination 
eliminates absolutely all possibility of direct 
glare coming in contact with the eye. 


This is very impor- 


ENAMELITE CORPORATION 


231 BAGLEY AVENUE 


DETROIT 
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He Insists on 


“Red Devil’ Tools 
Nothing Else Will Do 








































IGH up among the 

live wires, where a 
poor tool would jeopard- 
ize his life, he trusts to 
“Red Devils.” He knows 
of their unfailing reliabil- 
ity, quality of materials 
and perfection of work- 
manship. 


His everyday experience, year 
in and year out, has made “Red 
Devil” 


standbys. 


Tools his favorite 


Here’s your chance to sell tools 
to linemen and electricians who 
appreciate that it is real tool 


economy to buy only the best. 


National Advertising 
makes them 
easy - selling tools 


Immediate deliveries available. 


Do you want to get started? 


Write for catalog and trade 


price list. 


Red Dewil/ 


REG.U S PaT OFF 


Pliers for Every Purpose 


SMITH & HEMENWAY CO., Inc. 


Manufacturers of “Red Devil’’ 
Electrical and Tools 


266 BROADWAY NEW YORK, N. Y 


Red Devil 




















C. R. Churchill 


(Continued from page 21) 


and he was not yet old enough to take 
it up. He said further that the fishing 
game had the advantage of keeping 
one absolutely separated from busi- 
ness, and in that way alone, one got 
an absolute mental rest far away from 
the world—right down to mother earth 
and water—and this, too, at a com- 
paratively (with golf) small expense. 
In this he enjoys the companionship 
and the simple talk of his friend 
“Frank” and the acquaintanceship of 
many of the Spanish fishermen living 
in the “passes” and bayous. He 
knows a bit of their language, and so 
the ‘“Corone?” Churchill is always 
welcome to their huts and abodes. 


His friendship and work for the 
uplift of the small boys in his estab- 
lishment has been one of his hobbies. 
He believes that the boy of today will 
be the man of tomorrow, and that any- 
thing that would promote the actual 
welfare of the youngster is for the 
making of better citizens. Someone 
told the writer that Mr. Churchill had 
said that if he ever had a fortune to 
leave to anybody, he would leave it to 
an institution for the uplift of the 
small boys. But whoever heard of a 
man making a fortune in the elec- 
trical business—let alone leaving it to 
somebody? It must have been one of 
those dreams: 

Asked as to his Club life, the 
Colonel stated that he had, so to 
speak, everything in Masonry that 
money could ordinarily buy, meaning 
that he had received none of the hon- 
orary degrees usually conferred on 
the workers. He men- 
tioned being very busy on committee 
work toward making the Triennial 
Conclave to be held in New Orleans 
The reputation of 
New Orleans as a city that Care for- 
He 


belongs to other organizations or clubs 


most active 


in 1922 a success. 
got must be held up at all costs, 


of a very “close” kind, where he en- 
joys the friendship of many prominent 
men of the day. 

Mr. Churchill never married, claim- 
ing that when he was younger and at 
a time when such things are on one’s 
mind, he 
and consequently was too poor. Later 
on, he was too busy developing the 
business of the Electric Appliance 
Company, and now he is at an age 


had other responsibilities, 


when a man is too particular, claiming 
that those he would have would not 
have him, and those who would have 
him, old Nick himself wouldn’t have. 
While he don’t say very much, the 
Colonel has been something of a kodak 
fiend, and it is known to his more inti- 
mate friends that his collection is not 
only interesting, but some portions of 
it relating to the ante-bellum sugar 
plantation homes of Louisiana are of 
extreme historical value. These last 
have been gathered together over a 
period of probably twenty-five years. 
Many of these wonderful manors have 
long since disappeared. This does not 
take into consideration the ancient or 
ante-bellum negro collection. 


And this story would hardly be 
complete without mention of the 
Colonel’s big seventeen-pound Rocky 
Mountain Tom cat “Casey” who for 
eight or more years has helped receive 
visitors in the executive office. They 
all know Casey and many a good story 
has been told of him. 





Intercompany Messages 
Sent by Wireless 

An interplant wireless communica- 
tion service was formally opened on 
May 31 by the Westinghouse Elec- 
tric & Manufacturing Company, by 
the establishing of communication be- 
tween the East Pittsburgh plant and 
the Cleveland foundry. Besides the 
Cleveland and East Pittsburgh fac- 
tories, the Springfield, Massachusetts 
Works, and the Newark, New Jersey 
Works are being equipped with sta- 
tions for the transacting of company 
business. The system was formally 
opened by a message from E. M. Herr, 
President of the Westinghouse Elec- 
tric and Manufacturing Company, to 
P. B. Zimmerman, President of the 
Electrical League of Cleveland. This 
message was as follows: “The Electric 
city at the source of the great Ohio 
River sends greetings to the Cleve- 
land Electrical League. It is fitting 
that these greetings be sent by radio 
—the newest method of communica- 
tion—and that they be transmitted 
from the plant of the Westinghouse 
Electric & Manufacturing Company, 
a company active in the development 
and production of all kinds of elec- 
trical appliances.” 
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Makers of Pliers 
For 64 Years 


Long before the oldest ‘‘old-timer’’ 
can remember, Klein Pliers were the 
quality standard! 








The youngsters in the gang can do 
no better than follow the lead of the 
‘grey heads”’ in the gang, and simply 
say, Klein’s, please’’ when it comes to 
buying pliers. 



















Every Klein Plier is the result of 64 years of constant 
effort. There is just the right temper to the knives, just 
the right spring to the handles—just the same fine 
quality, rigid factory inspection and absolute guarantee 
against all defects of manufacture that made them stand- 
ard over 50 years ago. 


And the last big cut in the price of Klein Pliers has put 
them within easy reach of even the “‘youngster’s’’ pock- 


etbook. 





Climbers 










This is No. 8 of a series of Klein ads to ba ag ll é 
your trade. That last big cut we made in Lag Screw Wreaches 
September did the business—how much of — — 









it did you get? Tool Bag 











Chicago. IILU.S.A. 
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A Business That Grew—and Grew 


A Little Story of a Man Who Started a Jobbing Business 
With Little Money But Lots of Faith 


HE man is W. A. ReQua. The 
place is Rochester, N. Y. The 


business is six years and seven 
months old. But as to the man, we 
will have to go back considerably 
more than six years. 

In fact, it was in 1899 that William 
ReQua, then in the hardware _ busi- 
ness, found himself up against that 
unsatisfactory condition in life some- 
times referred to as flat-broke. The 
cause for that condition, involving a 
business venture, with a partner, is 
outside of this story. But one thing 
he did have—a constant and urging 
desire to get into the electrical indus- 
try. 

For several years, therefore, he ap- 
prenticed himself, you might say, to 
a small electrical contracting concern 
in Rochester, long since out of busi- 
ness. The pay was small, the hours 
were long. Oftentimes the work was 
humiliating to one who had_ been 
owner of his own business and in con- 
tact with men of 
large affairs. 

Along came Ed- 
die Rockafellow, 
then sales man- 
ager of the West- 
ern Electric Com- 
pany in the New 
York territory, 
and offered ReQua 
a job as salesman. 
And ReQua was 
as ready as Fri- 
day. 

The job lasted 
six years, advanc- 
ing from that of 
cub salesman _ to 
the glorified state 
of having a large 
territory and being 
expected to touch 
only the high 
spots. 


It was during 
this epoch that 


Left to Right: 
ReQua pondered +: Hi 





W. A. RE Quva. 


President, Re Qua Electrical Supply Co. 





Starr oF THE REQva Execrricat Suppry Co., Rocuester, N. Y. 
Arthur Ritzenthaler, outside salesman; Mortimer Bradley, ship- 
ping clerk; Homer Locke, store salesman; Miss C. Stock, bookkeeper; Miss G. Rob- 95-97 St. Paul St. 


account. After pondering he decided. 
And after deciding nothing could stop 
him from becoming one. And _ the 
place he selected was Rochester. 

But the time was not quite yet. 
First he went with Wheeler-Green 
who have for many years maintained 
an enviable position in this productive 
territory. He was there two years. 
Then came the cellar. 

But we are anticipating just a little 
—four weeks to be exact. He took 
one, big fine vacation for a month. 
With a suitable wad of money on his 
hip he took his daughter and went to 
New York City. He forgot every- 
thing but having a good time and a 
good rest. 

Back from there, and the real busi- 
ness of his life began, February, 1915 
Then the first letter went out to his 
circle of friends in the contracting 
business. His little $3000 stock of 
essential supplies owas bought 
Shelves were built in the cellar of his 
home. He unpacked the stuff himself 
and arranged it on 
the shelves. When 
the first few or- 
ders came in he 
delivered them 
himself — many 
times on the street 
cars. 

On the fifteenth 
of April of the 
same year he 
moved to a little 
store, 30 by 60 
feet. He took on 
a boy (now one of 
his most valued 
salesmen). A lit- 
tle later a_book- 
keeper -stenog- 
rapher was added. 

By February, 
1917, he was 
ready to move 
again — to the 
quarters which he 
now occupies at 


over the question  inson, stenographer; Miss Milliman, switchboard and files; Roy G. Brown, stock- The building is 60 
of becoming an keeper; R. Van Zandt, outside salesman; F. Webb, salesman who calls exclusively by 110 feet and 


electrical supply president; H. L. 


jobber on his own _ started in the cellar); Teddy Claus, shipper. 


on the great industrial plants in Rochester; Elmer Kanally, driver; W. A. ReQua, 4 
Ball, sales manager; Robert G. Burnes, outside salesman (he the ReQua Elec 


trical Supply 
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Company has the basement and first ; 


floor of this building in addition to a 
warehouse in the center of the city 
with 2400 square feet. 

The business is wholesale only. 
Some time ago Mr. ReQua then doing 
some retail business decided to push 
it hard. An advertising campaign 
was started. Seven or eight hundred 
dollars were spent boxing in and fit- 
ting up the windows. In the midst 
of this he went home one night and 
said to himself: “What am I about 
to do? My contractors are all about 
me. Some of them within a stone’s 
throw. And here I am setting out to 
take their retail business away from 
them.” 

Next day the campaign was 
squelched. For a short time they 
filled retail orders where people came 
in as a result of the initial part of the 
campaign. But soon, up went the 
sign, “Wholesale Only,” and it has 
stayed up. 

It has seemed to us that the story 
of this man, who started rather later 
in life than most to found and build a 
business structure, was worth the tell- 
ing. And it seems also that you 
should be permitted to know just what 
the fruits of his labor have been, as 
far as the growth of the business is 
concerned. 

Gross.Sales % Increase 


| ee $ 28,303.07 

I aiscscinns 55,306.39 95.4 
a 63,271.27 14.4 
I iicctccsiesnis 96,086.52 51.8 
SN eich coins 192,573.10 100.4 
NI eta siieiias 347,786.51 80.6 


It is early yet to make a safe esti- 
mate as to the figures for 1921. But 
Mr. ReQua says that if there be a 
loss of 15 and 20% in gross sales over 
1920, he will not be agitated. He 
thinks it will be somewhere within 
those limits. 





Railroad Ties Replace 
Poles in Emergency 

A destructive storm, which recently 
blew down several of the poles sup- 
porting a 60,000-volt line of the 
Pacific Gas & Electric Co., failed to 
impair the service due to the ingenu- 
ity of the repair department. By 
using stacks of railroad ties piled 
crossways, one upon the other, and 
by placing the insulators, which had 
been removed from the crossarms, on 
the top tie, service was successfully 
maintained until new poles could be 
installed. 
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The KILLARK =a 


ELECTROLET 


TYPE FB—A SERVICE ENTRANCE FITTING 





It is not an 
ELECTROLET 
unless it is made 


by KILLARK 


Reversible 


It fits either vertical or horizontal pipes. The covers and porcelains are in- 


It is 


| terchangeable on hubs of 3 sizes. Will fit pipes from 1% inch to 2 inches. 


There is a hub for each pipe size. Covered by basic patent of July 13, 1915. 


{ Only practical reversible fitting on the market. 
r | It fillsa need. Gives satisfaction. 
It is easy | Its parts are interchangeable. 
to sell ) Is absolutely weather-proof. 
| Fits either vertical or horizontal pipes. 
BECAUSE | Has no weak parts or excessive weight. 
Simplifies entrance fitting work. 
\ Made with 2, 3 or 4-wire openings. 


| We make many different types of ELECTROLET conduit fittings for inside and outside in- 


| stallations. They are approved by Underwriters’ Laboratories, Inc.: Associated Factory 





Mutual Fire Insurance Cos.; Hydro-Electric Power Commission (Toronto). 


TYPE A—For inside work | TYPE B—Weather-proof {TL 
only—especially adapted for | service entrance fitting for 


; . ; 
meter loops, motor instal- | horizontal pipes. Suitable 
lations and all combination | for inside or outside instal- 


work. lations. 


Talk ELECTROLETS of the different types. It will increase your orders. 
We also make the well-known Killark Safety Fuses, Killark Bell 


Transformers, Automobile Fuses, Plug Fuses, Fuse Wire, etc. 


° Killark Products Keep Your Customers Smiling. K 
ST.LOUIS 


ST.LOUIS 


KILLARK ELECTRIC MANUFACTURING COMPANY 
3940-48 EASTON AVE., ST. LOUIS, MO. 


Killark Representatives: 




















Alex. Hibbard, Inc. 
E. & C. Building 


I. A. Bennett Co. 


George H. Maire 
112 W. Adams St. 


910 First Ave. So. 


Myers & Schwartz 


75 New Montgomery 


Denver Chicago Seattle San Francisco 
Hatheway & Knott W. H. Beaven A. R. McNally R. W. Warner 
117 West Street Jefferson County Bank Bldg. 517 National City Bldg. 10822 Waterloo 
New York irmingham Cleveland Detroit 


George H. Smith 
609 Chamber of Com. Bldg. 
Pittsburgh 


The Folsom Co. Electric Sales Co. Alva D. Stein 
2016 Main St. 253 S. Broadway 156 Purchase Street 
Dallas, Texas Los Angeles Boston 


Wood & Lane, 1012-14 Market St., St. Louis 
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In this assembly plant of a large automobile manufacturer 
every fixture hangs straight—there is a maximum 


of properly directed light. 


Help Your Customers Make 
the Lighting Installation Right 


Factory executives are sold on the idea of good illumination. Where 
big units and large reflectors are used, vertical alignment of the units 
is absOlutely necessary. A little inequality in the horizontal line of the 


outlet box or distortion in the fitting and 
the lighting unit is out of plumb. 


Appleton Swivel Fixture 
Joints and Covers 
Make the Fixtures Hang Straight 


We have designed special Outlet Box Covers 
equipped with a Swivel Fixture Joint or Hub. In 
addition to these covers we also have designed a 
Unilet Swivel Fixture Joint and a Combination 
Hickey and Swivel Fixture Joint. 


These Covers and Swivel Fixture Joints are far 
superior to the covers and fittings with stationary 
hubs. Flexibility of this fixture joint or hub pre- 
vents breaking of fixture at point of suspension 
and fixture will always hang plumb, even though 
it may be jarred through accident. Allows fixture 
to swing through an angle of approximately 15 
degrees from the perpendicular. 

A complete listing of these Covers and Swivel 
Fixture Joints will be found in Bulletin 8-B, 
copies of which will be sent on request. If you 
haven’t a copy of our large catalog No. 8 and 
other bulletins same will also be sent upon request. 


Write today. 
CLEd 
Q/IXK\\S 
OK 2 


Appleton Products Include: 
“Unilets,’’ Outlet Boxes and Covers, Laundry 
Fittings, Locknuts and Bushings, Meter Terminal 
Fittings, Entrance Fittings, ‘‘Pagrip’’ Metal Mold- 
ing and Fittings, Conduit Clamps and Hangers, 
also Switch Boxes. 


APPLETON GLlectTrRIcC 
COMPANY 
General Offices and Factory: 
1708 Wellington Avenue at Paulina, Chicago 
BRANCH OFFICES: 

NEW YORK ST. LOUIS 
55 Barclay Street 917 Pine Street 
SAN FRANCISCO 
509 Mission Street 


Outlet Box Covers with Swivel 
Fixture Joint 


Outlet box covers with this fea- 
ture, either for %-inch or %-inch 
conduit can be furnished for 3- 
inch round or octagonal, 4-inch 
round or octagonal and 4-inch 
square boxes. 

This same cover can be fur- 
nished with a swivel fixture hub 
which will allow for fixture to 
swing through an angle of 45 
degrees from perpendicular, 





Unilet Swivel Fixture Joint 


Male threads can be furnished 
in %-inch and %-inch and the 
swivel fixture hub can be fur- 
nished for %-inch or %-inch 
Conduit 





Combination Hickey and Swivel 
Fixture Joint 


This is practically the same as 
Unilet swivel fixture joint, except 
that it is for use in connection 
with Outlet boxes. In addition to 
swivel fixture joint feature, it has 
added feature of being hickey, 
thereby eliminating the use of an 
rdinary hickey 











S. E. D. Announces Christ- 
mas Campaign 

ITH the mailing to the trade of 

a folder describing the plans 

and selling helps, the Society for 

Electrical Development, Inc., will 

launch its seventh annual campaign to 

help the electrical industry promote 

the buying of electrical Christmas 

gifts. This folder will be in the mails 

about the middle of October, giving 

ample time to prepare plans and order 
material. 

As an introduction to the plans, the 
first page of the announcement will 
carry to all electrical people a greet- 
ing and a few inspirational comments 
from “Bill” Goodwin. 

The three major selling helps of- 
fered by the society this year are: 

1. An elaborate set of window dis- 
play cut-outs. 

2. A set of store and window dis- 
play cards, including one large card 
with eight smaller price or suggestion 





cards. 

3. A beautiful 8-page folder, in- 
cluding an invitation to visit your 
|store, together with many illustrated 
| gift suggestions. This is designed to 
be mailed to prospective customers, to 
| be enclosed with letters or distributed 
at the store. 

The keynote of the campaign is ex- 
pressed by the slogan, “Bring Back 
Business by Getting Busy Selling.” 
Merchants are urged to get their sell- 
ing activities into full swing as early 
as possible on the theory that people 
/are learning to “shop early,” and the 
electrical merchant must, therefore. 








be ready to sell early. 

It has been the experience of the 
society that each of its Christmas cam- 
paigns has shown an increase in ma- 
terial ordered over the preceding 
year’s drive. 

All signs indicate that this vear will 
follow the rule. 

Campaign helps are available both 
to members of the society and to those 
who are not members, although mem- 
bers will, of course, enjoy a consider- 
able price advantage. 

Jobber’s salesmen should see that 
all their dealer customers take ad- 
vantage of this timely help. 


Folders descriptive of the campaign 
will be mailed to all electrical people 
interested. Write to the Society for 
Electrical Development, Inc., Execu- 
tive Offices, 522 Fifth avenue, New 


| York City. 
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K. A McIntyre Joins Staff of ; 
S. E. D. 


LECTRICAL contractor-dealers, 


in particular, will be interested | 
in the announcement that Kenneth A. j 


McIntyre of Toronto has joined the 


staff of the Society for Electrical De- | 


velopment. 

Through his close association with 
electrical contractors, Mr. MecIntyre’s 
services will be exceedingly valuable to 


society members. In the United States | 


he will devote his time to the problems 
of the contractor-dealer, while in Can- 
ada he will specialize on field work 
among all branches of the industry. 
Mr. McIntyre is well known on 
both sides of the border as an active 
association worker. For over nine 
years he has been engaged in the elec- 
trical business in Toronto. For the 
past 314 years he has been vice-presi- 
dent of Beattie-McIntyre, Ltd., and 
has specialized in the contracting end 
of the business. His association activ- 
ities have covered a period of over five 
vears. He was largely instrumental 
in organizing the Toronto Electrical 


Contractors Association and was pres- | 


ident of that organization before it 
expanded into the Ontario Association | 
of Electrical Contractors and Dealers 


and became afhliated with the N. A. | 


E. C. & D. He still retains his chair- 


manship of the Ontario association | 


as well as his financial interest in the 
firm of Beattie-McIntyre, Ltd., which 
company he continues to represent in 
association matters. 











K. A. McIntyre 

















DUNCAN 
A. C. WATTHOUR 
METER 
MODEL M2 





Built in strict conformity with the latest 
and most exacting requirements of up-to- 
date plants. Remember, too, that it hasa 
lighter moving element and a higher ratio 
of torque to weight than any other meter 
in use. 





Duncan Electric Mfg. Co. 


Lafayette, Indiana 
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“AMERICAN BRAND” 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


“AMERICAN 
BRAND” 


Weatherproof and 
Bare Copper Wire 
and Cables 


IX 


PERFECTION 



































Perfection in “American 
Brand” Weatherproof Wires 
has always been one of the 
leading features in this prod- 
uct. This perfection has not 
been acquired in a day or by 

any one certain improvement, 
i but has been gradually built 
into the products by the ex- 
perience and experiments of 
the skilled workmen we em- 
ploy. Day by day this work 
it of trying to improve our 
products goes on and it will 
go on as long as we continue 
to manufacture “American 
3rand” Weatherproof Wire 
—the Perfect Wire of Weath- 
erproof Wires. 








Jobbers’ salesmen should 
send for samples of “Amer- 
ican Brand” wires and con- 
vince themselves. 


American Insulated 


Wire & Cable Co. 


CHICAGO 














“AMERICAN BRAND® 


8 WEATHERPROOF WIRE AND CABLES | 
HAS NO EQUAL 









Ventilating Fans—A Big Field 


(Continued from page 86) 


day. Likewise to the manufacturers 
of safety switches, conduit, speed con- 
trollers, etc., sales are only boosted as 
the market is broadened by develop- 
ing new uses. 

The time is at hand to drop selfish 
motives. You can with proper co- 
operative effort and advertising, build 
up a demand for ventilating fans that 
will result in orders from millions of 
fan users. Yes—business is to be 
had—if you sell the right appliance, 
at the right time and in the right 
place. 

To consider again the limitless field 
for ventilating fans, keep in mind that 
the home, which has constituted such 
a vast market for washing machines, 
vacuum cleaners, etc., is just a por- 
tion of the field for ventilating equip- 
ment. In addition to the eight mil- 
lion wired homes there are something 
like 275,000 factories of various kinds, 
every one of which requires a venti- 
lating outfit of some kind or other. 
Countless numbers of offices require 
ventilation year in and out. There 
are nearly 100,000 dairy farms alone 
in this country, for which ventilation 
has been urgently recommended by 
the U. S. Department of Agriculture 
as a hygienic measure. Of course 
there are hundreds of thousands of 
other farms. The dairy farm was 
mentioned as a more responsive mar- 
ket owing to the large number of 
cattle housed in one barn. 

Recently the writer ran across a 
sales analysis which threw light on 
the immense ventilating fan field from 
another angle. It looked like this. 
Every state was shown with the num- 
ber of towns and cities of various 
population, starting with 1,000. It 
illustrated the number of towns of 
1,000 population, 1,500, 2,000, 2,500, 
etc. Each town of course has one 
or more banks, stores, hotels, lunch 
rooms, garage, small factories, cream- 
eries, schools, churches, etc. 

As a typical example the town of 
Momence, IIIl., population 2,200, was 
analyzed. Here I saw listed 4 fac- 
tories, 16 stores of various kinds, 1 
laundry, 1 bakery, 3 restaurants, 5 
garages, 2 pool and billiard halls, 1 
printing establishment, 3 banks, 2 
halls, 2 theaters, etc. Every one of 
these is an ideal prospect for a venti- 
lating fan and likewise a nice volume 


of accessories. Here’s where a most 


illuminating ray of business flares up. 
If a small city of 2,200 population 
holds forth so many possible sales, 
what can you find in cities of 5,000, 
10,000 and 15,000? Figure up the 
business available in one jobber’s 
salesman’s territory, by computing the 
number of towns with the various 
business’ establishments in _ each. 
Again going back to Momence, IIl. 
Here we find 40 places of business, 
the kind that is sold every day, and 
everywhere. 

In other words, ventilating fans 
are being purchased by every class of 
business owners, because they are es- 
sential to health. For this reason, the 
sale is not affected by the “coming in 
and going out” of styles as with the 
luxury class of merchandise. The 
public is concerned with anything that 
pertains to health. They are being 
educated by authorities in every state 
of the Union. Most every city of any 
consequence has a Board of Health 
looking after the public’s interest. In 
practically every instance like this— 
fiesh air and proper ventilation is 
urged. How this reflects on busi- 
ness requires little concentration of 
thought. 

With all this interest in ventilation 
and the “willingness to buy’ shown 
by owners of various business, every 
reason exists for bending your efforts 
in the right direction. 

When a well runs dry—dig a new 
well. Wells of orders are before you 
—just pump a little, at the right 
well. 





Electrical Exports Show 
Increase Over 1920 

According to figures received from 
the Bureau of Foreign and Domestic 
Commerce, Washington, D. C., ex- 
ports of electrical machinery and ap- 
pliances to foreign countries for the 
month of August were valued at $6,- 
057,489 and showed a decrease of 
$1,052,796 when compared with $7, 
110,285 for the corresponding mont) 
of 1920. The total exports for the 
first eight months ending August. 
1921, aggregated $76,293,819; the 
value for the same period of last year 
was $61,022,347, consequently the 
value of electrical exports to date this 
year has increased 25% over last 
year. 

















October, 1921 THE soBBER'S (€] SALESMAN 101 
— 
PUL SLL SS SSS SS So e 


Taking Orders or Developing 
Accounts— Which? 


(Continued from page 13) 


Some at least among those you visited 
would believe you and buy, which 
would cause them, in turn, to inject 
some snap into their own efforts. The 
next time around you'd find that the 
fellows who had not bought before 
were impressed by the activity of their 
neighbors who did; and then you'd get 
them. On the next trip around you'd 
not be able to see any evidence of bad 
times, not even though you wore blue 
glasses. Someone has got to start the 
ball rolling, and it might as well be 
you; and if all the salesmen in all 
lines throughout the country were to 
do as much, even for one day, we'd be 
going full speed ahead for the good 
times that every one knows are just 
around the corner. 
from all over the country indicate that 
retailers are planning upon an active 
holiday season; so, if you don’t get a 
hustle on you, you'll be taking the 
other fellow’s dust before you know 
it.’ 

“What I told Smith I believe to be 
true, every word of it. Among con- 
tractors and dealers there are some 
that are notoriously poor business get- 
ters, and a little judicious prodding by 
the jobber’s salesman will work won- 
ders with those fellows. That brings 
me, by the way, to the point I want to 
arrive at—the things having to do 
with credits that the salesman profits 
by attending to. 

“Anybody can take an order; but 
when a good account is secured it is a 
sure sign that a good salesman has 
been on the job. And as I see it, se- 
curing an account means a whole lot 
more than just getting the initial or- 
der for goods. And most of all, I 
think, the salesman displays his real 


worth by his manner of investigating | 


the credit aspects of the accounts and 
reporting them to the house. Certain- 
ly, the’ salesman who neglects those 
matters or passes them by with a lick 
and a promise places stumbling blocks 
in his path to positions of greater 
trust. 
“Another 


place, too, where the 


salesman has a chance to shine and 
display his knowledge of human na- 
ture is in the amount of ‘salt’ he takes 
with the statements made by custom- 
ers and prospects. Dealers and con- 
tractors, as well as the public, you 
know, have learned this trick of ‘shop- 





Besides, reports 
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Brushed Brass.. $6.50 
Statuary Bronze. 7.00 
RVGNe 5. 2-4: 7.50 





Wallace 
Portable Lamp 


1015” high 

Removable Shade 

Adjustable Support 

Concealed Base Clamp for attaching to 
Bed or Chair. Folds for postion. 


8-foot Cord and swivel plug. 

Finishes and Prices 
Brass ._......... $3.50 Brown _...... $3.75 
Nickle _....... a40 Seeesy .......... 4.00 
Verde _._.. 3.75 Bronze _...... 4.00 
Ge 265: 3:36° Hiack .......... 4.00 


New Haven 
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TENSION JOINT 
STING 
LAMP TO ANY POSITION 


ip 


“IE 


SWIVEL PLUG. 






These two Lamps meet 


every demand 
Greist-Wallace 


U can now supply your customers with Greist or Wal- 
lace Lamps—Greist for those who want a large portable; 


Wallace for those who prefer a smaller size. 


These two lamps—made in all the desired finishes—meet 
every possible requirement for Portable Electrics. 


They give the utmost in the way of lighting service; are 
beautifully proportioned; mechanically perfect, and can be 
placed, hung, clamped, or fastened in any place or position 
so as to throw a flood of light where desired. 


Write for full particulars and catalog. We'll show you how 
to sell lamps faster than you've ever sold them before. 


The Greist Portable Lamp 


1214” high 


TO HOOK 
OF CHAIR 


NOT MAR 
SURFACE 


PLACE WH 


Heght 
Wegnt. 344 os Cava 





The Greist Manufacturing Company 


Connect 





NEW BALL SWIVEL JOINT 

SHADE SWINGS SMOOTHLY 

INTO ANY POSITION AT THE 
TOUCH OF AFINGER REFLECTS 
LIGHT JUST WHERE YOU WANT IT 


THREE SPRINGS CLAMP SHADE 
SECURELY TO LAMP BULB 


FELT LINEO—WILL 


RUBBER FEET 


WEIGHTED BASE— 
KEEPS LAMP FIRMLYIN 


TO FASTEN ON WALL. 


OIMENSIONS—Shade. Diameter 7% in 
Base 5% in 


Standing. 1234 in. 


OVER BACK 
OR BED 


A POLISHED 


EN STANDING 
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SAFETY BELTS 
STRAPS 


ol | —Always dependable 


and reliable—give 


Protection Equivalent to 
Four Times Any Possible 
Strain by Actual Test. 


No defects; no blemishes—only 
the highest grades of selected 
‘steer’ hides used. All hard- 
ware thoroughly tested and spec- 
ially made for the purpose. 


eet 


. BPM BUH ERE oo 


BUHRKE SAFETY STRAP 


Give your customers the oppor- 
tunity to place in the hands of 
linemen this safety equipment— 
made by the only specialists in the 
U. S. A. in the manufacture of 
leather goods for electrical 
workers. 


R.H. Buhrke Co. 


(Established 1877 ) 


1238-1250 Fullerton Ave., Chicago 
“The House of Quality’’ 
BELTS BAGS STRAPS 











ping.’ And the salesman who has not 
learned that truth is constantly under 
the temptation to run to his superior 
with the wail that he can’t sell so and 
so because this or that about his prop- 
osition does not measure up to what 
the other fellow has offered. ‘Kidding 
the boss,’ I call it. But if the sales- 
man will analyze one such case and 
what it leads to, following it through 
to its logical conclusion, he’ll discover 
I’m sure that he, himself, is in the 
long run kidded most of all. 

“One place where even old experi- 
enced salesmen slip up is this: They 
permit themselves to be lulled into a 
false sense, or, at least, an unwarrant- 
ed feeling of confidence regarding the 
financial standing of old customers. 
Regardless of how sound a_ business 
house may have been in the past, there 
is always the possibility that it will 
crack up tomorrow. That is to say. 
where credits are concerned nothing is 
permanently sure. The old story 
about the pitcher that went once too 
often to the well fits into this matter 
of credits as though made for it. 

“Now the salesman may insist that 
it would be embarrassing in the ex- 
treme for him to have to go to an old 
customer, to whom he has sold for 
years, and who has always been good 
pay, and pry into his ability to con- 
tinue paying his bills. True enough; 
it would. But he need not handle the 
matter in any such bungling fash- 
ion. He can, though, and _ with 
perfect propriety, ask after his cus- 
tomer’s business; and if business is 
‘rotten’ and collections ‘poor,’ that 
fact may perhaps throw a very illumi- 
nating light upon the dealer’s reason 


| for taking on new lines. 





“Anything unusual or that promises 
to have a bearing upon the financial 
strength and credit standing of one’s 
customers should be brought to the at- 
tention of the credit department, or 
superior. Particularly is that true as 
it applies to the securing of new ac- 
counts. For instance, a salesman se- 
cures a new customer. This customer 
mentions several other jobbers as ref- 
erences, but omits mention of one or 
more others that he has been dealing 
with and that the salesman knows 
have been selling to him. The careful 
salesman will make mention of that 
significant point in his report; ‘the 
other kind is the type the boss had in 
mind when he said: ‘Yes, he brought 
in lots of orders, but we could not 


afford to keep him.’ 


“T heard a very successful business 
man say once that the true test of a 
salesman’s worth was in the manner 
of his investigating a new customer’s 
worth and explaining the terms of sale 
to him. That’s a bit startling, per- 
haps, but true nevertheless. For if 
there were not terms and a price at- 
tached, there would be no need for 
salesmanship; the dealer would re- 
ceive his goods as presents. Conse 
quently, any slip up on the salesman’s 
part with regard to terms and credit 
investigation simply confesses to his 
lack of real selling ability and effi 
ciency as a man of business. 

“Many salesmen, however, inclin 
formalities that must be gone through 
with in investigating a dealer’s credit 
as some sort of a bothersome old rite 
that has been left in the game through 
oversight. The gingerly manner in 
which they approach the subject and 
their half-hearted handling of it sup 
plies all the excuse that a dealer who 
is crafty may need later on, for claim- 
ing that he did not so understand the 
terms and prices. The customer tries. 
and frequently succeeds in securing. 
concessions that he is not entitled to 
at all—all salesman 
thought to pose as a salesman, while 
ignoring or slighting the very thing 
upon which his success and compen 
sation as a salesman most depends. 


because’ the 


“One salesman I know who sees his 
responsibility to the credit depart 
ment in its true light has worked out 
a program of procedure that he fol- 
lows in every instance where dealing 
with new customers. His superior 
tells me that the business that man 
turns in is beyond all question the 
prettiest and most satisfactory dis 
play on their books. And I know of 
no better way to end these remarks 
than by appending my friend’s set of 
rules; here they are: 

““1—Never sell or permit customer 
to buy anything he cannot successfully 
handle, and never load him beyond his 
actual requirements. 

“2—Explain terms as though proud 
of them and see that the customer un 
derstands and accepts them unresery 
edly. 

“3—Secure financial statement; se: 
that you understand it yourself befor: 
turning it in to the house. 

“4-—Get full list of references. 

“5—Make report of your own first 
hand impressions. 

“6—Write clearly and fully.” 
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No Demand—But Sales Aplenty 


(Continued from page 6) 


forgetting to turn the down-stairs 
light off; he needs to have his fixtures 
tightened and some sort of unit in the 
kitchen that will give Mrs. Public a 
chance to work without always being 
in her own shadow; his appliances all 
should be equipped with the same type 
of plug so as to be interchangeable, 
and a circuit ought to be run in the 
laundry to give a safe and workman- 
like connection for the washer and 
ironer. We grant that this is a peanut 
business: we also remind you that the 
tallest building in America is a monu- 
ment to the nimble nickel and the 
dapper dime. A little 5-and-10 elec- 
trical contracting is needed in this 
country right now. 

When I came to check over my in- 
terview with Harry Bliven, I was a 
bit surprised to find 
this probably are also—that his talk 





as you who read 


was all about reaching the final buyer, 
and he mentioned only one thing about 
the particular problems of the job- 
ber’s salesman. But when you stop 
to think it over a minute, Bliven was 
talking of the very things that most 
interest you and affect your sales. 
For it is the ultimate buyer, finally, 
sell, directly or 
Who is this final 
buyer ?—what is he doing ?—how is he 


whom must 


through others. 


you 


thinking ?>—what does he want?—-what 
can he be sold? 

Bliven that the ultimate 
buyer today is none other than our old 
friend John G. Public, that he is not 
so flush with easy money as he once 


believes 


was, that he is thinking in smaller 
units, that he wants a lot of small 
things, and that he can be sold all 
sorts of little conveniences and acces- 
sories to his electrical equipment just 
as fast as somebody will show him the 
Old 
John G. no longer carries three or 
four hundred dollars in 
pocket: 
now, and he’s going to keep most of it 


stuff and explain its usefulness. 
his pants 
he has his money in the bank 


there because maybe he'll lose his job 
and need it; in the meantime he has 
five or six dollars with him that he'll 
spend. Teach your retailers how to 
go after that spending money. 

Only one thing did Bliven say that 
was directly aimed at you jobbers’ 
salesmen, and that is—seek the small 
order. Learn at once, immediately 


ind without further talk or grumbling, 





that the good old days of the carload 
lot are gone. Face the inevitable. Ac- 
cept the cold, hard fact that inflation 
is over and that we've all got to work 
harder and more earnestly for driblets 
today than we had to for standard 
quantities two years ago. Learn to be 
a consistent piker—that’s the only 
sort of salesman who is producing to- 
day. 

And just to give point to this point, 
let me tell you of a recent case I 
learned about: A jobber had hired ten 
men during the boom times. He had 
not schooled them, for anybody who 
could fill out an order form could get 
business in those days. This crew was 
good, however; they galloped over the 
territory roping in orders, and both 
they and the boss agreed they were 
world-beaters. Until the slump came. 
These fellows had never known what 
it meant to scratch for business, and 
they couldn’t seem to learn. Today. 
all ten are outside enjoying the air. 

The salvation of business right now 
is the small order and the small sale. 
You salesmen must seek and be thank- 
ful for them. must teach the 
trade to seek thankful for 
them. Harry Bliven, who is wiser in 


You 
and be 


this game than most of us can ever 
hope to be, summed the situation up 
when he said: 

“Business is what you make it. The 
jobbers’ salesmen, the dealers and the 
contractors in this country have the 
electrical business in their own hands. 
It’s up to them to say how business 


shall be.” 


Ware Joins S. E. D. 
Publicity Staff 


Robert L. Ware, formerly advertis- | 


ing and sales manager of the Smith 
Signal Corporation of New York, 
joined the Publicity and Service De- 
partment of the Society for Electrical 
Development, Inc., on August 15th. 
Mr. Ware brings to the society the 
benefit of a broad experience in adver- 
tising and 
having been assistant manufacturing 
manager of the Century Company, 
manager of the Meridian Press, as- 
sistant advertising manager of the 
Inter-Church World Movement and | 
vice-president of the Automobile Sig- 
nal Association of North America. 


sales 


stimulation work, | 
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Are Your Dealers || 


Selling Exhausters ? 





There is no good 
reason why your ex- 
haust fan sales 
should fall off at 
this season. Per- 
haps your customers 
are not selling 
ventilation to those 
who need it. 


In cold weather 
fan ventilation is 
most needed. There 
are prospects every- 
where, in every 
city. 


Recent reductions 
on all types of ex- 
haust and ventilat- 
ing fans make present 
prices most attract- 
ive. We are ready 
to help you or your 
customers with sug- 
gestions or recom- 
mendations for any 
requirements. 


Please pass the 
word along. Bulletins 
and late prices will 
be sent promptly. 


The Emerson 
Electric Mfg..Co. 
Louis New York 
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Catching 
the Eye 


Electric fans have become so 
popular that their uses other 
than as a hot-weather ne- 
cessity are soon appreciated 





when properly demonstrated. 


Urge the dealer to keep Peer- 
less fans prominently dis- 
played all the year round. 


They will help build up holli- 
day trade, just because they 
catch the eye and the old 
man wants to do something 
nice for the family. 


As an aid to the dealer's 
business customers they have 
no equal for keeping the air 
moving in a store window 
and checkmating Jack Frost 
when he would keep the 
passerby from seeing in. 


Then they may be used for 
all sorts of advertising pur- 
poses to keep things stirring 
in the window or on the 
counter display. Just an- 
other way of catching the 
eye. 


Sometimes the dealer thinks 
of these things and some- 
times, again, he doesn't. 


You keep him fed up. 


The Peerless Electric Co. 


Warren, Ohio 

















“Putting It Over” 
(Continued from page 11) 


as convenient outlets into which any 
device equipped with a standard at- 
tachment plug may be plugged. This 
particular feature has led many well- 
informed persons to think that Elexit 
devices will increase the number of 
side wall lighting outlets three or four 
fold within a reasonably short time. 
If this is true, it can be seen by the 
jobber that the tendency will be to 
correspondingly increase the sales of 
all of the other items on his list that 
have to do with lighting and conveni- 
ence outlets. Far-sighted jobbers are 
anticipating the future with Elexits in 
mind, and it is the jobbers’ salesmen 
who are posted on the Elexit story 
who will reap the greatest benefits 
when Elexits are in universal use. 
There will be an unusual opportunity 
for the jobbers’ salesmen. Their per- 
sonal exploitation of Elexit devices 
will be indispensable. When it is all 
over, let us be able to clap each other 
on the back and say: “Believe us, 
Bill, we certainly put it over.” 





J. B. Mathews, salesman for the Em- 
pire Electric Supply Co., Houston, Tex., 
says he’s never going to get married. 
“What's the use in getting married,” says 
Jim, “When your girl works with you 
and earning a perfectly good salary.” 
Jim is seen starting out after some biz 
to make sure that they both get their 
checks next Saturday. A new phase of 
co-operation. 











MiIneRALLAC 
ELECTRICAL 
SPECIALTIES 





angers for Cable or Con- 

duit, made of steel. 

Seven sizes, from % to 2% 
in. 


Japanned or Galvanized 





Only one hole to bore 


L ed Clip, the one-hole 
pipe clip, in sizes ¥% to 
1%4in. 


Galvanized 





Strong—Economical 


Itman Desk Push— 
an office necessity. 


Mahogany or Oak finish. 


Eliminates detail and im- 
proves the desk appearance. 








Well and favorably known 
in the electrical world. 


MINERALLAC FLECTRIC COMPANY 


1045 Washington Blvd. 
CHICAGO, ILL. 
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MANUFACTURERS 











WitH THE ENorMovus INCREASE in 


the use of electrical appliances there 
has been a proportionate increase in 
the use of plug fuses caused by the 
frequent blowing of fuses. Conse- 
quently, the service calls on contrac- 
tors, dealers and central stations have 
become so numerous that unless a high 
charge is made for fuse replacement, 
these branches of the industry suffer 
a heavy loss. Up to the present time 
no attempt has been made to educate 
the consumer concerning the need of 
proper fuse protection and the sim- 
plicity and low cost thereof and, on 
the other hand, there has been no in- 
centive for the dealer to encourage the 
quantity purchase of plug fuses. 

With these facts in mind, the Buss- 
man Mfg. Co., St. Louis, Mo., has de- 
vised an educational plan for the fuse 
buyer which at the same time affords 
an unusual opportunity to jobbers. 
dealers and central stations for mer- 
chandising “Buss” plug fuses. Be- 
cause of the difficulty for the con- 
sumer to locate a blown fuse, consid- 
eration was first given to the develop- 
ment of a clear-window plug fuse so 
that the fuse strip would be plainly 
visible. To aid the dealer in increas- 
ing his sales of fuses, attractive and 
convenient size cartons containing ten 
fuses are provided. On each carton 
are printed complete instructions con- 
cerning what a fuse is; why it is put 
in a circuit; why it should not be tam- 
pered with; how to tell if the circuit 
s overloaded; the size to use, etc. 
Kasel display stands of striking de- 
ign suitable for counter, showcase or 
how window use are furnished the 
lealer with every 20 cartons (200 
uses). They carry the injunction, 
‘Buy a Box of Buss Fuses,” etc., and 
how two of the clear-window plug 
uses which are packed in the carton. 
dealers, distributors, jobbers and cen- 
ral stations to whom this merchandis- 
ng plan has been presented have re- 
eived it with enthusiasm and realize 
he possibilities for increased sales of 
lug fuses. 





AmericaN Insutatep Wire & Ca- 
BLE Co., Chicago, Ill., manufacturer 
of ‘‘American Brand” wire and cables, 
has now ready for distribution a new 
leather-bound catalog of vest-pocket 
size. In compiling the catalog the 
company endeavored to make it a very 
complete encyclopedia on weather- 
proof wire and cables, weatherproof 
iron wire and bare copper wire and 
cables for the electrical industry. It 
contains much information of interest 
to anyone engaged in the industry. 
whether in a sales capacity, engineer- 
ing capacity or otherwise. Copies will 
be furnished upon request. 


Errective Ocroser First, there 
was a_ general re-adjustment in 
the price of National Mazda lamps. 
No general change is made in the 
price of Mazda B lamps, but a gen- 
eral reduction in price is effective on 
Mazda C lamps and Mazda Daylight 
lamps. The readjustment does not 
affect miniature lamps. 


THe TrIANGLE Etecrro TRADING 
Co., 79 Chambers street, New York 
Citv, is the manufacturer of the Tri- 
angle Christmas tree electric deco- 
rative outfits, one hundred and ten to 
one hundred and _ thirty with 
Edison base connecting socket, into 
which is inserted the plug of an- 
other eight light, thus forming a six- 
teen light outfit. Into the outlet of 
the second set one can insert the plug 
of a third set, forming a twenty-four 
light outfit, and so on. The ad- 
vantages of this type are obvious. 
Proper distribution of light is as- 
sured. 
ple. 

of wider scope, such as using a one 
hundred and twenty volt, G-16'% 
lamp in the Edison base outlet, etc. 
The 
equipment of the outfits made bv the 
company is as follows: Mercerized 
green cord, tightly braided; standard 
two-piece, parallel blade, interchange- 
able plug; composition, high polish, 
heat-resisting sockets; lamp tester to 


volts; 


Means of connection are sim- 
Adapted to decorative purposes 


Reduces stock to a minimum. 








locate defective bulbs; svring attach- 
ments to keep lamps in upright posi- 
tion. Genuine Mazda lamps, assorted; 
transparent, heat-resisting coloring; 
screwed into sockets. Solid self-dis- 
playing boxes, with full instructions 
for use and test of outfit; a new parti- 
tion prevents breakage or discolora- 
tion of lamps. 


Bieapon-Dwn Co., 213-217 S. Peo- 
ria St., Chicago, IIl., offers assistance 
to the dealer in stimulating sales of 
violet-ray machines through the prep- 
aration of six very effective advertise- 
ments for local newspapers, which are 
reproduced in a circular that is now 
being distributed. Electrotypes or 
matrices of these advertisements as 
well as window trims, catchy display 
cards and other dealer helps are fur- 
nished free. 


THe Apex Evectricat Distrisut- 
1NG Co., Cleveland, Ohio, announces 
its purchase of the Gould ironer, 
which it will manufacture hereafter 
under a new name in connection with 
the Apex electric suction cleaner and 
the Rotapex electric clothes washer. 
The Gould ironer was the product of 
the Gould Appliance Co., New York 
City. Benjamin Gould, president of 
the eastern concern, has joined the 
Apex organization in Cleveland to su- 
With 
better factory facilities, this ironer 
will be a greatly improved product, 
and the Apex Electrical Distribution 
Co. plans to push its sales vigorously. 
Double rollers are one of its talking 
points. The heat is applied directly 
below the rollers, preventing waste. A 


pervise the sale of the ironer. 


1,-horsepower motor is used. Special 
features are a collar and ruffle attach- 
ment and an automatic foot control. 


The 


mounted on roller casters, and is one- 


ironer is of steel construction, 


third lighter than the average ironer. 
It is furnished with roller widths of 
32, 42 or 46 inches, and is manufac- 
tured for either gas or electric heat- 
ing. 









THE JOBBER’S ra SALESMAN 














New Electrical Products, Illustrated 

















The Triangle Appliance 
160 N. 


versible toaster combined. 
ible feature is very simple, 


plished by merely lifting and turning 
the lever of the rack, having no springs 
By setting the 
rack away from the heating surface, 
it is readily converted into a 500-watt 


to get hot and soften. 


grill for boiling or frying. 


Mfg. Co., 
Wells St., Chicago, IIL, has 
recently placed on the market the new 
“Tamco” reversible toaster and stove, 
which is claimed to be a grill and re- 
The revers- 


accom- 


























e = i 
A coupling switch, which 
serves between any standard 


attachment plug and any stand- 
ard electric receptacle has been 
placed on the market by the 
Beaver Machine & Tool Co., 
Inc., Newark, N. J. In any 
appliance cord which has a sep- 
arable screw plug at the socket, 
the plug and the part which 
screws into the lamp socket 
may be pulled apart and the 
switch inserted. The chief ad- 
vantages claimed for the 
Beaver coupling plug are (1) 
no tools or wiring necessary to 
connect, (2) makes any stand- 
ard attachment plug a switch, 
(8) a wireless feed through 
switch, (4) can be taken home 
and connected by the user. 


The Easiest Way Mfg. Co., Sandusky, Ohio, 
has placed on the market another “Easiest 
Way” electric washing machine of the oscil- 
lating type, with a reversible swinging 
wringer. The new machine has been designed 
to comprise as few parts as possible, thus 
insuring a machine of neat appearance and 
rigid construction, capable of safely standing 
up under continuous heavy loads. The tub, 
which is of heavy copper, has a capacity of 
eight sheets or its equivalent, and is controlled 
by a simply designed friction clutch. The 
“Easiest Way” is furnished in a number of 
styles—cabinet, semi-enclosed and open 
frame models. 











Both 
useful—that’s the Tassel 
Plug in a nutshell—a brass 
shell, to be exact. 
tistically camouflaged out- 
let can be attached to any 
ceiling fixture or chande- 
lier. It supplies that fre- 
quently needed outlet for 
the table lamp in library 
or living room, the perco- 
lator and toaster in the 
dining room, or the boudoir 
lamp on the dresser. 
made by Robt. J. Ward & 
Co., Philadelphia, Pa. 
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The Sparling Electric Products Co., 2 Letchworth St., 
Buffalo, N. Y., is placing a new flexible hot plate on the 
market whereby the dealer carries only the single unit. 
If a customer wants a two or three burney hotplate he 
merely connects them together thus eliminating the ex- 
pense of carrying the two or three burner in stock. The 
metal part has a heavy coat of nickel plate and is very 
attractive as well as lasting. The unit is guaranteed for 
one year and is controlled by a three-heat switch. Each 
burner has a six-foot cord and plug that can be attached 
to a socket, as its wattage is 660 watts at 110 volts. 




















The No. 12 “Always 
Reliable” alcohol torch 
has been placed on the 
market by the Otto 
Bernz Co., Newark, 
N. J. It is 45% inches 
long and % inch in 
diameter and is made 
of heavy brass tubing. 
The bottom of the 
tube is solid which 
enables the user to 


carry the torch with- 
out danger of leaking. 
The cap at the top 
fits snugly, which pre- 
vents evaporation of 
alcohol when the torch 
is not in use. 
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Bells and buzzers are among the oldest types of elec- 
tric signals and there have been but few improvements 
in recent years. However, here is the new “Duplex” 
signal produced by the Hersh Electric Specialty Co., 850 
82nd St., Milwaukee, Wis., which is a combined bell and 
buzzer. It combines in one single unit a bell and buzzer. 
This is done by an ingenious arrangement of coils ar- 
ranged so that one push button will control the bell coil 
set and the other button the buzzer coil set. 








The multiple fuse plug illustrated above is known as 
the “Repeater-Six” plug, since it is made up of a battery 
of six individual fuse elements. When a fuse “blows” it 
is simply necessary to turn the button to the next position 
and a new element is automatically inserted in place. 
This plug fuse is made in seven amperages, ranging from 
6 to 30 with voltages of 125. It is made by the Moss- 
Schury Mfg. Co., Inc., 444 Woodbridge St., East, Detroit, 
Michigan. 





Of special interest to garages, service stations and auio- 
mobile owners is the new “Dumore” upholstery cleaner, 
recently placed on the market by the Wisconsin Electri: 
Co., Racine, Wis., and designed and built primarily for 
cleaning the upholstery of closed cars. The cleaner is 
portable and easily carried about from place to place, and 
very convenient to operate. When in use it is placed on 
the ground outside the car, away from the operator, and 
not interfering with his work. A 10-ft. length of flexible 
hose is furnished, on the end of which is attached a swivel 
hand-grip or nozzle. The motor is a “Dumore” Universal 
type, and operates on either direct or alternating current. 
The base is hard-wood with an ebony finish, on which is 
located a kick type switch. The cleaner is furnished com- 
plete with 25 ft. of portable cord and attachment plug. 
Its net weight is 13 Ibs. 

















The “Subpedo” electric hair waver made by Le Bijou 
Specialties, 186 N. LaSalle St., Chicago, IIL, is one of the 
newest devices to aid milady in enhancing her beauty. it 
is of simple construction and works from an ordinary 
lamp socket. It is used by many professional hair 
dressers and beauty experts, as well as individuals who 
are greatly pleased with the results. 











\ general utility transformer is now being manufac 
tured by the Standard Transformer Co., Warren, Ohio. 
This is of the blue porcelain clad type designed to operate 
toy electric motors, miniature electric lamps, bells, annun 
ciators and serve as a source of power where a_ low- 
pressure current is required. It is furnished in 50 and 
100-watt capacities, providing five different voltages, 6, 10, 
14, 18 and 22 volts, and is equipped with an attachment 
plug, cord and master control switch that gives a wide 
range of power. 
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The Toreado electric hair drier shown in the illustra- 
tion above blows either hot or cold air. A. feature is 
the simple one-hand thumb operated control. Its weight 
is about 2 lbs. and the motor is universal. It is being 
placed on the market by the Toreado Sales Co., 14 West 
40th St., New York, N. Y. 





With the increase in height of buildings, it was not long 
before the lighting and power cable weights, in vertical runs, 
exceeded the breaking weight of the cables. Russell & Stoll 
of New York have designed a cable support that overcomes 
this difficulty in a satisfactory manner. The support developed 
is shown in the accompanying illustration, and consists of a 
malleable iron collar, the outside diameter of which is not 
larger than a standard conduit bushing. This collar is screwed 
onto the upper end of the conduit riser in which the cables 
are to be supported. After the cables are drawn through, 
fiber tapered bushings, with interior surfaces threaded, are 
fitted snugly over the cables at the point where they pass 
through the cable support. Then specially shaped wedges are 
dropped into the retaining collar and the tapered bushings 
allowed to settle into corresponding tapered holes in these 
wedges. The result is that the weight of the cable tightens 
the grip of the fiber bushings which carry the weight of the 
suspended cable within the iron retaining collar. 














Higher quality and great efficiency for less money 
seems to be the principle on which the F. W. Wakefield 
Brass Co., of Vermilion, Ohio, designed its improved 
line of “Red Spot” hangers for commercial lighting 
units. Both styles of the “Red Spot” hangers—ceiling 
and suspension types—are suitable for all the popular 
high-powered commercial lighting units. The wireways 
are of sufficient size to accommodate asbestos wire of 
any gauge necessary. The canopy is made oversize to 
completely cover the insulating joint and outlet box. An 
extra heavy brass chain with a notched terminal loop 
overcomes possible inequalities in the glass and insures 
balance to the unit when installed. Keyhole slots permit 
easy removal of the socket for wiring. And on the 
socket are two-position straps which insure correct 
placement of the lamp. 








The new “Automatic” time switch is the product of the 
Automatic Electric Manufacturing Co. of Mankato, Minn. 
By employing a heavy-duty, jeweled clock movement that 
controls two solenoids, the old method of taxing the clock’s 
power has been eliminated. The solenoids are of the mo- 
mentary type; current being consumed only at the instant 
of operation and the contacts are the knife switch principle. 
An added advantage is that the clock unit can be removed 
from the switch cabinet instantly without the aid of a tool. 
The clock cabinet is dust proof. This device is manufactured 
in any amperage up to 200 amperes capacity and can be sup- 
plied in any special arrangement of circuits or operations. 
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AvuTovENT Fan & Btower Co., 
730-38 W. Monroe St., Chicago, for- 
merly known as the Batterman-Truitt 
Co., is making distribution of eighth 
edition catalogs, which supersede all 
previous issues, describing its well- 


known line of Autovent fans, Uniblade * 


blowers and exhausters. Copies of 
this catalog will be furnished upon re- 
quest. 


AutappIN Mra. Co., Munsie, Ind., is 
distributing a new circular describing 
“Aladdin” portable lamps, in which 
are shown a number of recent addi- 
tions to this line. These lamps, which 
are of attractive design and beauty, 
are made in a variety of finishes and 
are ftirnished with parchment, silk, 
glass and metal shades. 


RvutTeNBER Extectric Co., Marion, 


Ind., has opened a sales office at 154 | 


W. Lake St., Chicago, IIl., in charge 
of Herbert H. Frost and H. E. Will- 
more, which will enable the factory to 
keep in closer touch with the Chicago 
territory. 


Rapium Luminous Meta Co., 58 
Pine St., New York, N. Y. manufac- 
turer of ‘“Undark’” luminous material 
for push-button switches, pull switches, 
etc., will in the future be known as 
the United States Radium Corp. This 
change in corporate name was deemed 
advisable in view of the extent to 
which the company has gone into the 
medical field in its employment of ra- 
dium. No change whatever has been 
made in the control and personnel of 
the organization. 


A New Pus.ication designated as 
Bulletin 2038 issued by the Cutler- 
Hammer Mfg. Co., Milwaukee, Wis., 
has for its subject “A-C. Automatic 
Starters with Mercury Overload Re- 
lays,” describing and illustrating a 
new type of starter. The theory of 
the new mercury interlock is given 
and a curve included to show how 
tripping depends upon the time and 
the percentage of overloading. 


Henry D. Sears, Boston, Mass.. 
general sales agent for Weber wiring 
devices, has concluded arrangements 
with W. H. Beaven, Jefferson County 
Bank Bldg., Birmingham, Ala., to act 
as its representative in North Caro- 
lina, South Carolina, Georgia, Florida, 
Tennessee, Alabama, Mississippi, Ar- 
kansas and Louisiana. The company 








Why NotSend For Your Copy? 


We're waiting to hear from all you salesmen and 
sales managers because we have a new Bulletin 
No. | which has lots of information that will help 
you get some good business. 


“Glass Insulators for Power Lines” 
is its name and it’s written so you can under- 
stand every word. It will give you a new line 

of attack and help you land some business in 
glass insulators up to 33,000 volts. 


Drop us aline. We'll send 
enough copies to go around 


Hemingray Glass Company 


Offices and Factories 
Muncie - Indiana 


Manufacturers of Glass Insulators since 1863 











The Policy of the 
Burton-Rogers Co. 


in merchandising 


Hoyt Electrical Instruments 


is to offer in all of its advertising the simplest 
and the most thorough sales helps. 


Among our publications are two pamphlets: 


‘‘Hunting Down Electrical Troubles’’ 
‘*The Cadmium Test’’ 


Both dealing with automotive electrical testing; the one 
for general work, the other for storage battery work. 


Write for these and learn the’ many ap- 
pealing advantages in selling electrical 
instruments in a rapidly expanding field. 


BURTON-ROGERS CQO: 
755 Boylston Street Boston, 17 Mass. 
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MULTIPHASE 
RENEWABLE 
FUSE 


A BIG LEADER 
FOR YOU 





Cut shows fuse complete for front connecting 


THE NATIONAL MULTIPHASE 
TIME-LIMIT RENEWABLE FUSE 
—the wonderful new electric device— 
the only positive prevention against 
multiphase motors burning out from 
single-phasing, regardless of load. The 
National Multiphase Time-Limit Re- 
newable Fuse was designed on the heat 
principle, and not on the theory of en- 
deavoring to energize the coil. 


Every plant using multiphase motors, 
even if they are at low production, needs 
National Multiphase Time-limit Renew- 
able Fuse NOW —the only absolute 
protection for multiphase circuits and 
motors. 


Learn all about this remarkable neces- 


sity that is now the talk of the electrical 
field everywhere. 


FEDERAL ELECTRIC COMPANY 


Federal Sign System (Electric) 
8700 South State St., Chicago 


627-649 West 43rd St., New York, N. Y. 
91 New Montgomery Si., San Francisco, Cal. 


Branches in all large cities 


The Only 
Absolute 
Protection 
for Multiphase 
Circuits and 
Motors 








will continue its policy, as in the past, 
of marketing its material exclusively 
through distributing jobbers. A com- 
prehensive illustrated catalog of its 
complete line is now in preparation 
and will be distributed within the next 
few weeks. In the meantime, Mr. 


Beaven has been provided with | 


printed price lists covering the entire 
line and giving all current list prices. 
Copies may be obtained from him on 


request. 


A New Circvurar devoted to the 
“Red Spot” hanger has been issued 
by the F. W. Wakefield Brass Co., 
Vermilion, Ohio. A large cross-sec- 
tional view of the hanger is shown 
with every detail of its construction 
clearly pointed out. Special stress is 
laid on the triple-notched terminal 
loop which insures perfect balance of 
the lighting unit. The socket hood of 
this hanger, provided with keyhole 
slots permitting easy removal of the 


socket for wiring, and the two-posi- 


tion straps, insuring correct placement | 


of lamps, are other noteworthy fea- 
tures of this device. 


Rusu Broruers Co., Chicago, 
manufacturer of lighting fixtures, re- 


cently moved to its new location at 


1924 Archer Ave. The company has 
issued catalog No. 7, descriptive of its 
white china porcelain lighting _fix- 
tures, designed for use in bed rooms, 
hotel rooms, office buildings and 
stores; sanitary restaurants, shops, 
schools, hospitals, kitchens, in fact, 
any place where it is desired to main- 
tain a decided impression of neatness 
and sanitation. They are made of 
selid vitrified china guaranteed to be 
washable, untarnishable and perma- 


nent. A unique feature of this line is | 


that the lamp controlling switch is 
separate from the lamp socket, thus 
practically eliminating socket troubles. 


repairs and replacement costs. They | 


are made in a variety of styles offer- 
ing a wide selection of fixtures of this 
type. 


ApsigN Corp., 247 W. 47th St., 
New York City, has entered the 
manufacturing field as a producer of 
advertising signs and specialties. One 
of its principal products is a show 
window sign of separate interlocking 


units and changeable letters. This sign | 


forms an illuminated legend at night | 


and shows up well in the daytime in 
black and white. 










Gleason’s Moulding Boxes 








US WQYSO 4 








The pioneers of our 350 varieties. 
Who'd be without them for 16 cents? 


Fancleve Specialty Company 


Boston, Mass. 











A GOOD 
BUY 


A majority of the job- 
bers’ salesmen of this 
country consider The 
JOBBER’S SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, inter- 
esting sales helps for one 
little iron man! Turn 
now to Xmas insert sec- 


tion and send in the sub- 


scription blank. 
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“CENTRAL” 
Rigid Steel 


CONDUITS 





Illustration shows a piece of 
Y% inch “Central Black” 
wound around 3 inch pipe. 
There is no buckling or flat- 
tening of the pipe and the 
enamel has not cracked or 
flaked off. Our special heat 
treatment gives this remark- 
able ductility. 


“Central White”’ “Central Black” 
(Galvanized ) (Enameled) 


CENTRAL TUBE CO. 


PITTSBURGH, PA. 








BRUNT 
auatity PORCELAIN 


QUALITY 








Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 





| 


ELectro THerMo Co., Inc., 206 | 
Broadway, New York City, which was | 
recently organized, has placed on the | 


market a new form of washing ma- 
chine known as the “Electro Washer.” 


| The producer claims that this washer 


not only does away with the prelim- 
inary boiling of the laundry in the 
but 
one 


old-fashioned boilers on stoves, 


also eliminates carrying from 
place to another. This 
cooks and the laundry in 
the ordinary wash tub, and is oper- 
The “Electro 


pure 


device alse 


steams 


ated from any socket. 
Washer” 


aluminum triangular box, which acts 


consists of a sheet- 
as a protector for a heating element. 
This heating element is enclosed in a 


heavy quartz-glass tube and is guar- 


| anteed not to burn out for a period of 


| 
one year. 


EvLectrric MAcHINERY 


TURING Co., Minneapolis, Minn., 


which underwent complete reorganiza- | 


tion last April, has started again the 
expansion of its distribution, and to 
this end has established a New York 


office in the Grand Central Palace, in 


charge of A. B. King, formerly sales 
manager of the old Electric Machin- 
Co. 


ery The company specializes in 


the manufacture of synchronous mo- 


| . 
| tors and vertical alternators. 


| factured 








Hotrast 2-P Lex is the 
name of a new insulating tape manu- 
by the Diamond Holfast 
Rubber Co., Atlanta, Ga. This tape, 


which 


DIAMOND 


possesses exceptional tensile 
strength and is unusually tacky, is a 
combination of friction tape and rub- 


ber splicing compound. The insulat- 


ing coating contains about 50% rub- 
ber. The insulating side is protected 


by a strip of white canvas which is 
removed when used. ‘““Two-Plex’”’ is 
made in one-half pound rolls and is 


three-quarters of an inch wide. 


MIcHIGAN STAMPING Co., Detroit, 
Mich., has prepared for distribution 
a new 28-page bulletin dealing with 
“Michigan” wiring fittings. Notably 
among the devices described are panel 
surface fixture studs 
sectional switch boxes for rigid or 
flexible conduit and loom. The latter 
are manufactured in three different 
styles, one type being arranged with 
bevelled corners in which are located 
four knockouts for loom, two in either 
end, an arrangement that facilitates 


cabinets, 


MaNvuFac- ! 


and | 





WHY? 


have a 


Because we 
complete line of incan- 
descent lamps of all 
types and sizes. 


Nitrogon service means 
that distributors can 
rely absolutely on the 
House and buy by the 


Brand. 


Nitrogon Electric Company 
46-48 Spring Street 
Newark, N. J. 
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Kruse Switchbox Supporting Strips 
and Lath Holders 


You'll Never Go Back 
to the Old Way 


One trial of Kruse Switchbox Sup- 
porting Strips will demonstrate 
that they save time, money and 
effort, besides making a better in- 
stallation. 


Contrast the job shown here with 
the usual installation of switches 
on wooden cleats. Kruse strips 
are of steel, light, strong, and safe. 
They are far easier to install, and 
the cost is moderate. 


Send for samples today, and find 
out for yourself. 


Midwest Metal Products Co, 


Muncie, Ind. 























IT’S PERFECT! 


Note the new way of assembling 


The BULLDOG 
KNOB 


Made and Sold under License 
United States Patent, Feb. 3, 1920 


The placing of the central bush- 
ing on the cap instead of the 
base, places it in a class by itself. 


You will be safe in recommend- 
ing this knob and all of our prod- 
ucts to your customers. Write us 
for any further information de- 
sired. 


Illinois Electric Porcelain Co. 
Macomb, III. 























the operation of fishing for the loom 
or flexible conduit. The surface cabi- 
nets are of a substantial and rigid 
construction and are adaptable to all 
installations where surface mounted 
service, switch, panel, junction or cut- 
out cabinets are required. 


Licutotier Co., 569 Broadway, 
New York City, has issued a new 14- 
page publication describing certain of 
its residence lighting fixtures that 
every dealer can sell quickly and at 
much profit, included among which 
are some new and attractive designs 
that have recently been added to the 
line. Discontinuing the old, the com- 
pany now offers the new and improved 
“16-2-1” lighting unit, which it claims 
will give better results when used 
with only a 150-watt Type C Mazda 
lamp than any other similar unit with 
a 200-watt lamp, thus affording a 
great saving in current consumption. 


Tusputar Woven Faprric Co., Paw- 
tucket, R. I., manufacturer of ‘‘Dura- 
duct” and “Duracord,” announces the 
appointment of P. S. Klees, recently 
in charge of the New York territory, 
as general sales manager with head- 
quarters at the factory in Pawtucket. 
The New York territory will be 
divided, the northern half including 
New York City, being in charge of 
F. W. Brower, with headquarters at 
New York, and the southern half, 
with headquarters in Philadelphia, in 
charge of F. M. MacDuffie. Ernest 
C. Alcott, who has been connected 
with the sales department, has been 
placed in charge of the Michigan and 
Indiana territory, with headquarters 
at Detroit. 


Preertess Licgut Co., 633-671 W. 
Washington Blvd., Chicago, manufac- 
turer of lighting fixtures, portable 
lamps and other electrical supplies, 
has recently adopted a plan whereby 
a real service is rendered to the dealer 
to aid him in selling lighting fixtures 
as well as other electrical specialties. 
Realizing that it is impossible for the 
dealer to maintain stocks to meet the 
demand of each and every customer, 
the Peerless company places its dis- 
play rooms at the service of the dealer 
and his customers. This is accom- 
plished by the use of introduction 
ecards which it furnishes. When a 
dealer is unable to furnish any desired 
article, he need not lose the sale but 
need merely give the customer an in- 








A Fast Selling 
Christmas Specialty 


Now is the time 
.to let your dealers 
know about this 
new electric taper. 
Properly displayed 
they will sell them- 
selves to the public. 
So neat and dainty 
in design they in- 
stantly attract the 
eye. Do not hesi- 
tate to stock up 
all your dealers as 
the demand by the 
Christmas trade 
will be big. 


Every salesman 
should carry a 
sample. 





Anthony Wayne Lamp Co. 
A.C. Mannweiler, Mgr. 
1016 Savilla Ave., Ft. Wayne, Ind. 








Every Business 


of consequence ought to have proper card 
REPRESENTATION. 


WIGGINS 


Peerless Patent Book Form Cards 


are used by many of America’s 
largest card users—supPperiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
d for tab 


of spe » 
detach them 
one one 
and _ observe 
their sharp 
edges and gen- 
eral excellence. 
The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers Die Embossers 


1108 S. Wabash Ave. 
705 Peoples Gas Bldg. CHICAGO 




















CopPER WIRE 


Bare and Insulated 
for every kind of 
electrical work. 
COPPER RODS 
TROLLEY WIRES 





ROME WIRE COMPANY 


Main Plant and Executive Office, ROME,N.Y. 


“‘Diamond” Branch BUFFALO, N. Y. 
DISTRICT SALES OFFICES 
NEW YORK DETROIT, MICH. 


50 Church Street 25 Parsons St. 
CHICAGO, ILL. LOS ANGELES, CAL. 
14 E. Jackson Blvd. 833 San Fernando Bldg. 
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PHILLIPS WIRE COMPANY 
PAWTUCKET, R. I. 














Would YOU buy a SECOND-HAND 
CTRIC MOTOR at ANY price? 


you KNEW it to be as good as new? 
Wire us your inquiries. 
EGO Second-hand Electrie 
RY Motors Bought, Sold and 
Exchanged. 


CHICAGO, ILLINOIS In business since 1893. 
* 16th and Lincoln Streets Chicago, Ill. 
















ARMATURE SLOT WEDGES 
Made of Hard Maple 


For new and repair work. 


Made to any specification. 
Send us your blue print or sample. 


T. C. White Electrical Supply Company 


1122 Pine St., St. Louis, Mo. 


























SANNA 


| Wis., 


troduction card to the Peerless com- 
pany, who will fill his wants and at 
the same time allow the dealer the 
margin of profit he desires to make 
on the transaction. If he wants to 
make 25% profit, he indicates this by 


writing P-25 after the account num- | 


if the customer is to be 
sold at list price this is indicated by 
“L-00.” In the event that the Peer- 
less company is unable to furnish the 
particular item desired, the company’s 


ber, likewise; 


| designer then and there designs a fix- 
| ture according to the ideas of the cus- 
| tomer. 


Tue Sun-Ray Mre. Co., Oshkosh, 


manufacturer of electric heating 


| pads, announces the following changes 





in its Eastern representation: Robert 
E. Rae, with offices at 38 Murray St., 
New York City, has been appointed 
Eastern representative with exclusive 
charge of sales in New York, New 
Jersey and most of Pennsylvania. 
The F. K. Simons Electric Co., with 
offices in the Fuller Bldg., Philadel- 
phia, Pa., will act as exclusive dis- 
tributing agent for southeastern Penn- 
Maryland, 


A. F. 


sylvania, West Virginia 


and Virginia. McCarthy Co., 


' located at 10 High St., Boston, Mass., 


| has been appointed exclusive 


sales 


| representative for the New England 


| States. 
| at 222 Interurban Bldg., Dallas, 


| Mass., 








R. S. Wakefield, with offices 


is the new exclusive sales representa- 
tive for the south central states. 


WHEELER ReFvector Co., Boston, 





Tex.. | 


have issued a new and very in- | 


formative catalog of their line of in- | 
dustrial reflectors and street fixtures | 


presented on a list price basis. 
items mentioned include their “Para- 
Steel” reflectors for industrial light- 
ing, heavy duty fixtures for lighting 
railroad properties, steel mills, etc.; 
also vaporproof fixtures, cargo lights 
flood lights, miscellaneous staples, and 
outline of special designs to order. 
The catalog measures 81x10 inches 
and contains 48 very plentifully illus- 
trated pages. A copy of this catalog 
can be had by writing to the manu- 
facturer. 


H. Listenwa.ter & Co., 5512 Lake 
Park Ave., Chicago, IIl., has issued a 
new circular devoted to battery-charg- 
ing panels and battery service switch- 
boards. This battery-charging equip- 
ment is fully illustrated with every 
detail of construction clearly pointed 
out, 


The | 








. AMERICAN LINE 7/4 
\\. MATERIALS CO./ 


| CROSSARMS 
| THAT LAST 
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| ASK YOUR DEALER 
FOR OUR PRODUCT 


MAIN OFFICE 


/ Successor to 


AMERICAN CROSS- 
ARM COMPANY 








Cedar Poles 


Butt Treating 
Open Tank Process 
The Valentine-Clark Co. 
Spokane, Wash. 


Toledo 





Minneapolis Chicago 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 

















POLES 


NATIONAL POLE C0. 


Escanaba, Mich. 


220 Broadway, 
New York 


2844 Summit St., 
Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 
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National Products 
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‘“Sherarduct’’ and “Economy” Rigid 
Steel Conduits and Fittings, ‘‘Flex- 
steel’ Armored Conductors’ and 
Flexible Metallic Conduit and Fit- 
tings, ““Flextube’’ Non-Metallic Con- 
duit, National Metal Molding and 
Fittings, “‘Liberty’’ Rubber Covered 
Wire and Cable, ‘‘National’’ Outlet 
Boxes and Covers, Switch Boxes, 
Brackets, Fixture Studs, Locknuts, 
and Bushings, “*Auto-Steelflex’’, 
*‘Auto-Brassflex’’, ‘‘Auto-Flextube’’. 
Automobile Conduits and Fittings, 
Carburetor and Exhaust Tubing. 

















Selling these National Products will 
prove profitable for you, for your 
house and for your customers. 


National Metal Molding @ 


General Offices: Pittsburgh, Pa. 

























Four of Many 

















WASHES 








WRINGS 





hundyess 


IRONS 


Electric 
L) 


























This is the new 1922 model A B C Electric Laundress, tne 
rigidly inspected, as a Packard Twin Six. 


and $170. Other A B C washers at $100, $125, $135, $150. 





5S, *““service- proof washer’’ > 
Made to eliminate service on the part of the deaier and so to boost his profits. 
Ironers $'38, $170. 






As finely built, as 


° i mprovements. = 
Twenty-four big imp Retails at $155 














Did You Ever Own An 
*Orphan’’? 


RPITANS may be popular as wives 

(no mother-in-laws, you know), but 

if you ever owned an “orphan” 
automobile, or any other mechanical affair 
whose “parents” had died 


You're off that kind of an orphan for life! 
Something busts. You hunt high and low 
for a new part. No soap! You get someone 
to make the part—and foot a bill as big 
as if the part had been carved out of plati 
num and studded with diamonds. And then 
it doesn’t fit! 


For the love of humanity, man, don’t load 
your friends, the dealers, up with junk that 
10 to 1 is going to be orphaned! If vou do, 
a new territory for vou, when the bad news 


breaks. 


Face the washing machine field squarely in 
the eyes. After the war, a mob rushed into 
it. It looked soft. Anybody can make 
washers. 


But to sell them—ah, there’s the fly in the 
ointment. As the newcomers are learning 



























by the scores. And as the fall-guys who put 


up the dough are sadly bemoaning. 


You know that there are too many makes of 
washers being made today. Just a repeti- 
tion of automobile history. With the same 
aftermath. 


Who of them are going to bump the bumps? 
The newcomers, of course. Watch the bank- 
ers—who have already made up their minds, 
in order to relieve oy erproduction in all 
lines, to let the weak firms fail and carry the 
leaders—lop off their credit. Then what? 
Put your energy behind the leaders, the big 
washing machine factories. Sell the makes 
that have been on the market for the last 
decade—that are backed by vet- 
erans at the selling as well as at the making 
vame—that are entrenched behind power 
ful national publicity. 


seasoned 


Save your dealers from the clutch of the 
drowning near-orphans! Then you and your 
firm will be in stronger than ever. 











ALTORFER BROS. COMPANY 


PEORIA, 
SAN FRANCISCO 


NEW YORK 





ILLINOIS 





BRANTFORD, ONT. 
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N thousands of farms and country homes which are equipped 
with high line and private plant electrical service, R & M 
power stand motors are performing the many tasks which formerly 
meant hours of hard labor for the farmer and his family. Designed 
and built to the Robbins & Myers standard in conformance with the 
ideas and experience of the leading distributors and manufacturers 
of farm lighting plant equipment, this motor attained leadership in its 
field right from the start. 


Jobbers and dealers who handle electrical appliances for farm service 
find in this motor an item which shows a constantly increasing de- 
mand. And it gives the kind of service which leads to the sale of the 
other appliances they can supply. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO — BRANTFORD, ONTARIO 


Robbins & Myers Motors 
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